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Auto Cancellations Studied Feeble Sponsorship 


Few Complaints Of 
Auto Cancellation, 


Most Unjustified 


NEW YORK—One subject discussed 
at length during the hearing here of 
the joint legislative committee on in- 
surance rates and regulation, which 
is looking into the automobile policy 
cancellation problem, was the claims 
on file with the committee. As H. Clay 
Johnson, executive vice-president 
Royal-Globe and chairman of the com- 
pulsory committee of Assn. of Casu- 
alty & Surety Companies pointed out, 
“we were impressed with the fact that 
they (the complaints) numbered some 
700 to 750.” 

Considering that in 1959 New York 
had approximately 4.5 million passen- 


ger cars registered, the number of 
complaints seems almost infinitesimal, 
Mr. Johnson said. 

Roy C. McCullough, assistant gen- 
eral counsel of Lumbermens Mutual 
Casualty, representing American Mu- 
tual Insurance Alliance, and Charles 
W. Leftwich, vice-president of Nation- 
wide Mutual, president of National 
Assn. of Independent Insurers, spoke 
to the same effect. 

Of the 55 complaints filed with the 
committee and furnished his group for 
checking, Mr. Johnson said, 23 were 
returned to the committee because the 
company was not identified and the 
complaint could not be investigated, 
or because the complaints related to 
matters not involved in the commit- 
tee’ s inquiry. Of the 14 that involved 

(CONTINUED ON PAGE 11) 


NAIl Panel Studies 
Causes Of Cancellations, 


Remedies For Problem 


Auto insurance cancellations, and 
more specifically the conditions which 
produce a situation in which cancel- 
lations become a problem, were treated 
in a thorough manner by a forum at 
the annual meeting of National Assn. 
of Independent Insurers last week in 
St. Louis. 

P. N. Snodgrass, president General 
Casualty of Madison, was the mod- 
erator, and talks were given by Norman 
Reuter, secretary Emmco; Fenton A. 
S. Gentry, president Southern Fire & 
Casualty, and Robert Rennie, vice- 
president Nationwide Mutual. Their 


(CONTINUED ON PAGE 53) 





Says Compulsory In 
N. C. Has Been Flop 


North Carolina has tried compulsory 
auto insurance for three years and it 
has appeared successful to the casual 
observer, but not to the student or to 
the discerning citizen, according to Wil- 
liam E. Webb Jr., Statesville, past pres- 
ident and now state national director 
of North Carolina Assn. of Insurance 
Agents. He analyzed the subject of 
compulsory in depth at the annual 


‘meeting of Insurors of Tennessee at 


Nashville. 

The claim is made that under com- 
pulsory there is monetary compensa- 
tion for all involved in motor vehicle 
accidents. This contention has not been 
met by compulsory, Mr. Webb declared. 


» In 1959 there were 2,640 convictions in 


North Carolina courts for no liability 
insurance. The state highway patrol 
reported it was unable to locate 16,000 
motorists whose insurance had been 
cancelled. North Carolina citizens have 
no protection for damages caused by 
hit-and-run drivers, stolen cars, cars 
operated without permission, unregis- 
tered cars and out-of-state uninsured 
motorists. 

The doctrine of contributory negli- 
gence when impartially administered 
is a bar to recovery in many cases. In- 


dividuals cause their own injuries in 
(CONTINUED ON PAGE 54) 


Plan Republic Of Dallas 
Stock Split And Dividend 


Directors of Republic of Dallas are 
recommending to stockholders a 100% 
Split and the payment of a 6.6% stock 
dividend. 

Republic now has 450,000 shares of 
$10 par stock outstanding. The plan 
would reduce the par to $5 and double 
the number of shares to 900,000. A 
stock dividend of 60,000 shares would 
be paid on the $5 stock to produce a 
total of 960,000 shares of $5 par. 

Stockholders will vote on the pro- 
posal Feb. 8. 

The directors have declared a 1% 
dividend ($1) on the 4% preferred 
Stock payable Dec. 28 to stock of 
record Dec. 15. On the common stock, 
a4% dividend (40 cents) is payable 
Nov. 25 to stock of record Nov. 10. 





























Agenda Announced For NAIC 
Winter Meeting In New York 


The complete agenda has been pre- 
pared for the 1960 regular meeting of 
National Assn. of Insurance Commis- 
sioners at New York Nov. 28-Dec. 2. 
Thirty-three sessions are scheduled of 
subcommittees and committees, plus 
three plenary sessions at which Presi- 
dent Sam Beery of Colorado will pre- 
side. The headquarters hotel is the 
Commodore. 

Meetings of interest to the fire and 
casualty insurance people are listed 
below by time, committee chairman 
and agenda, if one exists. 


Monday, November 28 


9-10 a.m: Examinations manual revision sub- 
committee, Gerber of Illinois—Qualifications of 
examiners; inclusion of reinsurance subcom- 
mittee report of 5/7/60; inclusion of uniform 
accounting instructions. 

9-10: Organization, ownership and certifica- 
tion of insurance companies subcommittee, 
Rinehart of Alabama. 

9-10: Reimbursement formula for hospitals 
and service associations subcommittee, Sears 
of Maryland. 

10-11: Credit life and credit A&H model 
bill subcommittee, Gerger of Illinois—Report 
on amendments to model bill. 

10-11: Future meeting sites subcommittee, 
Davis of Mississippi. 

10-11: Valuation of securities subcommittee, 
Howell of New Jersey—Valuation procedures 
and instructions for year ending 12731760. 

11-12: Regulation of advertising subcommit- 
tee, Davis of Mississippi. 

11-12: Standardization of Blue Cross-Blue 
Shield regulations subcommittee, Thacher of 
New York—Report of various studies. 


11-12: Workmen’s compensation small policy 
economies subcommittee, Thacher by Frank 
Harwayne, of NewYork—Explore use of present 
values on workmen’s compensation losses. 

1:30-2:30 p.m: Advisability of nominating 
committee subcommittee, Hammel of Nevada— 
Recommended change in constitution and by- 
laws. 

1:30-2:30: Review of fire and casualty rating 
laws and regulations subcommittee, Gerber of 
Illinois. 

2:30-3:30: Rentals paid at terminals by insur- 
ance companies subcommittee, Holmes of 
Montana. 

3:30-4:30: Subcommittee on review and study 
of state insurance laws, Pearson of West 
Virginia. 

3:30-4:30: Safe driver or merit rating plans 
and insure driver plans subcommittee, Hulbert 
of Utah. 


Tuesday, November 29 


9-10:15 a.m.: Definition and interpretation 
of underwriting powers committee, Davis of 
Mississippi—Classification of fire, marine and 
casualty insurance industry report; interpre- 
tation of nationwide marine definition industry 
report. 

9-10:15: Examinations committee, Sullivan 
of Washington—Examinations manual revision 
subcommittee report; uniform examination 
program for employe welfare funds subcom- 
mittee report; proposed amendment to NAIC 
by-laws. 

9-10:15: Insurance on installment sales and 
loans committee, Larson of Florida—Insurance 

(CONTINUED ON PAGE 55) 





Illinois Agents’ Report 
Begins On Page 16 











For Non-Admitted 


Insurers Law 


Nobody Speaks Up For 
Model Bill At NAIC 
Hearing In St. Louis 


By JOHN BURRIDGE 


ST. LOUIS—The unauthorized in- 
surance committee of National Assn. 
of Insurance Commissioners has as its 
current raison d’etre the study of a 
proposed uniform non-admitted insur- 
ers act. This weighty (46 page) docu- 
ment was submitted to the committee 
at San Francisco last June, practical- 
ly out of a clear sky. Its more or less 
surprise introduction and its immen- 
sity were causes enough for it to be 
set aside for study. 

The new chairman of the committee, 
Cyrus Magnusson of Minnesota, suc- 
cessor to Jensen of North Dakota, feel- 
ing that the effort of the authors de- 
served a better fate, asked for com- 
ment and called a meeting of his com- 
mittee here last week to let those in- 
terested have their say. There re- 
sulted an overwhelming display of 
reasoned opposition, with not even a 
single word of polite encouragement 
for the proponents—none of whom was 
present, or at least not present for the 
record. 

No decision was made by the com- 
mittee on this occasion. Another meet- 
ing will be held in New York the 
week of Nov. 28, and Mr. Magnusson, 
already inundated with statements, is 
asking for more. Presumably a report 
will be made to NAIC at its Decem- 
ber meeting. 


Doubly Significant 


Two things made the St. Louis com- 
mittee hearing interesting and signi- 
ficant beyond the ordinary. One was 
the always colorful presentation of the 
inimitable Moses G. Hubbard of In- 
ternational Federation of Commercial 
Travelers Insurance Organizations. 
When Mr. Hubbard gets through of- 
fering his views of a subject the list- 
ener feels he has heard every concei- 
vable side of it—although of course 
he has heard only the side Mr. Hub- 
bard is advocating. But he has heard 
that side up and down the field. 

Much more of moment to insurance 
people, however, was the remarkable 
show put on by a group of insurance 
buyers, organized just a week before 
the committee meeting under the title 

(CONTINUED ON PAGE 29) 





Ohio Blue Cross In Court 


To Obtain Rate Increase 


Hospital Care Corp., the Blue Cross 
plan for 15 southwestern Ohio counties, 
has appealed to Franklin County com- 
mon pleas court to obtain a 28% rate 
increase. Judge Holden is considering 
the appeal. The court granted a 19.5% 
hike in September, after Ohio Super- 
intendent Stowell said he would not 
agree to the 28% request. 
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Top Executives Cite Commitment To 


Agency System; Nail False Issues 


Four vice-presidents of Hartford 
companies assured agents at the an- 
nual meeting there of Connecticut 
Assn. of Insurance Agents that stock 
agency companies will adhere to the 
agency system because it would be 
impossible to abandon it. Lyttleton 
M. Baldwin, Travelers, Guy E. Mann, 
Aetna Casualty, Edward J. Martin, 
Phoenix of Hartford, and Arthur S. 
Kuenkler, Security-Connecticut, took a 
hard look at the future of the agency 
system and gave the producers their 
unequivocal opinions. 

Mr. Baldwin established the frame- 


Sneden President Of 
N. Y. City Surety Unit 


Surety Underwriters Assn. of the 
City of New York at its annual meet- 
ing elected George K. Sneden, Spring- 
field F.&M., president. He succeeds 
Thomas T. Carmick, Fireman’s Fund. 

Audley A. Davis, Maryland Casualty, 
was elected vice-president to succeed 
Mr. Sneden, and Francis W. Pick, 
Springfield F.&M., was elected secre- 
tary-treasurer. 

Named to the executive committee 
were Michael A. Verdrose, Great 
American; Harry D. Schmedes, Amer- 
ican Surety; S. Capotosto, Hartford 
Accident; James F. Joyce, Phoenix of 
London grou; and Mr. Sneden, Mr. 
Davis and Mr. Carmick. 


General Insurance 
Terminology Committee 
Sets First Meeting 


Complete membership of the com- 
mittee on general insurance termin- 
ology has been announced by Ralph H. 
Blanchard, chairman. The committee 
is one of several under the commission 
on insurance terminology of American 
Assn. of University Teachers of Insur- 
ance, which is working on standardiza- 
tion of insurance terminology. 

Members of the committee, which 
will hold its first meeting on Nov. 18 
in’ New York City, are Edison L. 
Bowers, Ohio State; Clayton G. Hale, 
Cleveland agent; Albert I. Hermalin, 
Institute of Life Insurance; C. Wright 
Hoffman, University of Pennsylvania; 
Daniel P. Kedzie, American College; 
Donald L. MacDonald, University of 
Michigan; Charles H. Martin, American 
Cyanamid; Milton W. Mays, America 
Fore Loyalty; James C. O’Connor, Na- 
tional Underwriter Co. Barclay Shaw, 
National Assn. of Insurance Brokers; 
William H. Wandel, Nationwide Mu- 
tual; C. Arthur Williams Jr., Universi- 
ty of Minnesota and William N. Wood- 
land, Mutual Fire Assn. of New Eng- 
land. 

Ex-officio members of the commit- 
tee are William T. Beadles, Illinois 
Wesleyan, editor Journal of Insurance; 
and Davis W. Gregg, president Amer- 
ican College, chairman commission on 
terminology. 





Twin City Casualty Assn. To Meet 

Members of Twin City Casualty In- 
surance Underwriters Assn. will dis- 
cuss contractual liability and owners’ 
and contractors’ protection at the Nov. 
15 meeting at Minneapolis. Irving 
Nichols, Employers Mutual of Wausau, 
and Victor Yambor, Northern States 
agency, will lead the discussion. 


work of the discussion by pointing out 
that the agency system is not com- 
prised of agents alone. It is a close 
contractual, economic and_ servicing 
amalgamation of company and agent. 

He said the foundation of the agency 
system is the agent’s ownership of re- 
newals. This fundamental and con- 
tractual right in a broad sense, marks 
the difference between “our system” 
and that of the direct writer, and it 
puts the agent and the company 
squarely on their mettle. The agent has 
no market without the loyalty and con- 
fidence of his company; the company 
writes no business without the loyalty 
and confidence of its agents. In both 
cases quality of performance, integrity, 
and regard for the public interest dic- 
tates whether the partnership will 
prosper. A company has business only 
because agents place it there. It will 
remain with the company only as long 
as the agents dictate. They are priv- 
iliged to place it elsewhere whenever 
and for whatever reason they choose. 


Companies Committed 


Regardless of future developments, 
no stock-agency company would dare, 
or desire for that matter, through con- 
tinuous policies, direct billing, or any 
other device, to attempt to place the 
contractual ownership of the agent’s 
business in jeopardy. 

This entire subject has all the as- 
pects of a red herring, and while 
other problems go unanswered it is 
foolish to waste time with the 


question of ownership of the business. 
It is the agent’s, it should be and will 
remain his. 

Aside from the demonstrated fact 
that the public prefers to buy from an 
independent agent, there are other rea- 
sons why no stock agency company 
could jettison the agency system. Mr. 
Baldwin declared. 

It has taken many years for compa- 
nies to accumulate business developed 
through and by agents. Companies have 
enormous funds invested in physical 

(CONTINUED ON PAGE 36) 


Riley Is President Of 


Sw Information Service 


J. Michael Riley, president of Tran- 
sport Ins. Co., was elected president of 
Southwestern Insurance Information 
Service at the annual meeting at Dal- 
las. 

Other new officers are Ben Voth, 
Standard of Tulsa, lst vice-president; 
Richard Skinner, Indiana Lumber- 
men’s, 2nd vice-president; Peter Mims, 
Allstate, 3rd vice-presidnet; and John 
Goolsby, Republic of Dallas, secretary- 
treasurer. 

New directors are William Biggs, 
Southwestern; Sumner Roberts, State 
Farm; Howard Howell, Oklahoma 
Farm Bureau Mutual; Karl Vasen, 
Houston F.&C.; Earl W. Gammage, 
Pan-American group; Kenneth Note- 
ware, Hardware Mutual Casualty; 





J. D. Daniels, Gulf; and Mr. Voth. 
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HIA Speaker Sees 
Increase In Length 
Of Hospital Stay 


The average length of hospital stays. 
will increase rapidly, Dr. Clement G. 
Martin, medical director of Continental 
Casualty, predicted at the individual 
forum of Health Insurance Assn. at 
Chicago. In a talk entitled “Medical 
Developments Affecting Morbidity,” he 
said the average length of hospital 
stay declined from 9.1 days in 1948 to 
1.76 days in 1958; however, “we have 
seen the bottom of admissions caused 
by infections responsive to the ‘won- 
der’ anti-microbial drugs.” 


Sees New Discoveries 


Looking to the future, Dr. Martin 
declared: “New discoveries of medical 
science will give hospital care and cur- 
ative hope to diseases which are now 
undiagnosed, unnamed and _ untreata- 
ble. These facts alone will cause the 
length of hospital stay to increase in 
the next 12 years as rapidly as they 
have decreased in the past 12.” 

He said an entirely new method of 
cancer  treatment—chemotherapy—is 
becoming available, and reported that ’ 
“over a quarter of a million chemicals , 
have been and are being checked for 
their use against cancer.” | 

“One particular cancer” has already 
been discovered to be completely cur- 
able by a specific drug, he said, adding 
that “other cancers will also be cured ; 
with a variety of chemical agents.” 

Pneumonia is far less a cause of 
morbidity than it was in the past. He 
said that in many pneumonia cases 
hospitalization is not a “necessary part” 
of treatment. 


Disability Will Decrease 


Dr. Martin said that disability will ' 
decrease both in terms of time and de- 
gree. “I feel,” he stated, “that disabil- - 
ity will decrease as much in the next 
50 years as mortality decreased in, 
the past 60 years.” 

He reported that another fact that 
must be reckoned with “in our busi- ’ 
ness future (is) the birth rate in the 
United States is on the decline as is, 
the marriage rate.” 

From this he concluded that “the 
composition of our population will be 
higher in those in the earning years 
and less in the younger age groups than 
previous predictions told us. This will 
not make our job more or less difficult 
but it will require that we keep con- 
tinually current and alert to popula- 
tion changes, need changes, and med- 
ical care changes.” 


State Farm F.&C. To 
Enter Casualty Field 


State Farm Fire & Casualty has en-’ 
tered the casualty field with an own- 
ers, landlords and tenants policy which 
has been approved in 45 states and 
will be on the market in more than, 
half of them by the end of the year. 
In most states the State Farm F.&C. 
OL&T policy will be priced 10% below 
bureau rates. 


Mountain States Field 


Units Discuss Merger | 
Mountain States Capital Stock Insur- 
ance Assn., Mountain States Casualty 
& Surety Assn. and Rocky Mountain 
Surety Assn. held a joint meeting t0 
discuss the possibility of merging into, 
one multiple line organization. 
Walter G. Dithmer, midwest regional, 
director of Insurance Information In- 
stitute, outlined the functions of III. 
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With Two Stenos, One Typewriter, And 1921 
Adding Machine, S. C. Department Asks Funds 


Commissioner William F. Austin has 
asked the South Carolina budget and 
control board for $615,000 to run the 
insurance department for the fiscal 
period ending in 1962. Of this, $143,000 
would be used this year. Mr. Austin 
said that at the present rate the de- 
partment funds would be exhausted by 
February and the division would have 
to close until July. 


He told the board that “it takes 


money to repair a house that has been 
allowed to run down for 20 years.” 
When he took over July 1, he said, he 
found only one person in the depart- 
ment knew anything about the $26 
million the department keeps on de- 
posit for 850 insurers doing business 
in the state. The one person handling 
the securities, 68% of which were 
negotiable, was bonded for $2,000. 
There are five companies operating 


in receivership in the state, he re- 
ported. The last one to get into diffi- 
culties had $16,000 worth of securities 
on deposit and needed $20,000 to meet 
its obligations. 

The department needs more staff 
and new equipment, Mr. Austin said. 
Presently it has two secretaries who 
share a single typewriter. The depart- 
ment has one adding machine, which 
it bought in 1921. Its mimeograph 
equipment was put in eight years ago 
after another unit of the state depart- 
ment discarded it as obsolete. 

With five examiners and one actuary, 
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the department needs five more ex- 
aminers and one more actuary, he told 
the board. Presently, he said, there is? 
not enough manpower to check the 
approximately 3,000 types of policies it ° 
is required to pass on each week. 


Bid Prices Of 175 


Insurance Stocks At 
Six-Month Intervals 


The following table comprises the | 
bid prices (where available) at Nov. 3, 
1960, along with the same figures at ' 
Dec 31, 1959 and June 30, 1960, for 
about 175 insurance companies. The 
figures were assembled by Levering 
Cartwright, president of Cartwright, 
Valleau & Co., Board of Trade Build- 
ing, Chicago, specialists in insurance | 
stocks. 

This list appears about three times | 
a year in THE NATIONAL UNDERWRITER 
and supplements another and smaller 
list, which hereafter will appear each 
month. 
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Company 12-31-59 6-30-60 11-3-60 
Academy Life, Colo. 3 25% 2% 
All States Life .... 45% 342 3 
Am. Bankers Ins. 17 1812 1814 
Am. Bankers Life ... 14 143, 13 
Am. Fidelity Life ... 1334 10% 734 
Am. Druggists, Ohio 69 69 71 
Am. Fidelity & Cas. 13%2 11 10'%2 
Am. Empire Life ...... 2 134 114 
Am. Fire & Cas. ........ 1854 19 17 
Am. Founders Life, Colo. 1% 4 
Am. Heritage Life ... 10 836 7%. 
Am. Home Assur. .... 0 43 40 
Am. Income Life, Ind. 17 11 9 
Am. Indemnity .......... 20 23 2212 
Am. Indep. Reins. ... 3 212 2M 
Am. Life & Cas., N. D. 8'2 9 9 
Am. Life, Ala. .......... : 7 6'4 
Am. Mercury ...... 25% 3 2% 
Am. Service Life 42 314 238 
FAD.. TUTOEY nnccecssescseece 19 1414 1334 
Appalachian Natl. Life. 275 3 3 
Associates Life ............ 412 4'4 4'4 
yi ee | een 75 57 50 
Bankers Natl Lif 19 2058 19% 
Blue Ridge Fire ... 4* 4* 4* 
Copitel Pare Ge Cas... sic tsi 1 
Central Standard Life 18 1812 17 
Competes FOO, Eidhe. asics testes 1 
Citizens Cas. 814 836 83, 
3 7) ee 20 21% } 
Cherokee Ins. 1534 16 
Citizens Std. Life, Tex. ‘Bi 134 14 
Citizens Life ................ 10%4 938 
Citizens Natl. Life, Ind. 3 3 314 
Coastal States Life ... 24 19 1534 
Colum. Gen. Life, Tex. 1% MQ MY 
College Life... 58 52 52 } 
Colo. Credit Life ........ TM 312 % 
Consol. Am. Life ........ 512 4'4 32 
Constellation Life .... 3'4 258 178 
Consumers Natl. Life 312 3* 214 
Continental Life, Tex. 414 334 4% 
Cont. Am. Life, Tex. 1'4 1'4 1% 
Cont. Am. Life, Del. 65 63 63 
Cornbelt Ins. .............. 234 336 3 
Cornbelt Life ... 4 334 5 
Crown Life, Cana 167 195 212 
Eagle Fire, N. J. .... 3% 3 273 
Eastern Life ................ 32 23 30% 
Employers Cas. icc. ccs 2912 37 
Federal Life & Cas... 84 79 68 
First Fidelity, Okla. 21% 134 1% 
Fidelity Bankers Life 1M%, 6% 6 
Fidelity Union Life 182 180 181% 
First United Life ...... 5% 4 4% 
First Am. Life, Tex. 1 1 Ng 
Germantown Fire ...... 130 125 120 
Great Atlantic Life 2% 234 2% 
Georgia Intl. Life .... 5'2 47, 438 
Great Fidelity Life .... 312 2 1% 
Gibraltar Life ............ 9 10 Bi | 
Great Western Life .. 1% 1 3% 
Great Plains Life .... 4 4 338 
Guaranty Savings Life 12 BY 812 
NNER. essccsisisicsnsensivcas 40 37 35 | 
Hamilton Natl. Life 6 5% 5% | 
Home Owners Life .. 812 1% 5 } 
Ill.-Mid Cont. Life ... 8% M4 4 | 
Imperial Life ....... 80 80 
Ins. Corp. of Am. 234 1% 
Inter-Ocean Ins. ... 48 48 
Inter-Ocean Reins. .... 43 50 55 
Interstate Life & Acc. 105, 9 734 
Jeff. Natl. Life ............ 8 18 18 
Kennesaw Life & Acc. 214 2 1'2 
Ky. Central L. & A 112 13 1042 
LO a 834 8 4% \ 
Liberty Life, S.C. ... 20 17 15 | 
Life Assurance, Pa... 14 1812 18 | 
Life Inv. of Iowa ......... ...... 278 234 | 
Lincoln Am. L., Tenn. ...... 2% 2'2 | 
Lincoln Liberty Life _...... tien 834 | 
Loyal Am. Life ........ 6% 32 2% | 
Loyal Protective 60 52 462 
Maine Fidelity Life 7 42 4% 
Manhattan Life .......... 415 560 560 
Maryland Natl. Ins. .. 141% 15 15 
REOUITIGS — oacccccscsecsesccccccoes pats 4 3 
Maryland Life ... 61 57 62 
Midland Life ............... dade, ella 800 
Mutual Savings Life 734 The 6% 
Natl. Am. Life, La. 3% 3% 3% 
Natl. Bankers Life ..... 57 45 59 
Natl. West. Life, Colo. ...... 6% 6% 
Natl. Fidelity Life ... 1734 172 15 
Pee Se I ett aces 1 
Natl. Union Life ........ 43% 4 3 


(CONTINUED ON PAGE 55) 
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Whatever your client wants— whether 
it’s Life or Accident & Sickness protection, 
individual or group. 


HeNATIONAL UNDERWRITER 


.. for firm or family 





THERE’S A PLAN FOR EVERY PROSPECT with New York 
’ Life’s complete line that pays you attractive commissions! 


NEW NYLIC COVERAGES 


Accident & Sickness Insurance—a com- 
plete line of Accident and Sickness policies 
. SUB-STANDARD Accident & Sickness 
policies available to many people with 
certain physical impairments or adverse 
medical histories, who may upon payment 
of an extra premium qualify for coverage 
without an impairment exclusion rider. 


Employee Protection Plans—offer a wide 
range of coverages with LIFE INSURANCE, 
WEEKLY INDEMNITY and MEDICAL CARE 
BENEFITS which can now, in most states, 
include MAJOR MEDICAL INSURANCE. EPP 
is available at attractive low rates to firms 
with from 5 to 50 employees. (EPP weekly 
indemnity A&S coverages not available 
in states having compulsory disability 
statutes.) 


. plus new Nylic Merchandising Plans 
—to help you place more business! 


Check-O-Matic—the convenient auto- 
matic method of paying premiums through 
a regular checking account that saves 
money, too. 


Nyl-A-Plan—the modern salary allotment 
plan. 


. plus a complete line of 
modern, low-cost life insurance 
plans, many of them to 500% 

mortality, with attractive 
commission arrangements! 


e Family Endowment Plan 
e Whole Life (Minimum $10,000) 


e Life Modified Three (Minimum $5,000) 


e Limited Pay Life—10, 15, 20 and 30 
years and to Ages 60, 65 or 85 


e Whole Life with Seven Year Double 
Protection (Minimum $10,000) 


e Whole Life with Family Protection 
Benefit (Minimum $10,000) 


e Family Life Insurance 


e Assured Accumulator 
(Minimum $10,000) 

e Three Way Security 

e Family Income and Mortgage 
Protection Riders 20 years and to 
Age 65 

e Mortgage Protection Term 
(Minimum $5,000) 

e Juvenile Plans—including Estate 
Builder (Insurance Builder in 
New York) 


e 20 Pay Endowment at Age 65 


Get all the facts today! Write to: Brokerage Division 


wylic New York Life Insurance Company 


51 Madison Avenue, New York 10, N.Y. 


e Endowments—10, 15, 20, 25, 30 and 
Endowments at Ages 60 and 65 


e Retirement Income Endowments at 
Ages 60 and 65 


e Annual Premium Retirement Annuity 
e Single Premium Life and Endowments 
e@ Single Premium Annuities 


e Modified 10 Year Term— Whole Life 
(Minimum $10,000) 

e 2, 3, 4 and 5 year term— Whole Life 
(Minimum $10,000) 

e Ten and Twenty-Year Term Riders 

e Five-Year Renewable and Convertible 
Term (Minimum $5,000) 

e@ Income Security—10 to 50 years 
decreasing term insurance 


e Pension Trust and Profit-Sharing ... 
a complete line of individual insurance 
and annuity contracts 

e All forms of Group Coverages— 
including group annuities, and group 
creditor insurance 

Many of the above Life Plans 
available on a non-medical basis 
—up to $15,000 through Age 30 


ro ‘A a4 “‘Eager to serve”’ 


. 


Life Insurance * Group Insurance « Annuities - Accident & Sickness Insurance + Pension Plans 








NEW YORK—An underwriter and a 
loss man disagreed considerably as to 
the values in the use of small property 
deductibles, at a panel discussion of the 
subject during the technical confer- 
ence here sponsored by Federation of 
Mutual Fire Insurance Companies, Mu- 
tual Insurance Advisory Assn., Mutual 
Insurance Rating Bureau, and Trans- 
portation Insurance Rating Bureau. 

Studies by Liberty Mutual show that 
small deductibles are not worth much 
in fire insurance but are of value in 
controlling the type and amount of loss, 
loss adjustment expense and service in 


HeNATIONAL UNDERWRITER 


Considerable Disagreement As 


To The Values Of Deductibles 


the case of EC, and are useful in con- 
trolling losses and thus maintaining a 
realistic price for certain coverages 
such as all risk or broad forms. These 
findings were reported by E. L. Ripley, 
assistant secretary in the commercial 
risks department of Liberty Mutual. 


Public Dislikes Them 


There is, on the other hand, a strong 
public dislike of deductibles, especially 
in the dwelling field, and this impels 
insured substantially to defeat the 
purpose of the deductibles, D. T. Haw- 
kins, secretary-manager of Mutual 


PRIMARY COVERAGES IN ILLINOIS 


WORKMEN'S COMPENSATION 
AUTOMOBILES & TRUCKS 
OLT—MFRS. & CONTRACTORS 
COMPREHENSIVE GEN’L. LIAB. 


COMPREHENSIVE PERSONAL LIAB. 


PRODUCTS LIABILITY 


GARAGE & DEALERS LIAB. 
LIQUOR LIABILITY 
MALPRACTICE LIABILITY 
BEAUTY SHOP LIABILITY 
BURGLARY 

PLATE GLASS-50/50 


% Special Retros on Large W.C.-Liab.-Flegts, Etc. 


EXCESS LIABILITY 


All 3rd Party Liability Including Excess 
Above Assigned Risk Auto Limits to 
100,000 /300,000 /100,000: 


SURPLUS LINES 


OUTSIDE ILLINOIS — Through Licensed 
Surplus Lines Agents in Those States 
And Territories Which Permit Non- 
Admitted Carriers To Write Liability 
Coverages. 


THE CASUALTY COMPANY WITH EXTENSIVE FACILITIES... 


FLEXIBLE UNDERWRITING ... 


REALISTIC RATING ... 


INDEPENDENT! 
SINGLE RISK REINSURANCE TO $2.000.000!!!! 


FIDELITY GENERAL |“) INSURANCE COMPANY 


A STOCK COMPANY 


RAndolph 6-4060 


222 West Adams Street 
Chicago 6, Illinois 








REINSURANCE 


FRANK 
BURNS inc. 


SEATTLE, 


STUART BUILDING 


WASHINGTON 





Loss Research Bureau, said in his dis- 
cussion of the topic. 

Also, Mr. Hawkins stated, the cost 
of determining that no claim exists is 
so high as to reduce considerably any 
deductible saving. He expressed very 
great doubt that the deductible en- 
courages loss prevention by insured in 
the dwelling field. 

W. H. Rodda, secretary of TIRB, and 
E. J. O’Brien, assistant general counsel 
of Lumbermens Mutual Casualty, took 
up other aspects of the subject. 

Following the 1954 hurricanes of 
Carol, Edna, and Hazel, Liberty Mutual 
made a study of its EC losses on 
dwellings, Mr. Ripley said. The com- 
pany paid a total of 21,000 EC claims 
that year. It paid 15,000 as a result of 
the three hurricanes. Of the latter 
number, 9,000 were in Massachusetts. 


Full Cover Policies 


At the time, he said, more than half 
its dwelling losses came under full 
coverage policies. About 97% of the 
full cover losses in 1954 were on “in- 
land” properties; that is, those more 
than 50 miles from the seacoast. 

The study showed that if all EC had 
been on a full cover basis, the company 
would have had 2.5 times as many 
losses as it paid. The figures showed 
that 70.5% of all full cover losses were 
less than $50 and that 19.2% of all 
losses under the deductible were less 
than $50. Also, there were a large 
number of  closed-without-payment 
claims, so that the effect of the $50 
deductible substantially reduced the 
number of losses to be handled. 

It is significant, Mr. Ripley stated, 
that no large reduction in the number 
of losses would result from increasing 
the deductible to $100. It would have 
to be raised to more than $150 to 
produce the same contrast as intro- 
duction of the $50 deductible produces 
in comparison with full coverage. 

Breaking down the 1954 EC losses 
into three areas—(1) all, (2) those 
produced by the three hurricanes, and 
(3) the losses from the three hurri- 
canes in Massachusetts—the savings by 
means of any size deductible, com- 
pared with full cover, were almost 
identical in all three groups of figures. 
Those savings, on a projected basis, 
were 38.5% with a $50 deductible; 
58.9% with $100; 65.4% with $150; 
71.6% with $200; and 78% with $250. 


EC And Fire Differ 


Certain expenses may not be di- 
rectly proportional to the premium, 
Mr. Ripley pointed out. Also, the same 
breakdown on expense used for EC 
would not be proper for fire. 

His company has been making for 
10 years a study of fire claims. There 
has been no significant change in the 
figures during that time. The 65,000 
fire claims surveyed consist of 16,500 
dwellings, 37,000 household contents, 
5,000 mercantiles, 1,000 manufacturing, 
and 6,000 all other. These are fire 
claims only. 

In the dwelling class, if the deducti- 
ble had been $1,000, the losses would 
have been reduced 30%. That is a very 
substantial deductible for dwellings, he 
observed. It is doubtful if many owners 
would want such a policy. Few mort- 
gagees would permit owners to carry 
coverage with a deductible of that size. 

But with 70% of losses in dollars 
still being paid by the insurer, a pre- 





November 11, 1960 


mium credit of only about 15% would 
be justified by the $1,000 deductible. 
The saving would be primarily loss 
dollars since policy expenses for in- 
surance, sale, and the like, would still 
apply. 

Numerically, only 6.7% of the claims 
would have remained in this group of 
losses under the $1,000 deductible. 

The saving to insured would be rel- 
atively small. A $20,000 fire policy in 
a large Massachusetts municipality, 
covering a frame dwelling, costs for 
one year $32.20. The saving would be 
$4.83—“not very attractive.” For a $500 
deductible the saving would be $3.64 
and a $100 deductible about $1.03. 


Mercantile Figures 


On mercantile building and con- 
tents the average loss is much greater. 
Consequently, the smaller deductibles 
are not worth much as a rate credit. 
At $1,000, for example, only 5.8% of 
the loss dollar would be available as a 
credit for the policyholder. At $2,500, 
the credit would be 10.4%, at $5,000 
17.6%, and at $10,000 28.1%. Losses of 
more than $10,000, which constitute 
71.9% of the loss dollar, represent in 
number only 5.9% of the claims. 

In manufacturing, Mr. Ripley said, 
the $1,000 would produce a 7.2% credit, 
$2,500 15.3%, $5,000 21.4%, and $10,- 
000 36.4%. Losses of more than $10,000 
account for 63.6% of loss payments and 
represent only 4% of the total number 
of claims. Mercantile and manu- 
facturing losses tend to parallel each 
other in the percentages. He also noted 
that the amount of credit might be half 
of the saving in loss dollar since the 
other expenses, as in the case of dwell- 
ings, would apply. Thus fire insurance 
affords protection primarily against 
large losses. 

Perhaps the small fire loss in the 
dwelling class is costing as much to 


handle as to pay. For dwelling build- > 


ings 23.2% of all losses are under $25 
and comprise only 0.8% of the loss 
dollar in this class. For household goods 


43% of all losses are under $25 and . 


represent 5.7% of the loss dollar for 
the class. 


Computing Not Simple 


Mr. Ripley pointed out that the credit 
that should apply cannot be computed 
quite as simply as indicated. The value 
of a deductible to the insurer varies 


with the line and other factors. In fire, | 


a deductible of $10,000 on a building 
worth $25,000 is worth a great deal 


more than a $10,000 deductible on a | 


$500,000 property. The larger the de- 
ductible in relation to the value of the 


property, the greater the loss dollar | 


saving. 
The function of the wind deductible 
is not so much to save the company 


dollars, though this is important, as it ; 


is to eliminate many claims that oth- 


erwise would have to be processed. The } 


deductible also tends to make insured 


more careful and to maintain the prop- | 


erty so as to prevent losses. 
Deductibles have a real advantage in 
lines where losses are relatively fre- 
quent, such as motor truck cargo, Mr. 
Ripley observed. Here the deducti- 


bles make insured more careful with | 


the property in his care and enable ! 


the insurer to write coverage against 


the crippling large loss for a reason- | 


able premium. 


In all risk policies, the small deduc- 


tible avoids the premium burden of 
many ridiculous claims and, again en- 
ables insurer to write the coverage 
against the crippling loss. 


Unless the deductible eliminates a 


relatively large number of losses, he 
said, it cannot effectively reduce the 


(CONTINUED ON PAGE 48) 
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Fenton A. S. 
Gentry, Southern 
Fire & Casualty, 
new president of 
National Assn. of 
Independent In- 
surers, photo- 
graphed at the 
NAII annual meet- 
ing last week in 
St. Louis with Ves- 
tal Lemmon, NAII 
general manager, 
and Sen. Estes Ke- 
fauver of Tennes- 
see, who spoke at 
the meeting on his 
views of insurance 
competition. 


Convention pic- 
tures on pages 24 
and 25. 
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Insurer Stock Bid 
Prices Are Listed 


The bid prices for stocks of a repre- 
sentative list of insurance companies 
at Oct. 31, together with comparable 
prices at June 30 and Dec. 31, 1959, are 
given in the table herewith as prepared 
by Levering Cartwright of Cartwright, 
Valleau & Co., specialists in insurance 
stocks, Board of Trade Building, Chi- 
cago. 

Adjustments were made in the ear- 
lier bids to take account of stock divi- 
dends and splits. 










Company 12-31-59 6-30-60 10-31-60 
oo 3 805 78 87 
PE FG cccnvinnnwns Tl 79 86 
Aetna Life 8512 8012 8014 
Agricultural 28 31 29% 
All-Am. L.&C,. w..0... 10 8% 7% 
Am. Equitable ............ 4042 36 42 
Am, General . 33% 3412 31 
Am. Home . 40 43 40 
American ........ 26% 26 26% 
Am. Motorists 14% 13% 15 
Am. National .... 85% 1% 7% 
Am. Reinsurance ....... 421 43 39 
Am. States ............2 20% 3042 28 
Bankers & Shippers 57 55 55 
Beneficial Std. Life. 15% 14 13% 
(aa, 335 31% 
it ee 40 412 39 
Cal.-West. S 564 50 4514 
Camden ........ 34 33% 32% 
Combined ........ 33 34 32% 
Commonwealth 21% 18% 18% 
Conn. General ............ 354 345 388 
| a” a 155 141 165 
MP, CII, ‘icccaciseumiomacasnns 72 72 76 
Continental ................ 54% 52% 472 
Crum & Forster ........ 68 64 69 
Empl. Grp. Assocs. 36 40 37 
Employers Reins. ...... 53 51 59 
Farm. New World...... 110 105 105 
Farmers Unds. ............ 35 35 40 
NED ccnsciahiclsasdctnessvsens 59 564 60 
Fidelity & Deposit ... 50 46% 48 
Fireman’s Fund .......... 51% 56 47 
Franklin Life .............. 77 67 b+ 
General Amer. Corp. 170 146 131 
General Reins. ............ 91 99 110 
Glens Falls. ..............+ 353 32% 


34 8 
(CONTINUED ON PAGE 47) 


New Mexico Agents 
Elect Dickinson 


ALBUQUERQUE—C onservatives 
and “middle of the roaders” will see 
a rash of liberal legislation in the next 
session of congress regardless of which 
candidate is elected, Maurice G. Hern- 
don, federal liaison representative for 
NAIA, told the 26th annual convention 
of New Mexico Insurors here. 

Herbert C. Dickinson, Farmington, 
was’ elected president succeeding 
Dwight Ohlinger, Alamogardo, who re- 
verts to board member. Robert Beck- 
ett, Deming, was named vice-president, 
and Peter McCanna, Albuquerque, sec- 
retary-treasurer. Other officers are 
Thomas E. Speer, Albuquerque, ex- 
ecutive secretary, and Paul Rubincam, 
Albuquerque, state national director. 

Among the other features of the 
three-day meeting were two panels, a 
plea from the New Mexico department 
for more operating money, a strong 
president’s message, and a plug for 
automation from a company president. 

Mr. Herndon stressed that the in- 
surance industry’s problems with the 
federal government are at an all time 
high. These are not associated with 
any one political party, but are the re- 
sult of changing times, the expanding 
American economy, and the concept of 
increasing governmental intervention 
with the everyday affairs of American 
business and the average citizen. 

It seems probable that congress and 
the Treasury Department will look 
with favor upon a program of equal 
taxation for capital stock and mutual 


casualty and fire companies with a 
(CONTINUED ON PAGE 47) 
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An admitted market 


providing professional service to 
} Insurance Companies and their 
Reinsurance Intermediaries. 
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NAII Annual Offers Members A Steady Series 
Of Talks, Panels, Comment For 33 Days 


The members of National Assn. of 
Independent Insurers put in three and 
a half days of steady absorption of 
ideas at their annual meeting in St. 
Louis last week. For many the meeting 
lasted a day longer, because Monday 
was spent in committee meetings. So 
the conscientious company representa- 
tives, and there were a great many of 
them, had reason to be exhausted, if 
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L. K. GIFFIN 
President 


LEE M. STENTZ 
Vice President 


industry in the Western Hem- 
isphere. 
Southern Marine’s service how 


W. L. TREADWAY 


not dazed, by the time they left the 
final session. 

Auto insurance was the dominant 
subject. Insurance regulation came in 
for some treatment. Two long panel 
discussions were devoted to auto—one 
on accident compensation systems and 
the other on cancellations. The main 
outside speaker was Sen. Estes Kefau- 

(CONTINUED ON PAGE 51) 





OFFSHORE OIL 
INSURANCE 


From the top of the rig to 
the bottom of the hole, offshore 


ling and production calls 


for experienced specialists — no 


the area of insurance 
ge than in any other. 


Southern Marine has specialized 
in arranging proper coverage 
for insurance agents and brokers 
on offshore drilling and produc- 
tion equipment since the earliest 
days of offshore exploration, 
and we know how much prompt 
and proper servicing of losses 
can mean to your clients, the 
oil men. 


Let us tell you about our 
specialized market and facilities 


in the hub of the oil 
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Debate Spark s Ins urance Issues 


Even Though It Doesn’t Solve Them 


WASHINGTON—The panel on “de- 
grees of difference on insurance issues” 
which was one of the features of the 
annual convention program here of 
National Assn. of Mutual Insurance 
Agents, was a sparkling, witty and 
informative success. Under the deft 
and humorous moderation of Chase M. 
Smith, senior vice-president and gen- 
eral counsel of Lumbermens Mutual 
Casualty, the participants quickly ex- 
amined and commented on a number 
of the important problems that are 
troubling those in the business today. 

The entire insurance area was well 
represented by the panelists. They 
were Edwin S. Overman, § assistant 
dean of American Institute; Arthur G. 
Levy, New Orleans agent; Bruce S. 
Stake of St. Louis, fire insurance man- 
ager of Michigan Mutual Liability; 
Harry C. Foster, research underwriter 
of Utica Mutual; Robb B. Kelley, vice- 
president of Employers Mutual Casual- 
ty, and Milford L. Landis, counsel of 
Central Mutual. They spoke on the pro 
or contra side of each of the eight 
propositions, and shifted their seats 
on the dais from the pro to contra side, 
or vice versa, as the issues were pre- 
sented, in order to keep the audience 
from becoming confused as to where 
they sat on an issue. 


Auto Competition 


1. The retention of the auto market 
by private insurers as contrasted with 
state funds is to a measurable degree 
dependent on free competition on 
rates, forms, and rating programs. 
Consequently, such competitive devices 


as merit rating, non-cancellable poli- | 


cies, and economy plans should be 
given a free hand. 

Free competition has produced in- 
novations, Dr. Overman commented. 
One of them is merit rating. It is a 
competitive device and must be al- 
lowed. He said he would not try to 





N. J. Agents, Bureau In 


Homeowners PR Program 


New Jersey Assn. of Insurance 
Agents and New Jersey Fire Insurance 
Rating Organization cooperated in a 
public relations program to introduce 
in the state the newly adopted 1959 
homeowners. 

Meetings open to all holders of home- 
owners manuals and their clerical per- 
sonnel were held at Newark, with 
2,000 attending, and at Camden and 
Atlantic City, with more than 400 at 
each of the latter two meetings. 

At the meetings a panel of experts 
explained the new program. Partici- 
pating were Elmer Jones, homeowners 
unit supervisor of Home, Frank Rud- 
den and Andrew Lyon, administrative 
supervisor and research director, re- 
spectively, of the rating organization. 
The three regional meetings are being 
supplemented by local gatherings un- 
der county association auspices. 

S. Gage Lewis, general manager of 
the rating organization, said the pro- 
gram would reduce clerical overhead 
for insurers and producers. Half of the 
policies forwarded for auditing in the 
first 10 days after the 1959 home- 
owners became effective in the state 
had to be returned because of viola- 
tions, he noted. The educational pro- 
gram should reduce the violations to a 
negligible percentage in Mr. Lewis’ 
view. 


defend it as it is presently constituted 
because there is too little experience 
under it to provide actuarial verity. 
Ways must be found, he believes, to 
determine more equitable rating for 
the 25 as against the 24 year olds. 


Merit rating is one effort to get done a 
job long overdue. One company, he 
said, has found that drivers over 65 
are producing a better experience than 
drivers 25-65. 

Mr. Stake said that so-called com- 
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petitive freedom will generate chaotic 
conditions which historically have 
cropped up in various fields of the 
business. In A&S, for example, un- 
controlled freedom in the creation of 
coverages has resulted in a condition 
which “still casts a stigma upon the 
entire industry.” 


Regulation Essential 


Regulation is essential to uniformly 
sound underwriting, he declared. To 


scuttle rating and underwriting prin- | 


ciples for the sake of meeting compe- 
(CONTINUED ON PAGE 33) 
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D. C. Rate Bill Will Eliminate Danger Of 
Concentration Of Power, Kefauver Tells NAII 


tic : : : secretary in 1951 and vice-president in 

ive Irving Relinquishes 1957. He is credited with having played 

the Active Pac. Duties a principal role in organizing and 

an- John R. Irving, vice-president of Fi- streamlining the statistical operations 

of  gelity & Casualty, is relinquishing his f° the group. 

= active responsibilities as officer in aie Sen. Estes Kefauver of Tennessee in 

the charge of statistical operations on the Royal-Globe Raises Murphy his address before the annual meeting 
advise of his physician. He will serve Royal-Globe has appointed Richard of National Assn. of Independent In- 
in a consulting capacity for the next T. Murphy superintendent of the bond surers last week in St. Louis ex- 
several months. Harvey E. Abrams, department at Atlanta. He has been pressed concern over the merger of 

nly vice-president, assumes the duties re- in the bond department in New York regional advisory organizations in the 

To linquished by Mr. Irving. since joining the group in 1956. fire business into Inter-Regional In- 

m= Mr. Irving joined F.&C. in the sta- iain surance Conference. The answer to 

pe- 


tistical department in 1931. He ad- 
vanced to assistant secretary in 1944, 


Reliance has appointed M. William 
Jones special agent at Syracuse. 


this “concentration of control,” he said, 
lies in greater regulation of the ac- 





nce Policy for Motels 


| 


MORE PROTECTION—MUCH LOWER RATES! 

Quality insurance by one of the world’s 

vreat companies—THE HOME INSURANCE COMPANY— 
lesigned expressly to protect you where you need it most.* 


Quality Protection Where You Need It! 


BUILDINGS — may be covered against 


ire, lightning, windstorm and many other 
nost important perils. 


All This— 

at new low rates— 

and the most modern, 
easiest-of-all way to pay 
"| HIE "|| HILC®O |PILAN 


SONTENTS — all business personal 
ee certy may be fully protected against loss 
A’ fire, vandalism, explosion and other perils. 


>ROFITS — your earnings can be 


irotected against interruption because of fire 
ir other specified causes. 


NABILITY — comprehensive liability 
A erage is available for all motel operations. 
The famous THICO PLAN of The Home 
Insurance Company lets you pay the way you 
want—monthly, quarterly, annually. 
Like the Home Motel Policy, the THICO 
PLAN is available only through your agent 
of The Home Insurance Company—and 
there’s nothing else like either one of them. 
Don’t settle for anything less! 


——BU RG LARY — you may be covered 


yainst burglary and theft. 


LASS, NEON SIGNS, ETC. 


now you can afford to cover your 
‘pensive signs and windows under this 
odern Motel Policy. 


DON’T WAIT 


See your Home Agent 
or write for further 
information now! 









Property Protection since 1853 
59 Maiden Lane, New York 8, N. Y. 


77 HOME 


he Home Motel Policy is so new it may not yet be available in your state. If not, it will be soon—just as soon as we can get it to you, 
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tivities of national advisory organiza- 
tions, and such regulation is provided 
in the District of Columbia rate bill 
introduced by Sen. O’Mahoney of Wyo- 
ming with Sen. Kefauver as a co- 
sponsor. 

A half-hour press conference fea- 
turing Sen. Kefauver was conducted 
Wednesday morning. At the Senator’s 
side was Donald P. McHugh, counsel 
to the insurance study group of the 
subcommittee on anti-trust and mo- 
nopoly that, with Sen. O’Mahoney 
presiding most of the time, has had 
the fire and casualty insurance indus- 
try jumping for a year or so. 


Expects To Be Chairman 


However, the insurance side of the 
subcommittee’s work seems to hold no 
great attraction for Sen. Kefauver. He 
said he expects to be chairman of the 
subcommittee at the next session of 
Congress, but he wants to get someone 
on it to specialize in insurance mat- 
ters. Sen. O’Mahoney is not standing 
for reelection. Mr. McHugh, on the oth- 
er hand, will no doubt remain as coun- 
sel. He supplied most of the answers 
to insurance questions at the press 
conference, prefacing a number of his 
replies with “As you know, Senator, 


The next hearings of the subcom- 
the Senator said, will cover 
the A&S business and foreign owned 
companies. In the A&S field, the ques- 
tions will involve the adequacy of 
state regulation, adequacy of coverage, 
and something along the lines of pol- 
icy benefits being proper in relation to 
premiums charged. 

The study of foreign owned com- 
panies is not directed at Lloyd’s of 
London especially, the Senator said. 
Primarily, he is interested in adequate 
protection of U. S. policyholders of 
alien companies doing business under 
surplus line laws. Model surplus line 
legislation is part of the subcommit- 
tee study, Mr. McHugh observed. 


Good Law In Missouri 


Sen. Kefauver commented that tes- 
timony at the subcommittee hearings 
indicated that Missouri has one of the 
best rating laws in the U. S., and 
features of it are incorporated in the 
D. C. rating bill sponsored by Sen. 
O’Mahoney, as well as features of the 
California law. The D. C. bill will be 
reintroduced at the next session of 
Congress, he said, and there will be 
hearings on it. These hearings may, it 
was implied, for a time take the place 
of other subcommittee hearings on 
either A&S or non-admitted insurers. 

Asked in what area he felt state 
regulation might be falling short, Sen. 
Kefauver said it was aviation insur- 
ance. To the question of whether he 
views the social security system as in- 
surance or welfare, he replied he 
views it as “social security.” 

In his prepared speech to the NAII, 
Sen. Kefauver said it has constantly 
been emphasized that the prime pur- 
pose of his subcommittee on anti-trust 
and monopoly in its insurance invest- 
gation has been to determine whether 
state regulation has properly protected 
the public interest in the manner 
Congress intended when it passed the 
McCarran act. 

“I am in full accord with all the 
members of the subcommittee that 
state regulation of insurance is in the 
public interest,” he declared. “While 

(CONTINUED ON PAGE 45) 
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G. W. Oliver Retires; 
Six Other Changes In 
GAB’s Pacific Dept. 


General Adjustment Bureau has 
made a number of changes in its Pa- 
cific Coast department. 

Glenn W. Oliver, manager at Chey- 
enne, has retired after 28 years with 
the organization. He joined GAB at 
Casper in 1933, was named manager 
at Pueblo, Colo., the following year, 
and in 1936 was named manager at 
Cheyenne. 

Mr. Oliver will be replaced by 
George Carpenter who joined GAB 
in 1945 at Denver and has been at 
Cheyenne since October of that year. 

Robert L. Kirby has been named 
manager at Elko, Nev., succeeding R. 
W. Mallory, who transfers to Poca- 
tello, Ida. Mr. Kirby joined GAB in 





FAeNATIONAL UNDERWRITER 


At Chicago CPCU All-Industry Luncheon 


Story On Page 40 


1957 and was transferred to Elko in 
1958. 

In California, Robert W. Walker, Los 
Angeles, has been promoted to general 
adjuster. He entered the adjusting 
field in 1936 with Western Adjustment 
at Minneapolis and was transferred to 
Los Angeles in 1959. Thomas H. Null 
has been transferred from Bishop to 
Visalia, succeeding S. W. Walter, re- 
signed. Mr. Null joined the bureau in 
1956 and was transferred to Bakersfield 
in 1988. 


K. C. CPCUs Pick Beets 


Kansas City chapter of CPCU has 
elected Lee Beets, Consolidated Un- 
derwriters, president, succeeding Lind- 
say Fisher. Other new officers are Wil- 
liam Seitz, vice-president; George 
Hoenk, secretary; and Robert Franklin, 
treasurer. 


MUNICH 
REINSURANCE 
COMPANY 


UNITED STATES BRANCH 





Multiple 
Line 
Reimsurance 


EXECUTIVE OFFICE 


410 PARK AVENUE 


e NEW YORK 22,N.Y. 


SOUTHERN AND FACULTATIVE DEPARTMENT 


1401 PEACH TREE STREET, N. E. ATLANTA 9Q, 


GEORGIA 
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Taking active part in all-industry luncheon of Chicago CPCU chapter are, 
from left: Harold H. Hines Jr., Wineman Brothers, luncheon chairman; Mrs. 
Angela Roman, Starkweather & Shepley, arrangements chairman; James S. 
Kemper, chairman of Kemper companies, who presented CPCU diplomas; and 
Frank A. Hohenadel Jr., who presided at luncheon. 





Conferment of CPCU diplomas at Chicago CPCU all-industry luncheon brings | 





to mind three Mack brothers, who hold unique honor of being only three 
brothers who are both CPCUs and CLUs. Principals of Mack & Parker agency 


of Chicago, they are shown with their father, Edward E. Mack Sr., a founder 


of agency. From left are John P., Edward E. Sr., Charles S. and Edward E. Jr., 


who started family on road to distinction by acquiring CLU designation in 1947. 





Joe Hunt Has Complaint 


One item among the many mailed 
from the offices of Commissioner Joe 
B. Hunt of Oklahoma that seems to be 
of some real concern to the commis- 
sioner is his argument that the state 
insurance board should be abolished 
and that the commissioner should have 
the final say. : 

Mr. Hunt, who is an elected official, 
sits on the state insurance board with 
two appointees, Louis Woodruff and 
Paul Ballinger. Nearly every vote 
comes out 2 to 1 against Mr. Hunt 
and he is contending vocally and by 


Selective Has Gain 


Selective of Cincinnati recorded an 
underwriting profit of $207,804, invest- 
ment income of $173,178 and an in- 
crease in surplus of $375,028 in the | 
first nine months of 1960. Policyholder 
surplus now stands at $2,542,661. Pre- 
miums were $5,514,277, up 16.8% over ' 
1959. 





mail that this is not right. It definitely 
is not to his liking. He says that as an 
elected official he should either have ! 
more of a say or he should not be | 
out-voted so often. 





FIRE-CASUALTY EXECUTIVE V.P. 
$25,000 


The company: Nationally known Life 
company establishing Fire-Casualty 
affiliate. 


The Position: Vice-president in charge 
of all administrative functions for the 
new company. 


Specifications: Age to 50—Minimum 
10 years Multiple Line experience 
toward Underwriting 
than Production. Prefer experience ac- 
quired with Multiple Line Direct Writer. 


slanted more 





2 
LIFE HOME OFFICE LEGAL COUNSEL 
$22,000 


The company: established over 75 years 
ago—well over a billion in force. 

The position: Complete charge of all legal 
matters—licensing; working with Insur- 
ance Commissioners; Intricate claim settle- 
ments, etc. 

Specifications: Age to 45. Prime requisite: 
Minimum 12 years current Home Office 
experience acting in administrative ca- 
pacity. 


FERGASON 





330 S. Wells 


FOUR CURRENT OUTSTANDING EXECUTIVE OPPORTUNITIES | 
| 


3 
HOME OFFICE CASUALTY CLAIMS V.P. 
$20,000 


The company: Stock company operating in 
all states. Loss ratios of past years testify 
to their growth and high calibre manage- 
ment. 

The Position: Complete charge of nation- 
wide claims offices plus immediate officer- 
ship in the company. 

Specifications: Age to 50.—Minimum 12 
years Current Home Office experience with 
company operating in at least 35 states. 
Legal degree mandatory. 





For further information on these and other openings in Fire—Casualty—Life—A & H—all areas of 
the country write 


PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
HArrison 7-9040 


Chicago 6, Ill. 
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LIFE ADMINISTRATIVE V.P. 
$25,000 


The company: Well known stock car- |} 
rier; Assets in excess of $25,000,000. 
Very progressive management and A-1 
reputation. 


The position: Organize and direct Life 
Company running mate to Multiple 
Line Company. 


Specifications: Age to 45; Minimum 10 
years Current Home Office Life ad- 
ministrative experience. By reason of 
multiple line operations of the com- 
pany, preference for individual who 
has acquired life background with a 
leading multiple line direct writer. 
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HteNATIONAL UNDERWRITER 


Few Complaints Of Auto Cancellation 


(CONTINUED FROM PAGE 1) 
member companies of his association, 
he said, most were without substance. 
The association also investigated 212 
complaints against members that were 
made as a result of the Daily News 
asking its subscribers for complaints 
plus those filed by Sen. Speno. 


Reasons For Cancellation 


An impressive number of the com- 
plaints indicate that producer or in- 
sured instituted cancellation rather 
than the company, or insured failed to 
pay his premiums, or was found by 
underwriters to have been involved in 
accidents which indicated he was an 
unsafe driver. 

In view of these facts, Mr. Johnson 
said, the companies are convinced 
“that they have not arbitrarily or ca- 
priciously cancelled policies but in- 
stead have employed reasonable re- 
straint and consideration in their ef- 
forts to curtail their underwriting 
losses.” 

The alliance was furnished 50 com- 
plaints, Mr. McCullough said. Three 
were still under investigation. Of the 
remaining 47, there were seven on 
which neither the alliance staff nor 
the companies allegedly involved could 
find any record of a contract with 
complainants. Three others still are 
insured by the companies against 
which they complained of cancella- 
tion. Of the remaining 40, 13 had had 
repeated accidents or accidents involv- 
ing substantial fault; three had re- 
peated traffic violations, two had had 
their licenses revoked, five were as- 
signed risks, two hadn’t paid the 
premium; seven had been terminated 
by the producer, one had a mental 
illness, four were of advanced age 
with “additional factors’; one had 
been cancelled for advanced age alone; 
two had voluntarily terminated their 
own coverage. 


Many Other Reasons 


Also, one had exceeded the period of 
assignment, one had made a misstate- 
ment in his application, one was an 
inexperienced driver, one had vio- 
lated policy conditions, one reflected a 
moral hazard, two were youthful driv- 
ers plus “additional factors,” another 
involved mistaken identity, one oper- 
ated a sports car, and, in four cases, 


SINCE 189-1 | 


Coats « Burchard 


COMPANY 


Appraisers 


e Appraisals for correct 
insurance coverage and 
proof of loss 

e Depreciation studies 

e Property ledgers 


4413 RAVENSWOOD AVENUE » CHICAGO 40, ILLINOIS 
SERVICE —COAST TO COAST 





cancellation was due to traffic conges- 
tion in the area. 

Of the four cancellations for traffic 
congestion, one complaint was by a 
motorist who stated in his application 
that the car was garaged in a low- 
rated suburban area when it was ac- 
tually garaged in a metropolitan dis- 
trict. Also, he had had two traffic vio- 
lations, though he indicated on the 
application that he had had one. 

Mr. Leftwich reported that of 126 
complaints so far traced by NAII 
members, investigation showed that 
75 risks were cancelled because of 
severe circumstances or frequency of 
accidents, indicating that they were 
not entitled to rates accorded the 
normal, responsible driver; 21 were 
cancelled as persons of disreputable or 
questionable character—they were en- 
gaged in immoral or illegal activities, 
they had lied as to past convictions, 
and they had exaggerated claims for 
damages. 

Also, 22 cases turned out not to in- 
volve cancellations at all. In 12, in- 
sured dropped the insurance or didn’t 


pay the premium. In five, the compa- 
ny simply failed to renew—three were 
assigned risks and had been assigned 
for three years. Another was not a 
cancellation but a turn-down by the 
agent without issuing a binder. The 
other four are still insured by the 
company concerned. 

Two cancellations were for drinking, 
three because of driving inexperience, 
two because the use of the vehicle 
changed materially, and one because 
the vehicle was junked. 

Mr. Leftwich then submitted two 
examples of “clean” assigned risk ex- 
perience. One was that of a driver 18 
who was found to have become a 
drinking driver. He was cancelled. 
Two months later he fell asleep while 
driving at 3:30 a.m., ran into a ditch 
and seriously injured a companion. 
They had been driving along back 
roads and stopping at taverns to drink 
beer. 

A male driver, 26, was cancelled be- 
cause of indications of reckless driv- 
ing. A few weeks later he skidded into 
another car. Not long afterward his 
car struck another car in the rear. In 


1] 


Robert Grohe Retires 
As President Of 
Protection Mutual 


Robert F. Grohe has retired as pres- 
ident of Protection Mutual and Paul 
E. Ray has been named his successor. 
Mr. Grohe joined the company in 1927. 

Mr. Ray joined Protection Mutual 
in 1947, became vice-president in 1950 
and executive vice-president in 1959. 

The change in presidents is coin- 
cident with the company’s moving into 
its new home office in Park Ridge, II. 


Form Omaha CPCU Chapter 


Omaha Chapter of Society of CPCU 
has been organized, and Russell Bowie 
has been elected president. Other of- 
icers are Frank Gleeson, Hawkeye- 
Security, vice-president, and Thomas 
Blinn, secretary-treasurer. 





child. In all, he was responsible for 
seven accidents, three of which in- 
volved BI. In all seven, he was negli- 
gent. Under compulsory, he is still 


his third accident he knocked down adriving and still insured. 





build 
more 

business 

insurance 
sales 


... with this helpful booklet! 


Prudential’s wonderfully simple booklet—“Your Partner 
Can Be Your Downfall”—is a proven success in 

helping brokers sell more business insurance and increase 
their profits. By helping you to explain partnership 
insurance more effectively, it will help you to sell more, too. 

It explains simply, point by point, just what partnership 
insurance is and why your client needs it. Its 18 illustrated 
pages are easy to read, easy to understand. Increase 

your profits; use this free Prudential sales aid to sell more 
big-case partnership insurance. Just send in the coupon today! 


You’ll enjoy “THE TWENTIETH CENTURY,” Sundays, CBS-TV 











TO: BROKERAGE SERVICE 
THE PRUDENTIAL, NEWARK I, N. J. 


[] Please send me a copy of “Your 
Partner Can Be Your Downfall.” 
-] 1 would like to know more about 
Prudential’s Brokerage Services 
and how they can make Life 


Insurance sales easier for me. 
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FeNATIONAL UNDERWRITER 


Evans Urges Summit Meeting Of Insurer 
Leaders To Work Out Regulatory Program 


The insurance industry is “about the 
most regulated business in America,” 
Harold G. Evans, president of American 
Casualty, said at the annual conferment 
luncheon of Philadelphia chapter of 
CPCU. Prior to the SEUA decision, the 
fire and casualty business was rela- 
tively free of rating laws, and it pros- 
pered under the competitive enterprise 
system. Today insurance activities ap- 








pear to be the constant target of legis- 
lative investigating committees. 
Though rating laws are required to 
be adequate, reasonable, and not un- 
fairly discriminatory, he declared, in 
10 years since most rating laws were 
enacted, automobile BI rates have not 
been adequate in any single year. If 
rates do not meet the test of adequacy, 
then everything else in the rating law 














Complete multiple-line facilities | 


becomes irrelevant, Mr. Evans said. 

Departments have been quick to ap- 
prove rate decreases. But many depart- 
ments have been hesitant or refused 
to approve badly needed rate increases 
which would permit the companies to 
earn the modest underwriting profit 
provided for in the rating formula. 
The history of rate increases under the 
all-industry laws has been “too little 
and too long delayed.” 

The all-industry laws and their ad- 
ministration have served the public 
well, he said. But they have not 
served the interests of the fire and 








With the addition of Life and Accident and Health to our 


long established and growing capacities in strategic per- 


sonal and commercial lines, we offer independent agents 


and brokers a uniquely coordinated traditional service. 





FEDERAL INSURANCE COMPANY «+ VIGILANT INSURANCE COMPANY + THE MARINE INSURAD 
LONDON ASSURANCE (MARINE DEPT.) + ALLIANCE ASSUR: 
Life Insurance, Accident & Health, Group Insurance 


THE COLONIAL LIFE INSURANCE COMPANY OF 
Affiliate of FEDERAL INSURANCE COMPANY 


Aviation Insurance through Associated Aviation 
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casualty companies, their stockholders, 
or independent agents and brokers. 

The O’Mahoney report could mean 
the end of an era and the beginning of 
a new period with rate regulation be- 
ing more slanted toward anti-trust 
standards, Mr. Evans believes. The 
supervision of the business will un- 
doubtedly continue at the state level, 
although threat of more federal regu- 
lation will increase. The principal de- 
ficiencies referred to in the O’Mahoney 
report seem to arise more from admin- 
istration of the laws than from any ma- 
jor defects in the statutes themselves. 
Mr. Evans said that the present explor- 
ation of possible regulatory change 
represented in the proposed District of 
Columbia bill and the Gerber commit- 
tee study by the commissioners might 
represent one of the last opportunities 
to create a proper atmosphere within 
which to operate. 


Should Rise To Challenge 


The industry should rise to the chal- 
lenge, he declared. He suggested a sum- 
mit meeting of the top officers of seven 
or eight representative board, inde- 
pendent and mutual companies with 
the executive directors of their re- 
spective boards, bureaus or associa- 


will best serve the public and not spe- 
cial interests. What is needed is a pro- 
gram that will create an atmosphere 
in which all segments of the business 
can live and one that will foster rea- 
sonable and not ruinous competition. A 
united front in this common effort is 
absolutely essential. 

There must be a proper balance be- 
tween unremitting competition and 
strict regulation, he said. This is im- 
portant in the interest of maintaining 
unquestionable solvency and affording 
the broadest market at reasonable and 
competitive rates. 

Mr. Evans observed that automobile 

(CONTINUED ON PAGE 22) 


Rocky Mountain Auto AR 





erning committees of the automobile 
assigned risk plan in Colorado, Wyo- 
ming and New Mexico, all managed 
by R. G. Shurtleff, were elected at the 
annual meetings last month in Denver. 

Oscar Swanson, Liberty Mutual, is 





, Nove 


tions. They could adopt a program that 


Plans Hold Annual Elections | 
Newly elected members of the gov- 


chairman of each of the governing | 


committees, representing Mutual In- 
surance Rating Bureau. Other mem- 


bers are Douglas Drayton, Fidelity & | 


Casualty (National Bureau); W. E. 
Searle, State Farm Mutual Auto (Na- 
tional Assn. of Independent Insurers); | 
Scott Dickson, Travelers Indemnity 
(other stock insurers), and Thomas 
Gibb, Manufacturers & Wholesalers | 
Indemnity Exchange (other non-stock } 
insurers). 


Increase Over Last Year 


For Colorado, Mr. Shurtleff reported | 
that for the period July 1, 1959-June 
30, 1960, there were 19,209 new and re- 
newal assignments handled, a consid- 
erable increase over the previous year. 
The total cost per application was 79 
cents, which he said is a iin 
figure. 

In New Mexico, for the 12 —s 
ending June 30, there were 4,720 new 
and renewal assignments, also a con- 
siderable increase, with applications 
amounting to $1.12 each. The cost 
would have been less, Mr. Shurtleff ex- 
plained, but for travel expense to meet- 
ings with the New Mexico department} 
to discuss changes in the AR plan. | 

The Wyoming figures for the last 
year show 3,138 new and renewal as-'! 
signments at a cost of $1 each. 


' 
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re-li-a-ble (r{li“abal), adj. that may be relied on; 
es of information. —re.-li/a- 
—re-li/a-bly, adv. 

QLE, INFALLIBLE, TRUST- 
which can be de- 
who or that which 
ch a one, Satis- 
complete con- 
onesty): a re- 
FALLIBLE 1a 
















fallible test. One whr 
worthy of being trustet 
steadiness and honest 
Ant. undependable, q 
re-li-ance (r{fli/ons), n 
pendence. 2. confidenc 
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istful de- 
on. 






r reliance. 
e-li-ant (rflifant), adj.) [thing 
. confident; trustful. of its age 









hi of historic 
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“ic (rél/Yk) . n. Jparts or frag- 
2. an object ha} ce, 6. Becles 
e & 24 ts 
. ssociation Ww 4 cok princes Sage 
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(rél/{kt), 7"T- Ecol. a plant or animal species 
in an environment which has changed from that 
is typical for it. 2. Archaic or Rare. a widow. 















1. confident or trustful 
dependence. 2. confidence. 


3. something relied on.* 


*The American College Dictionary, 1955, Random House, Inc. 


What’s in a name? A great deal, we feel. That’s 
why we selected the name “Reliance” for our 
company. It’s a name which tells people the 
kind of company we are. Our constant goal is to 
serve people better by being a company in which 
they can believe and trust . . . one in which they 
can place complete reliance. 

In all phases of fire, marine, casualty, fidelity 
and surety underwriting, we invite you to dis- 
cover that Reliance means what the dictionary 
says it means. 

You can rely on Reliance. 


y RELIANCE INSURANCE COMPANY 


401 Walnut Street ¢ Philadelphia 6, Pa. 
Symbol of American insurance integrity since 1817 
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Conventions ST[E/\D[EA\ST 


Nov. 13-15, Kentucky agents, annual, Kentucky 


Hotel, Louisville. 


Nov. 14-16, Indiana agents, annual, Claypool 
Hotel, Indianapolis 
Nov. 16-18. Casualty Actuarial Society, annual, 


Statler Hotel, Washington, D.C. 

Nov. 21-22, Illinois mutual agents, annual, Pere 
Marquette Hotel, Peoria. 

Nov. 28-Dec. 2, National Assn. of Insurance 
Commissioners. regular meeting, Commodore 
Hotel, New York. 

Nov. 30, lnsurance Federation of New York, 
annual luncheon, Waldorf-Astoria, New York 
City. 

Dec. 1-2, Conference of Mutual Casualty Com- 
panies, accounting & statistical, office meth- 
ods & personnel meetings, Conrad Hilton 
Hotel, Chicago. 

Dec. 1-2, Insurance Advertising Conference, 
midyear, Statler-Hilton Hotel, Washington, 
DB. Cc. 


Dec. 28-30, American Assn. of University 
Teachers of Insurance, annual, St. Louis. 


1961 


Feb. 9-10, Conference of Mutual Casualty Com- 
panies, fire conference, Conrad Hilton Hotel 
Chicago. 

Feb. 13-15, Health Insurance Assn., group in- 
surance forum, Biltmore Hotel, New York 
City. 

Feb. 22-24, Michigan agents, midyear, Statler- 
Hilton Hotel, Detroit. 

March 9-11. Tri-State mutual agents of Penn- 
sylvania, Maryland & Delaware, annual, 
Penn Harris Hotel, Harrisburg. 


March 12-15. National Assn. of Mutual Insure | 


ance Agents & Texas mutual agents, com- 
bined midyear, Shamrock-Hilton Hotel, 
Houston. 

March 13, Rhode Island agents, midyear, Sher- 
aton-Biltmore Hotel, Providence. 





March 14, New Jersey agents, midyear, Cherry | 


Hill Inn, Haddonfield. 

March 17-18, Mississippi mutual agents, annual, 
Edgewater Gulf Hotel, Edgewater Park. 

March 23-24, Conference of Mutual Casualty 
Companies, underwriting conference, Conrad 
Hilton Hotel, Chicago. 

April 17-18, Ohio mutual agents, annual, Neil 
House Hotel, Columbus. 

April 17-19, National Assn. 
Agents, midyear, Philadelphia. 


of Insurance 


| April 29-21, Southern Claims Conference, an- 


nual, Dinkler-Plaza Hotel, Atlanta, Ga. 


April 23-27, American Assn. of Managing Gen- 
eral agents, annual, Camelback Inn, Phoenix. 


May 3-5, Casualty Actuarial Society, midyear, 
Concord Hotel, Kiamesha Lake, N. Y. 


May 4-5, Conference of Mutual Casualty Com- 


panies, claim conference, Conrad Hilton 
Hotel, Chicago. 

May 7-9, Alabama agents, annual, Russell- 
Erskine Hotel, Huntsville. 


May 7-9, Virginia & D. C. mutual agents, an- 
nual, Williamsburg Inn, Williamsburg. 

May 7-10, New York State agents, annual, 
Syracuse Hotel, Syracuse. 

May 8-10, Health Insurance Assn., 
Biltmore Hotel, New York City. 

May 9, Assn. of Casualty & Surety Companies, 
annual, Waldorf-Astoria, New York City. 

May 12-13, Mountain States mutual agents, an- 
nual, Harvest House, Boulder, Colo. 

May 14-16, Iowa agents, annual, Savery Hotel, 
Des Moines. 

May 14-17, Insurance Accounting & Statistical 
Assn., annual, Biltmore Hotel, Los Angeles. 

May 17, National Assn. of Independent Ad- 
justers, Sheraton Towers Hotel, Chicago. 

May 18-19, Arkansas Agents, annual, Arlington 
Hotel, Hot Springs. 

May 18-20, Texas agents, annual, Galveston. 

May 22, National Assn. of Mutual Casualty 
Companies, annual, Edgewater Beach Hotel, 
Chicago. 

May 22-24, American Mutual Insurance Alli- 
ance, Edgewater Beach Hotel, Chicago. 

May 25, National Board of Fire Underwriters, 
annual, Commodore Hotel, New York City. 

June 4-9, National Assn. of Insurance Com- 
missioners, annual, Bellevue Stratford Hotel, 
Philadelphia. 

June 12-14, International Assn. of A. & H. Un- 
derwriters, annual, Waldorf Astoria Hotel, 
New York City. 

June 15-16, Wisconsin mutual agents, annual, 
Schwartz Hotel, Elkhart Lake. 

June 15-17, Georgia agents, annual, 
Oglethorpe Hotel, Savannah. 

June 18-21, Conference of Mutual Casualty 
Companies, management conference, Hershey 
Hotel, Hershey, Pa. 

June 26-28, Virginia agents, annual, The Home- 
stead, Hot Springs. 

June 29-July 1, Florida agents, annual, Fon- 
tainebleau Hotel, Miami Beach. 

July 4-6, International Assn. of Insurance 
Counsel, annual, Queen Elizabeth Hotel, 
Montreal, Canada, 

August 6-10, Honorable Order of the Blue 
Goose, annual, Statler Hotel, New York City. 

August 17-19, Texas mutual agents, annual, 
Texas Hotel, Ft. Worth. 

Sept. 7-9, New Jersey agents, annual, Traymore 
Hotel, Atlantic City. 


annual, 


General 





Stuart’s portrait of our first 
president so well brings out 
Washington’s steadfast charac- 
ter. For 161 years the Provi- 
dence Washington has been 
steadfast in its loyalty to its 
agents and in its belief in the 
agency system. 


You do well 
when you sell 
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7 Another 
distinguished 
client for B& 
Nationwide ga 
Group . 


Insurance 
sats 


MEET MR. ALBERT PICK, JR., distinguished new client of Nationwide Group Insurance. As president of the Pick 
Hotels Corporation, Mr. Pick directs the complex affairs of one of America’s best-managed chains, consisting of 
33 hotels and motels in 30 cities. A progressive-minded company, Pick Hotels choose America’s most progres- 
sive insurance organization—Nationwide—for their group coverage. A Nationwide group health and welfare pro- 
gram now covers executives and employees of the growing Pick chain. Join the distinguished company of business 
leaders like Albert Pick, Jr. Why not check Nationwide for 


your client’s group needs. Your local Nationwide group man 


has a variety of plans—including regular group, creditor’s, asso- ATIONWIDE 


America's most progressive insurance organization 


ciation, blanket, pension and profit sharing. For full details on Shu peo 


the best plans for your client, write: SALES DEPT., NATIONWIDE 


Nationwide Life Insurance Company - Nationwide Mutual Insurance 
GROUP OPERATIONS, 246 NORTH HIGH ST., COLUMBUS 16, OHIO. Company + home office: Columbus, Ohio 
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Illinois Agents Meet At Peoria 








Frank R. Miley, Chicago, retiring chairman; J. Oliver Orr, Springfield, 
treasurer; Benjamin A. Jones, Decatur, vice-president farm affairs, and James 
S. Woodworth Jr., Robinson, executive vice-president. 





| Active participation on a state and 
, national level as state national direc- 
| tor of Illinois Assn. of Insurance agents 
‘ has convinced H. W. Mullins of Rock- 
ford of the “great good we can do this 
business of insurance,” he told the Ill- 
inois agents at the annual meeting. 
The same success at a local board level 
may be achieved through active par- 
ticipation by every member, he said. 

“As our state and national associa- 
tion continues to grow in numbers, our 
influence and prestige also grow. This, 
in turn, places a greater responsibility 
on us to use that influence and pres- 
tige wisely. We must always be care- 
ful not to overemphasize our respon- 
| sibilities to ourselves and always be 

mindful of our duties to the insurance 
| business as a whole and more partic- 
ularly to the insurance buying public. 
Adherence to the code of ethics of the 
national association will insure our not 
going astray in this respect,” he said. 
“Only as our business prospers and as 
our policyholders accept us, can we 
hope to prosper as individual agents.” 


, Warns Against Self-Interest 


{ Mr. Mullins warned against the 
temptation to use the influence of the 
association primarily to further and 
protect self-interest as agents. “If we 
do this—if we lose sight of our obli- 
gations to other segments of our bus- 
iness, then we approach the area of a 
labor union operation rather than an 
association of professional business 
men.” He said agents frequently lay 
great stress on their professional sta- 
tus, “but if we wish to be recognized 
as such, then we must accept the re- 
sponsibilities that go with such recog- 
nition. 

“This does not mean, however, that 
we must accept—on a blanket basis 
—every proposed change made by 
others which may damage us or im- 
pair our rights. We must, however, be 
' always alert not to be overly in- 
fluenced by those holding misguided 
or narrow objectives toward further- 
ing our own selfish interests without 
regard to others who, in their zeal 
he achieve these objectives, miscon- 


ae a 
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Lack Of Company-Agency Rapport Decried 
By Mullins At Illinois Agents’ Rally 


strue or distort facts, figures and state- 
ments of others. I, for one, want no 
part of any organization which in any 
manner conducts itself as a union, and 
I am sure you share this conviction 
with me.” 

Mr. Mullins listed as some of the 
accomplishments of the national as- 

‘CONTINUED ON PAGE 82) 


Illinois Assn. Holds 
Own In Ofticer List 


In addition to the officers mentioned 
elsewhere in this issue, Illinois Assn. 
of Insurance Agents named the follow- 
ing imposing list of officials and prob- 
ably retains its status as the associa- 
tion having more “chiefs among the 
Indians” than any other group of its 
kind: 

Regional vice-presidents—Sanford 
H. Lederer, Chicago, region 1; Robert 
W. Sundlof, Aurora, 2; Robert W. 
Flock, Sterling, 3; Robert Shade, De- 
catur, 4; Jack Gift, Peoria, 5; James 
C. Humphrey, Taylorville, 6; Leland R. 
Crank, East St. Louis, 7; E. M. Rol- 
wing, Cairo, 8; William Pulliam, New- 
ton, 9; Dee L. Rodd, Marion, 10; Al- 
bert A. Greene, Danville, 11; Richard 
M. Winters, Quincy, 12; William R. 
Lyon, Moline, 13, and Thomas K. Spra- 
gue Jr., Joliet, 14, 





Chairmen Standing Committees 

Chairmen standing committees—Ad- 
visory, Frank R. Miley, Chicago; ac- 
cident and fire prevention, Robert L. 
Newell, Ashland; automobile, Donald 
W. Perin, Chicago; budget and finance, 
Andrew Horn, Galesburg; casualty, 
surety and fidelity, James H. Rupp Jr., 
Decatur. 

Also, conference, E. J. Clements, Chi- 
cago; education and agency manage- 
ment, Wendell G. Cleaver, Peoria; 
farm insurance, Benjamin A. Jones, 
Decatur; grievance, Arthur Smith, Jo- 
liet; legislative, Joseph fF. Prola, 
Springfield; local boards and member- 
ship, James S. Woodworth Jr., Robin- 
son; property insurance, William T. 
McElveen, Chicago, and public rela- 
tions, Dudley F. Giberson, Alton. 


Farm Agents Hold 
Breakfast Session 


The farm agents’ breakfast program 
at the annual meeting drew a surpris- 
ingly large “house.” Also, a goodly 
number of company men attended the 
session. Possibly this was due to the 
fact that there was a detailed com- 
parison made between the bureau’s 
blanket farm personal property form 
and that of Country Mutual. The com- 
paring was done by Howard Jones, 
Mendota, and Robert Newell, Ashland. 
Benjamin A. Jones, Decatur, vice- 
president farm affairs, was moderator. 

It was pointed out that there is a 
small advantage rate-wise in the bu- 
reau form, which apparently is a rar- 
ity. Also, the form can be written on 
a five-year basis, payable annually. 

On the other hand the Country Mu- 
tual form names more perils, such as 
vandalism, accidental shooting, drown- 
ing, electrocution or death by dogs of 
livestock. Also, there is provision for 
flood and collision in the case of some 
heavy machinery. 

The consensus was that while the 
bureau form is a good one, the only 
way to beat the competition is for the 
bureau companies to provide a blanket 
policy with as broad or broader fea- 
tures than Country Mutual’s. Unoffi- 
cial talk was that there is such a policy 
in the works. 


Local Boerds Win 
Honors For Efforts 


At the annual meeting of Illinois 
Assn. of Insurance Agents, Centralia 
won the Maryland Casualty award for 
the local board deemed to have achie- 
ved the most in the past year. John P. 
Keevers, regional vice-president of 
the company, Chicago, made the pres- 
entation. 

The William H. Jennings Jr. me- 
morial cup for the regional vice-presi- 
dent who showed the greatest increase 
in membership went for the second year 
to Dee L. Rodd of Marion, region 10. 

Also, in the award department this 
year, there was an innovation. Small 
wooden plaques featuring a gavel and 
the association seal were presented to 
17 past presidents. In terms of agency 
perpetuation, the presentation was of 
considerable significance, since in a 
large number of cases when the father 
was not present to accept his award, 
a son stood up in his place. 

The C. M. Cartwright merit award 
was not made this year, since appar- 
ently no one was deemed to have met 
the stringent specifications for its pre- 
sentation. 


Illinois Jean. Té Meet 
At St. Louis In 1961 


St. Louis will be the scene of the 
1961 meeting of Illinois Assn. of In- 
surance Agents, George J. Nicoud, ex- 
ecutive manager and secretary of the 
association, told the agents at the 
conclusion of the annual meeting in 
Peoria. The reason for this unusual 
departure is to provide the agents in 
the southern part of Illinois with a 
little “break” travel-wise, and St. 
Louis seems to be the most logical 
choice as to accommodation for a meet- 
ing which every year grows larger. 


Illinois Agents Are 
Not Being Swayed 
By Current Events 


Annual Rally At Peoria 
Leaves No Room For Doubt 
That They Are Prepared 


By WILLIAM H. FALTYSEK 


Just like in Hollywood, where every 
picture is super-colossal and better 
than anything ever before produced, 
in the realm of the annual meetings of 
almost any association, each year’s 
gathering is an epic epic. A bubbling, 
enthusiastic, record attendance, well 
filled meeting rooms, real progress 
made, etc., etc. Once in awhile, how- 
ever, one of these meetings actually 
comes off in just that way, and in this 
case it was the annual rally of Illinois 
Assn. of Insurance Agents in Peoria 
last week. 


Pre-Registration A Record 


While no one was trampled to death 
in the rush, pre-registration was sig- 
nificantly over any previous record in 
the 61-year history of the association. 
And the final physical count of more 
than 800 belied any thought of “paper 
profits,’ which a large advance regis- 
tration often turns out to be. More than 
that, according to the association staff, 
all registrations were made with a 
certain sense of what might be termed 
urgency to be assured of accommoda- 
tions. 

In previous years, as with so many 
associations, attendance was satisfac- 
tory but gained only through blood- 
and-tears exhortation by the associa- 
tion wheelhorses to “support the par- 
ty.”” Not so this year. 

Why this feeling and turnout? The 
obvious speculation would seem to be 
twofold—bunching together for pro- 
tection against the “storm,” and a de- 
termination that things have gone far 
enough; the agency system must sur- 
vive, and it is time for the agents to 

(CONTINUED ON PAGE 52) 





‘Chicago Situation’ 
Has Been Resolved; 
See Membership Growth 


During his presidential report, Fred 
O. Waller of Galva commented on the 
satisfactory solution of what was for- 
merly termed “the Chicago situation.” 
Sanford H. Lederer, Stewart, Keator, 
Kessberger & Lederer, of that city, 
vice-president region 1, summed up re- 
cent reforms which took place in the 
charter setup of Chicago Board of Un- 
derwriters that will bring in more 
members to the Illinois association. 

Mr. Lederer was chairman of the 
board’s subcommittee which evolved a 
workable solution to a hitherto “im- 
possible problem.” This was reported 
last summer in THE NATIONAL UNDER- 
WRITER about the same time that Eu- 
gene Gallagher was named manager 
of the board. Mr. Gallagher was pres- 
ent at the Peoria convention, and the 
Chicago Board maintained a hospital- 
ity suite—something that has not been 
seen for many years at the annual 
agents’ meeting. 
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Illinois School Safety 
Program Is Discussed 
At Ill. Agents’ Rally 


Following a pattern established some 
years ago, Illinois Assn. of Insurance 
Agents called its annual convention to 
order Sunday afternoon with a local 
board workshop. The topic was the new 
school fire safety code of Illinois. This 
was handled by a panel consisting of 
Scott S. Funkhouser, building consult- 
ant, office superintendent public in- 
struction; Robert M. Cole, executive 
director Illinois Assn. of School Boards; 
Harry T. Helton, Chicago manager 
American Surety, and Jack Gift, Pe- 
oria, moderator. 

Mr. Gift pointed out the increased 
kinship between insurance men and 
school boards since the Kaneland (IIl.) 
County case, which upset the doctrine 
of sovereign immunity in the state, and 
the Our Lady of the Angels fire in 
Chicago. Even before these two tragic 
events, however, the superintendent 
of public instruction of Illinois had 
been working on a complete set of 
safety requirements in the schools, he 
said. The new proposed code is in the 
mill at the present time. 

Mr. Funkhouser in discussing the 
code, brought out as a sidelight the 
main point which is giving concern to 
insurers—that the code regards life 
safety as its primary concern and the 
property and liability angle is more or 
less a “by-product.” He also noted that 
the new code does not apply to Chi- 
cago, since it has its own charter, 
drawn up differently from the rest of 
the state. 


No Money For Project 


The new code will demand inspec- 
tion of every school building in the 
state, Mr. Funkhouser pointed out, but 
it just so happens there is no money 
alloted to this project. The hope is that 
each school board will make the initial 
inspection “with capable assistance” 
(presumably the fire marshal and oth- 
ers) and decide how to go about meet- 
ing the requirements of the code. (Mr. 
Funkhouser did not mention the serv- 
ice concept of insurance men at this 
point, but there is a thought there.) 

Mr. Cole told the agents that the 
Illinois school board is about to revise 
its printed materials relative to insur- 
ance. He noted the aid furnished for 
the original material by insurance 
agents and made a plea to the asso- 
ciation for continued assistance in the 
new publications. He also brought out 
a point that with the tremendous 
growth in population, school needs call 
for expansion which, in the case of 
some of the older buildings, will not 
meet requirements of the code. As to 
the problem of no funds available to 
remedy this situation, legislation may 
be necessary, such as a one-shot levy 
for this purpose, he stated. 

On working together with insurance 
agents, he said that time and time 
again supervisory personnel of the 
schools needs advice, and increasingly 
so with insurance problems, and does 
not know where to turn. In his own 
bailiwick, he refers questions to the 
Illinois association and has always re- 
ceived the information required—ei- 
ther from the association itself or who 
to contact from the particular city or 
town in question. 

Mr. Helton gave due credit to the 
intent of the new code and said the 
insurance industry can find no fault 
with the way it is worded, but how it 
will turn out (as is often the case with 
good intentions) will be a matter of 
time. Companies and agents must do 
all that is within their power to see 
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Illinois Assn. Voices Saf 
Objection To Credit 


Card Insurance Cover Gel 
The resolutions committee of the IIl- | 
inois association praised James H. | At 


Hawk, Peoria, general chairman, and | a 
his wife, who was in charge of an ex- | Tently 
cellent program for the ladies attend- } im Hli 
ing the annual meeting; commended | Nation 
Director Joseph S. Gerber and _ his | writer: 
staff, and took a stand on Standard | TeaU ¢ 
Oil’s credit card travel accident in- | 2 Val 
surance. , classifi 

The resolution on the latter stated: ; Co™™ 


Whereas the attention of Illinois ) their a 
Assn. of Insurance Agents has been | It = 
brought to the action of Standard Oil { 4iver 
Company of Indiana in soliciting acci- | WorK@ 
dent insurance from its credit card | fundan 
holders; and the la 

Whereas other organizations have | ting 
similarly offered to their credit cus- | driver 
tomers the availability of accident in- | 18 stat 
surance; and \ policy 


Whereas Illinois Assn. of Insurance | tion w 
Agents believes that insurance policies | a 
can best be sold and serviced by local : 


independent insurance agents; , the m 
Now therefore be it resolved that Laggien 
Illinois Assn. of Insurance Agents in a “7 
convention assembled, Nov. 1, 1960, } neve 
Peoria, Ill., expresses objections to the | res igo 
program of Standard Oil Company of = a 
Indiana and other credit organizations ( yo ao 
offering similar insurance services; and { Pv 
Be it further resolved that Illinois | 
Assn. of Insurance Agents requests | Accele 
Standard Oil Company of Indiana and\ “Aft 


other credit organizations extending | ings, o 
insurance services to discontinue the ) visory 
practice in the state of Illinois. ing pt 
Before the resolution was formal- ; concep 
ized, Sanford H. Lederer of Chicago | that th 
pointed out that Standard Oil seems to; and bs 
put little stock in agents’ letters of ‘ in a la 
protest or returning their credit cards. | had or 
He suggested that perhaps some of the ; sition 
insurance companies who are large} plan i 
stockholders of the oil company could ' states | 
voice a_ protest. Coming from. the| results 
“owners” of Standard Oil, this action | states.’ 
would possibly bear a little more | The 





weight, he said. { driving 
; the pr 
that these good intentions come to) jin an 


fruition, he said. \ tablish: 

One of the chief concerns of the in- ' sample 
surance business is, however, the time | ducted 
element in the new school code. If it; of mo 
became effective tomorrow, for in- ‘ period, 
stance, a lot of complications would  definit 
arise. One of these would be the; the nu 
“grandfather clause,” he said, on old‘ convict 
school buildings. Since there would be | the nu 
no money to make the required chang-, to have 
es, the only solution would be to close | 
the building or operate in violation of ' 
the code. } 


Main Intent Told 


Also, since the main intent of the 
code is the safety of lives, with no 
specific stipulations concerning prop- 
erty insurance in case of catastrophe, 
this is no great come-on for the prop- 
erty insurance people, he said. He} 
brought up the question of liability and 
queried as to how this would be han- 
dled, since the school boards are not 
definite in what they want on limits. 

Another problem for the companies 
is how they should act in case of lack 
of compliance with the new code. This 
would have to be considered as a sub-| victi 
stantial contributing factor to a loss the “a 
before any claim could be paid, he eee | 
said. There is also the thought that, group 
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quite feasibly, schools could be liable} had 55 
for injuries to firemen, since a deci- ane 


sion in favor of firemen injured while) 
performing their job was handed down| group, 
this year in case involving a hotel fire ed 
in Chicago. uring 
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Gets Looking Into By Illinois Agents 


At the panel session on the safe 
driver insurance plan, which is cur- 
rently under considerable discussion 
in Illinois, Thomas E. Murrin, actuary 
National Bureau of Casualty Under- 
writers, told the agents that the bu- 
reau companies firmly believe this is 
[a valid refinement of the existing 

classification plan to which they are 
committed for the ultimate benefit of 
\ their agents and themselves. 

It is believed, he said, that the safe 
‘driver plan is sound in theory and 
| workable in practice and avoids the 
baggy weaknesses that caused 
| 
\ 
{ 


— ee oS. 


the lack of success in previous merit 
rating plans. As of Nov. 1, the safe 
driver plan had been introduced in 
18 states for application to family auto 
\ policy business, as well as in conjunc- 
| tion with the new special automobile 
| policy, except in California. 
| “The real test, obviously, will be in 
| the market place and in the under- 
) writing profits or losses that remit,” 
he said. “These new rating programs 
have been received with enthusiastic 
response on the part of our producers 
‘ and customers.” This was true to such 
| an extent, he noted, that a grass roots 
\ demand for it arose in many parts of 
| the country. 


| Accelerated Time Tables 


\ “After the initial experimental fil- 
| ings, our companies found that super- 
) visory officials, agents and the insur- 
ing public so keenly supported this 
concept of classification refinement 
| that they accelerated their time tables 
and boldly introduced the new plan 
in a larger number of states than they 
had originally anticipated. . . Our po- 
sition originally was to introduce the 
plan in a very limited number of 
states and await the actual experience 
results before proceeding in any other 
states.” 
The direct relationship between the 
driving record of an individual and 
} the probability of his being involved 
in an accident was conclusively es- 
\ tablished by an exhaustive study of a 
‘sample of almost 100,000 drivers con- 
| ducted by the California department 
of motor vehicles over a three-year 
‘ period, he said. The report states, “A 
_ definite relationship exists between 
the number of abstracts (records of 
‘ convictions) in the driver’s record and 
the number of accidents he is likely 
to have.” 


| Compare Records 

{| In the section of the study dealing 
with this relationship, the accident 
} records of drivers who had no con- 
victions during the three-year period 
were compared with those who had 
one conviction, two convictions, three 
convictions, etc., during the period. 
| oe the group with no convictions, 
| there were nine accidents per 100 
drivers. For the group with one con- 
viction, there were 19 accidents per 
100 drivers, or more than twice as 
} many. 

' For those with two convictions, there 
poem 27 accidents per 100 drivers, or 
three times as many as for those free 
of convictions. Those with three con- 
| victions had an accident rate of 35; 
those with four a rate of 43, and the 
group with five or more convictions 





5 





el had 55 accidents per 100 drivers. These 


| tates are about four, five and six 
) times the rate for the conviction-free 
| Sroup, Mr. Murrin pointed out. The 

group with nine or more convictions 
| during the three-year period had an 
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accident rate of 66 per 100, or nearly 
7% times that of those who faithfully 
observed the motor vehicle laws. 

The plan being currently filed in 
various states by National Bureau dif- 
fers from the California plan in that 
the latter is based upon accidents and 
convictions for virtually all moving 


plan is based on accidents and major 
traffic infractions that require filing 
of proof of financial responsibility. 

Mr. Murrin said that since most 
states do not presently have the com- 
plete records of all drivers readily 
available at nominal cost, as does Cal- 
ifornia, “our companies believe that 
the plan best suited for current in- 
troduction throughout the country 
should be one that does not make 
motor vehicle records of the state a 
specific and integral part of the plan.” 
The plan being filed is essentially the 
same as the one that became effective 
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in Connecticut last March. He gave a 
number of details of the Connecticut 
plan and also discussed the bureau’s 
special automobile policy, which has 
been filed and approved in 17 states. 

The mere introduction of new rating 
programs by the bureau companies 
will not automatically solve “all of 
our problems in this intensely com- 
petitive field,” he declared. They offer 
a better policy form and will achieve 
more equitable rating treatment and 
better classification through signed ap- 
plications. An all-out merchandising 

(CONTINUED ON PAGE 45) 
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You can make extra money on auto insurance if you 
operate under the contingency contract that Motor 
Vehicle Casualty Company offers to selected agents. 


R. J. Zeiler & Sons do it year in and year out. 
Here is a photo taken in the Zeiler offices at 3660 
East 106th Street, Chicago. The two Zeiler brothers 
are accepting a check for $3,700.00... their extra 
earnings made last year from their Motor Vehicle 
Casualty Company contingent contract. 


Motor Vehicle has been in business since 1914... 
forty-six years (including 16 years under name of 
Motor Vehicle Underwriters). It is a stock company 
operating under the recognized and approved inde- 
pendent agency system. Its assets exceed eight 
million dollars. It has a proud reputation for prompt 
and ethical claim service. 

To reliable agents we are prepared to offer inter- 
esting contracts on all forms of auto insurance... 
profit-sharing contracts which afford competent 


Motor Vehicle Casualty Company 
209 N. York, Elmhurst, Ill. 


Please give me complete information on your 
Auto Insurance Contingent Contract. 


Name_ _ 


Street Address. ee 


Town Zone State 








Here’s the busy office of R. J. Zeiler & Sons, 3660 East 106th St., Chicago. 
The Zeilers, father and sons, have been representing Motor Vehicle 
Casualty Company for over thirty-five years. 


agents opportunity to make not only full commis- 
sions but extra profits. 


Contingency contracts are available in Illinois, 
Indiana and Iowa. If you are interested, fill in and 
mail the attached coupon. Do it today. We shall be 
prompt in giving you full information. 


Fill out this coupon. 
Mail it today. You incur 
no obligation. 





MOTOR VEHICLE CASUALTY CO. 


209 North York Street 
ELMHURST, ILLINOIS 
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Direct Billina, Continuous Forms Discusse 


FieNATIONAL UNDERWRITER 


With Some Vieer At lil. Agents’ Rally 


The session on direct billing and 
continuous forms at the Illinois agents 
Peoria rally was reminiscent of a pol- 
itical debate, as H. W. Mullins of 
Rockford and Warren Ovenberg of De- 
Kalb argued for and against, resne7- 
tively. Mr. Mullins is state national 
director of the association, end Mr. 
Osenberg is president of DeKalb Coun- 
ty Assn. of Insurance Agerts. Harvry 
C. Parrish of Paris, incoming president 
of the Illinois association, was modera- 
tor. 

Mr. Mullins, while acknowledging 
the strong difference of opinion on the 
subject, feels that thinking is pretty 
evenly divided, and in the end the 
matter will take care of itself or it 
won’t. “Don’t belabor a point where we 
are never going to achieve harmony,” 
he added. While he is not an expon- 
ent of direct billing, etc., he believes 
the agents are blocking progress fight- 
ing the inevitable. The agents also 
fought five-year installment policies 
at one time as a threat to their way 
of life, he noted. 

Mr. Mullins, queried as to why the 
agency system can’t be just as flexible 
as any other business in adapting to 
change, said it is after all, how the 
public looks at the agents that will de- 


cide the matter and not how they feel 
among themselves. 

In this light, he quoted from an ar- 
ticle in the October issue of Fortune 
magazine in which an author, having 
no ax to grind and no connection with 
the insurance business, gave his feel- 
ings about agency operation opposi- 
tion to change in the automobile in- 
surance business. He used for com- 
parison the agents’ fight against All- 
state and pointed out how this com- 
pany and others are following the 
electronic way of doing business to 
save money. 

The author said, among other 
things, that Allstate and similar com- 
panies cannot be pressured by their 
employes to take bad automobile busi- 
ness because they have other good 
lines and that despite the opposition 
of the agents, the handwriting is on 
the wall—and not in fine print. 

This would seem to an example of 
public thinking, which may be on the 
increase, and the intermural conflicts 
of the agents and companies mean 
very little to the buyer, he said. The 
only real point that may be involved 
is the agent’s possible loss of contact 
with his customers, Mr. Mullins added, 

(CONTINUED ON PAGE 50) 
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Considered As Way 
To Meet Challenge 


The 
going 


insurance business, which is 
through important and rapid 


changes, has witnessed a number of 
mergers among companies, and—to 
keep pace—possibly the agencies 


should be thinking along the same 
lines. This thought was brought out at 
the Illinois agents’ annual meeting by 
a panel on the “Pros and Cons of 
Merging Agencies.” 

The panelists noted that the agency 
system has in effect been challenged 
in some respects by both the compa- 
nies and the public, and some of the 
suggestions for a change in methods 
“will improve our over-all lot.”” On the 
other hand, some of the suggested im- 
provements are felt to be to the de- 
triment of the agency system. 

Various advantages of merging 
agencies were pointed out, as well as 
possible pitfalls. Among the former it 
was felt that there would be consid- 
erable reduction in overhead; by com- 
bining to handle expenses “we will be 
able to keep more of what we earn.” 
Also, the agents feel the public would 
benefit in increased service. As to the 
dangers, the main thought seemed to 
be for the parties involved to move 
very carefully and with deliberation 
before effecting a merger. All possi- 
bilities should be included, as _ re- 
latives who might later be brought 
into the business or obtain stock in 
the merged venture; method of pay- 
ment in the buy and sell agreement, 
and a satisfactory covenant not to 
compete in case of dissolution of the 
firm. 


Commissions Common Problem 


Paring agency expenses assumes ad- 
ditional weight in these days when 
“reduction of commissions is in the 
wind,” the panel noted. Lower com- 
missions is a common problem for 
both companies and agencies, and the 
agents were urged to work together and 
not fight among themselves in the so- 
lution of this important problem. “The 
cost of business is pushing up, while 
reduced income is pushing down. The 
companies are doing something about 
their situation by merging, and we 
ought to at least think about such a 
move in respect to agencies.” 

One of the results of an agency 
merger would probably be larger vol- 
ume in fewer “companies. The panel 
opined that this puts the agent in a 
better bargaining position and also 
provides an opportunity for a better 
contingent arrangement. This may af- 
fect some companies adversely, but on 
the other hand, reduction of compa- 
nies will permit the agency to do a 
better job for the public, since the 
companies with which it deals can 
offer larger maximum lines and other 
advantages because they are receiving 
increased volume. Also, with fewer 
companies, there will be less confu- 
sion on what they are offering for the 
agents to sell (fewer forms and con- 
tract provisions). 

As to reaction of the pbiic~on 
merging of agencies, the panelists said 
people are conditioned to large opera- 
tions. They associate success with size 
and feel they can do better dealing 
with a “big store.” 

Panelists were S. F. Spurling of Tay- 
lorville and James Rupp of Decatur. 
Mr. Rupp is also president of the Deca- 
tur board. Moderator was Thomas K. 
Sprague Jr., Joliet, who is region 14 
vice-president. 
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d Agency Mergers Are Gerber Tells Agents 


‘Startling News’ Is 
Coming On Regulation 


Joseph S. Gerber, Illinois director, 
who was on hand at the annual meet- 
ing to install the new officers, said 
events are taking place in the insur- 
ance business today that are bringing 
more and more people together, agen- , 
cy and company alike, pointing out as 
a good example the big attendance at 
the Illinois meeting. { 

Mr. Gerber, who is chairman of the | 
NAIC subcommittee on study of rates, 
said the committee’s report in Decem- | 
ber at the NAIC winter meeting ~ 





| 


consist of recommended changes on 
rating laws and their administration, 
“which will be significant.” It is an 
understatement, he declared, to say 
that these studies and changes are 
taking place because of the O’Mahoney | 





committee’s work. 

In the next five years, there will be 
changes in the fire and casualty busi- | 
ness never before visualized, he said. 
The business has worked under a 
definite pattern for many years; now, | 
suddenly, there will be many changes | 
to which administrators and regula- | 
tors will have to adjust. The agency 
system and the regulators will have 
to work very closely with the ad- 
ministrators, and this should be while 
various changes are coming about, not 
after they are an accomplished fact. 

There will be some “very startling 
news forthcoming between now and 
the first of the year,” he stated. “It | 
will affect your business to a large de- 
gree and the entire pattern of regula- | 
tion is in the balance.” He went on to | 
say that everyone in the business must 
be realistic, “and we will weather the | 
storm if we all work together. There 
are tremendous opportunities ahead, 
but we must face up to problems. If 
we had done this some years ago, we 
would be better off today. 

“We are now studying things in our 
office which will affect all of you.” He 
got a big hand on his conclusion: "7 
don’t know where we’re going, but it | 
will be a pleasure to go along with' 
you.” 














Big-I Beginning To | 
Reach Competition 


At the first general session of the 
annual meeting in Peoria, J. E. Vin- 
cent, Bryan, Tex.. ad chairman of 
NAIA for 1960-61, detailed the Big I) 
program with the aid of a sound film. | 
He said American capital stock com- | 
panies “almost dropped the ball” in- 
sofar as advertising their wares was 
concerned, while the direct writing) 
companies really “poured it on with 
their advertising campaign.” He noted 
that the four leading non-agency com- 
panies alone will spend more than $10 
million for advertising in 1961. i 

With the advent of the national as- 
sociations’ advertising campaign, how-; 
ever, the agents are now making 
themselves heard from, and by reach- 
ing the public are putting a big crack 
in the armor of the direct writers. He 
opined that the competition never 
really believed that the agents would 
or could act as an effective unit. He 
said a statement against the advertis- 
ing methods of NAIA by Thomas C., 
Morrill, vice-president State Farm Mu- 
tual, reported recently in THE NaTION- 
AL UNDERWRITER, was ample proof that) 
“we are getting to the direct writers 
where it hurts.” 
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IAC Meet Highlights 
Creative Advertising 


Insurance Advertising Conference at 
its annual meeting Nov. 30-Dec. 2 at 
Washington, D.C., will feature as 
speakers creative specialists from lead- 
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Royal-Globe Opens New | 


Mineola, N. Y. Office 


Royal-Globe group has opened a new 
suburban regional office building at 
185 Willis Avenue, Mineola, N. Y. It 
will combine the group’s Flushing sub- 
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ing advertising agencies. urban regional office and the Mineola 
ctor, W. J. O’Meara, Aetna Casualty, will service office. - 
1eet- | keynote the meeting with a talk on The group’s staff of 90 employes 
said | the creative challenge in insurance ad- will fully occupy the three floors of the | 
isur- | vertising. The creative process will be brick, fully air-conditioned building. : 
ging | described by Carl Dueser, Wade ad- The site contains parking for 75 cars. ; 
gen- | vertising agency, Chicago. John Keiller is regional manager for 
It as | A panel on creativity in insurance the suburban territory which includes 
e at | ads will have as participants Sanders the counties of Nassau, Suffolk, Rich- 
‘ Maxwell, Young & Rubicam, New mond, Queens, East Bronx, Rockland, 
f the | York; Charles A. Gardner, Remington Putnam, and Westchester. 
ates, | advertising agency, Springfield, Mass.; — 
cem= | Robert W. Murphey, N. W. Ayer & St. Paul F.&4M. Makes 
will | Son, Philadelphia, and James C. ' ¥ 
> ON | Brown, G. F. Sweet agency, Hartford. Three Changes. n Wis. 
ition, David W. Barton, Barton-Gillet St. Paul F.&M. has made three 
s an agency, Baltimore, will speak on vis- changes in its Wisconsin territory. 
any | ualizing intangibles, and Barrett Loren Oliver Jr., special agent at Mil- 
are'\ Brady, Kenyon & Eckhardt, on TV waukee, has been transferred to Mad- 
ane | and insurance advertising. Consumer ison with the title of state agent. Spe- ’ 
| attitudes toward insurance will be de- cial Agent L. J. Leonhard at Madison ences ate ‘ 
Il be | scribed by James T. LeCompte, Stew- has been advanced to state agent there. 
busi- | art Dougall Associates, New York, and Thomas A. Brackett, now at the 
said.) this subject will be explored further in home office, has been assigned to Mil- 
i 4 | a special presentation by Life maga- waukee as special agent. . , 
now, | zine. avs 
Inges | Other speakers are Edwin J. Bene- Wash. OKs Allstate Filin TYPICAL TWO-WAY INFORMATION FLOW 
gula- | dict, McCann-Marschalk, New York, OLYMPIA—Allstate’ ae f BETWEEN CONTROL AND FIELD 
heal | Willen &. Matthews, Young & Rubi- mercial ive seus "15% me jm 
ave ae o 
prs } cam, and \.eon i Newsweek. of Washington Survey & Rating Bu- 
while i reau has been approved by Commis- 
_not| Sterling Gossett Is Promoted _ sioner Sullivan. The filing is now ef- Fi t t R OY A L G L O 3] F— 
: } Hartford Accident has promoted fective in 35 states. irs a , ¥ 
‘tling | Sterling D. Gossett, assistant bond — 
and; superintendent at Indianapolis since D. D. Alexander, General Adjust- 
|. “It | 1959, to bond superintendent there. He ment Bureau, has been named editor t he Cc O N T RO L E N G ] N 
e de- | joined the company in the bond de- of Cleveland Field Club News, a 
gula- | partment in 1957 and was named spe- monthly publication for members of : ; ; v ; 
on to| cial agent at Syracuse in 1958. the field club. To provide coordinated service to multiple-location accounts, 
—. Royal-Globe’s Loss Prevention & Engineering department has 
Reem } ROLLER RINKS... EXCESS AUTOMOBILE LIABILITY... AND GENERAL LIABILITY... developed the unique concept of a control engineer. Stationed near 
head, | : =) a client’s headquarters, the control engineer collects reports and 
s. It) 6 2 data from those of our 250 field engi- 
>, we | w e oO , 5 
8 Physical Damage 2) xrvr% incon pin ch 
= 3 
nour| © > When needed, he calls into play (A) sees Slavin att val mM 
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| | & Z analyzes the findings, constructs alter- te sain susteae 
n ) nate plans, and relays this vital infor- tay st = 
f the & < mation to the client in a clear yet / 
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Fund Shifts Iliff, 
Makes Other Changes 


In one of several changes within 
Fireman’s Fund, William J. Tiff, man- 
ager of the southwestern marine de- 
partment at Dallas, has been trans- 
ferred to New York City, where he 
will work under the direction of Vice- 
president John H. Dillard. Mr. Iliff’s 
principal responsibilities will include 
the administration and supervision of 
all branch offices and field operations 
in the eastern department. 


Max Dickerson, currently assistant 
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manager of the southwestern marine 
department, takes over management of 
that department, while John Deadman, 
chief underwriter there, becomes as- 
sistant manager. 

Philip L. Pitts, becomes assistant de- 
partmental manager of the southwest- 
ern department, while Richard E. 
Hoefert, presently fire manager at Los 
Angeles, is being transferred to Dallas 
to succeed Mr. Pitts as fire manager 
there. 

Clemens A. Fortman, currently man- 
ager of research, development and sales 
at Los Angeles, succeeds Mr. Hoe- 


fert in the management of the fire 
department there. Howard G. Taylor 


succeeds Mr. Fortman. 


Miss. To Get Safe Driver 
Plan And Auto Rate Raise 


Mississippi has approved National 
Bureau’s safe driver plan, effective 
Dec. 15. The commission approved an 
increase of 4.8% statewide in automo- 
bile BI and PDL, also effective Dec. 15. 

The increase in the basic rates is 
comprised of a 3.4% increase on BI 
and a 7.4% increase on PDL. 





Now—more strongly than ever—U.S.F.&6. reaffirms its faith in the 
independent agent with unusual four-color page advertisements like 
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this in The Saturday Evening Post, Time and U.S. 
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Urges Summit Meeting 
Of Insurer Leaders 


(CONTINUED FROM PAGE 12) 
liability insurance is currently regis- 
tering its 11th consecutive year of un- 
derwriting losses, notwithstanding 
higher rates, reduction in acquisition 
costs, inauguration of experimental rat- 
ing plans, and development of restricted 
economy policies. The two largest di- 
rect writers sustained combined under- 
writing losses of more than $11 million 
dollars last year, on more than $550 
million of combined auto BI and PDL 
premiums and on commissions of about 
5%4%. 

He wonders if the federal anti-trust 
and monopoly statutes are being prop- 
erly served when less than one-third 
of 1% of the companies write almost 
25% of the private passenger automo- 
bile business outside of Massachusetts. 
Another serious threat is the aggres- 
sive programs of mail order companies, 
one of which originally confined its so- 
licitations to government employes 
and selected military personnel, but 
which lately has extended eligibility to 
farmers, professional men, and white 
collar employes. It offers discounts up 
to 30% regardless of accidents or traffic 
citations. He said other similar compa- 
nies operating without agents confine 
solicitation to employes of telephone 
and utility companies, or to employes 
engaged in the aviation business. 

Mr. Evans recommended, in order to 
relieve court congestion and avoid the 
threat of an accident commission ad- 
ministering a system of scheduled ben- 
efits regardless of fault, the elimination 
of all absolutely unnecessary litigious 
procedures and streamlining all oth- 
ers; limitation of the use of contingent 
fees in tort actions exclusively to the 
indigent—otherwise abolish, reduce 
or regulate them—and restriction of 
recovery for pain and suffering in com- 
mon law actions to eliminate much 
of the present uncertainty and inequity 
in verdicts. 


Decsi Succeeds Young In 
Hartford Fire Pay Unit 


Hartford Fire group has appointed 
Louis Decsi superintendent of the pay- 
roll department. He succeeds Alfred 
H. Young, retired. 

Mr. Decsi, who has been with the 
group since 1948, is a past president 
of Hartford group’s Men’s Club. Mr. 
Young joined the company in 1927 in 
the accounts department, and was ad- 
vanced to paymaster in 1936. 


Pacific Indemnity 


Promotes Kale, Smith 


Edgar L. Kale and James A. Smith 
have been appointed assistant vice- 
presidents of Pacific Indemnity. 

Mr. Kale has been home office man- 
ager of fire and inland marine, and 
Mr. Smith both associate manager of 
that department and supervisor of the 
fire division. Starting with the com- 
pany as an underwriter in 1947, Mr. 
Kale has also been a special agent and 
manager of the Los Angeles fire and 
inland marine department. Mr. Smith 
has been with the company 34 years 
and has been an underwriter at San 
Francisco and Los Angeles. 





INSURANCE PLACEMENT SPECIALISTS 





Allison Personnel Service 
1014 FORD BUILDING 
615 Griswold St. WOodward 5-2955 
DETROIT 26, MICHIGAN 
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Chrysler Is V-P Of 
Maryland Casualty 


P. C. Chrysler has been elected vice- 
president in charge of the fire and 
marine division of Maryland Casualty. 
He succeeds F. John Barclay, who is 
retiring at his own request for reasons 
of health. Mr. Barclay had been on 
leave of absence since an illness sev- 
eral months ago. 

Mr. Chrysler joined the company in 
1950 as manager of the fire division 
and also served as general assistant to 
Mr. Barclay. In 1956 he was elected 
assistant secretary. 

Mr. Barclay joined the company in 
1950 to organize the fire and marine 
business, and had been in charge of 
this division since its inception. He had 
been vice-president of Niagara before 
joining Maryland Casualty. 


National F ire Sets 
Up AdS Department 


National Fire Gas set up an A&S 
department under the supervision of 
A. M. Parker, who 
has been named 
assistant vice- 
president in charge 
of over-all A&S 
operations. 

Mr. Parker 
started in the busi- 
ness with Conti- 
nental Casualty 
at Toronto. He was 
made A&S mana- 
ger at Detroit, then 
at Cleveland, and 
more recently was 
assistant vice-president of Continental 
Casualty at the home office. 





A. M. Parker 


American Casualty Has 
Agent's Audio Visual Aid 


A series of seminars of American 
Casualty’s A&S department was at- 
tended by more than 500 agents. The 
seminars featured the introduction of 
an audio-visual sales program for in- 
come protection coverages. Compact 
sound-projector units will be made 


| available to agents, and a sales bonus 


plan will be held in conjunction with 
the agents’ use of the audio visual 
equipment. 

Seminars were held in Reading, Har- 
risburg, Allentown, Philadelphia, Man- 


’ chester, N. H., Milwaukee, Boston, Pe- 
‘ oria, Chicago, New York, Indianapolis, 


East Orange, N.J. and Charleston, S.C. 


Selected Risks Has 


Underwriting Profit 


Selected Risks of Branchville, N. J., 
for the first nine months ended Sept. 
30, had an underwriting profit before 
taxes of $35,971 compared with a profit 
of $79,815 for the same period last year. 

Policyholders’ surplus was up slightly 
over the first nine months of 1959 to 
$4,665,672. Written premiums, includ- 
ing reinsurance, increased $937,522 to 
$10,774,835. 


America Fore Has Compact 


Chart of Crime Coverages 


America Fore Loyalty group is mak- 
ing available to agents a crime insur- 
ance chart which shows coverages 
under standard forms of crime policies. 
The chart lists coverages under eight 
different policies: Blanket crime; com- 


' prehensive 3D; broad form money and 


securities; broad form  storekeepers; 


' Storekeepers burglary and_ robbery; 


mercantile robbery and safe burglary 
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mercantile open stock burglary; and 
the office contents special form. 

The chart is letter size and may be 
folded to pocket size. Copies are avail- 
able from the group’s home office or 
from its offices at San Francisco, At- 
lanta, Dallas or Chicago. 


DeVoy In Tex. Marine Field 


Hartford Fire has named William E. 
DeVoy marine special agent in the 
southwestern department. He joined 
the company in 1953 at Chicago and 
was transferred to Dallas in 1958. 


In every field, 


Nichols To American 


Electronics Division 


Arthur N. Nichols has joined Amer- 
ican as assistant superintendent in the 
electronic systems division of the data 
processing department. 

Mr. Nichols has been with Massa- 
chusetts Mutual Life for the past 10 
years in electronic systems and pro- 
cedures duties. In 1959 he was promot- 
ed to assistant planning secretary and 
was placed in charge of the unit which 
controlled major electronic applications, 
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Mills On Adjustments 
Unit Of National Board 


Allen M. Mills, president of Cam- 
den Fire, has been named chairman of 
the committee on adjustments of Na- 
tional Board. He succeeds F. John 
Barclay, vice-president of Maryland 
Casualty, who has retired. 

Mr. Mills was on National Board’s 
public relations committee from 1952 
to 1955, on the membership commit- 
tee from 1955 to 1958, and on the com- 
mittee on adjustments since 1958. 


it pays to deal with specialists 
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Fidelity and Deposit Company has specialized 
for 70 years in fidelity and surety bonds. Ge) 
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Photos of NAII Meeting In St Louis 


Chase M. Smith 
Jr., Excess Under- 
writers, Chicago; 
Thomas Darden of 
Underwriters Ins. 
of the Lansing B. 
Warner group, and 
Philip O’Donnell of 
Excess Underwri- 
ters. 








insurance consult- 
ant of Baton 
Rouge; F. George 
Schmich of South- 
eastern Underwri- 
ters of Savannah, 
and E. Brook Vick- 
ery of Vickery, 
Hoyt & Graham of 
Chicago. 





















Louis V. Wood- 
ruff and Paul Bal- 
linger of the Okla- 
homa Insurance 
Board (absent is 
Commissioner Joe 
B. Hunt), flanking 
the Missouri su- 
perintendent, C. 
Lawrence Leggett. 
Mr. Leggett holds 
the longevity rec- 
ord in Missouri, 
having been ap- 
pointed to office 
three times run- 
ning. 


George Menefee, | 


November 11, 1960 Nov 





Robert Link, chief counsel of the Iowa department, in the A. E. Strudwick 
headquarters with J. J. Freeman, vice-president Central National of Omaha; 
Vinton Nutt, chief examiner, and Commissioner William Timmons of Iowa. 








bag” 


Keith F. Kelly, Texas counsel of Seymour B. Orner of LaSalle Casual- 
NAII and Gene Calame of the Okla- ty of Chicago, and Bettye Osborn, ad- 
homa department. ministrative assistant to Vestal Lem- 

mon, NAII general manager. 


base 


Lloyd E. Boas of Transit Casualty of St. Louis; Mrs. Arthur Mertz; Mrs. | 
Herndon of St. Louis; Mrs. Boas, and Arthur Mertz, general counsel of NAITI. 


S. M. Simon of 
St. Lawrence | 
group of Chicago; 
Mrs. Theodore | 
Gaines, whOse hus- 
band is an attorney 
in Chicago, and C. 
Richard A. Simon presi 


William J. Han- 
cock of Allied Mu- 
tual of Des Moines, 
Mrs. Hancock; R. 
Hugh Osborne of 
Employers Rein- 
surance, and Jack 
Doucette of Mil- 





waukee Auto Mu- of St. Lawrence. & Si 
tual. - A, J 
periz 
York 
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Hosts in the A. E. Strudwick headquarters at the NAII meeting: W. H. Kern, 
Howard A. Goetz, J. J. Schellie, J. C. Kunches, R. F. O’Connor, A. E. Strud- 
wick, and J. L. King. 


James Estes and 
William T. Fee of 
Employers Rein- 
surance flank Clar- 
ence Kenney of 
Allstate in the Em- 
ployers Re head- 
quarters. 


Spalding South- 
all of NAII, a for- 
mer Kentucky 
commissioner, with 
the present com- 
missioner of that 
state, William T. 
Hockensmith, and 
Dudley Guglielmo 
of the Louisiana 
department. 








Cc. F. J. Harrington, executive vice- 
president National Assn. of Casualty 
& Surety Agents, in conference with 
A. J. Bohlinger, former New York su- 
Perintendent and now with the New 
York law firm of Aranow, Brodsky, 
Bohlinger, Einhorn and Dann. W. C. Searl, president Auto-Owners, 
at the Recording & Statistical display 
with John Diffenderfer of R.&S. 
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Kenneth O’Brien 
of E. K. O’Brien 
reinsurance office 
of New York, with 
Clarence Kenney 
of Allstate and 
John F. Idler of 
American Mercury 





Commissioner 
Sam Beery of Col- 
orado, president of 
NAIC, with Walter 
L. Hays, American 
Fire & Casualty, 
who gave a recep- 
tion for visiting 
regulatory officials 
the first evening 
of the NAII meet- 
ing, and C. Law- 
rence Leggett, 
Missouri superin- 
tendent. 








te, 


Harry Parks Jr., Wilshire Ins. and 
Parks & Co. general agency of Los 
Angeles, and Kurt Hitke, head of the 
Kurt. Hitke group of companies. 





James Motl of Rural Mutual of Mad- 
ison, with Carl Kirk, consulting actu- 
ary, Chicago, and B. H. Henderson of 
Employers Reinsurance. 


John Nangle, 
president Utilities 
of St. Louis, with 
Mrs. Nangle and 
Lester R. Hill, 
president Wilshire 
Ins. of Los Angeles. 





At the reception 
given by Waiter L. 
Hays of American 
Fire & Casualty 
for commissioners 
and department 
personnel attend- 
ing the NAII con- 
vention: Mr. Hays, 
Mrs. Hays, and 
Commissioner Ru- 
fus Hayes of Lou- 
isiana. 
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Rennie Offers 3-Way Approach To 
Voluntary Insurance For All Motorists 


There are three possible solutions 
to the problem of providing a volun- 
tary market of auto liability insurance 
to all classes of drivers, and each of 
the plans needs to be progressively de- 
veloped, Robert A. Rennie, vice-presi- 
dent (research) Nationwide Mutual, 
told National Assn. of Independent In- 
surers in his talk as a member of a 
forum on cancellations at NAII’s an- 
nual meeting in St. Louis. His address 


was entitled “The Role of Independ- 
ent Companies in Expanding the 
Voluntary Market.” 

First, he said, better methods must 
be found to improve and enforce the 
driver licensing laws of the states. In 
Ohio, for example, it has been de- 
termined that more than 300 persons 
who are certified as totally blind on 
the rolls of the Ohio Department of 
Public Welfare hold valid driving per- 


mits. More effective machinery must 
be developed to remove such drivers 
from the road. 

Second, flexible rating plans need 
to be perfected so that premiums vary 
more directly with each insured’s risk 
attributes and accident experience. 
Members of NAII have been at the 
forefront of efforts to develop merit- 
demerit rating plans, Mr. Rennie re- 
marked. Preferred Risk Mutual has 
had a merit rating schedule for many 
years. Nationwide General was or- 
ganized in 1957, and is presently of- 
fering its plan in seven states and the 





THIS IS THE SIGN OF 


The world’s most reliable automatic 
protection services against fire, bur- 
glary, holdup and other hazards. 


It is the bane of burglars and arsonists, 
who recognize it as a formidable adver- 
sary. ADT subscribers from coast to 
coast are proud to display this mono- 
gram on their premises. It is a promise to 
their employees, customers and neigh- 
bors that they have provided the most de- 
pendable and modern service available 
to protect their lives, property and jobs. 


The reputation of this symbol stems 
from the organization behind it, the 
American District Telegraph Company. 


Controlled Companies of 


AMERICAN DISTRICT TELEGRAPH COMPANY 
ORGANIZATION 
Executive Office: 155 Sixth Avenue, New York 13, N. Y. 


A NATIONWIDE 





The unmatched efficiency of this com- 
pany in safeguarding life and property 
is attained through everlasting atten- 


tion to maintenance. It is the leader in 


its field, not only because of its superior 
detection and signaling devices, but be- 
cause all ADT systems are regularly 
inspected, tested and always ready for 
reliable operation. 


Is your building 99 and 99/100ths per 
cent immune to losses by fire or bur- 
glary ? If not, call the ADT office listed 
in your telephone directory and find out 
how you can be better protected and 
(as is often the case) save money, too! 
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District of Columbia. Allstate has in- 
troduced its “Good Driver Plan” in 
seven states in connection with its 
non-cancellation endorsement. State 
Farm Mutual announced in July a 
“standard risk’ program to provide 
voluntary insurance to drivers who, 
because of age or driving record, would 
normally go into the assigned risk 
plan, and the company broadened its 
market in September to provide com- 
prehensive and collision coverages to 
assigned risks who meet the neces- 
sary underwriting standards. 


In Public Interest 


This movement to expand the mar- 


ket through more flexible rating plans ‘ 
is “very much in the public interest,” | 


Mr. Rennie stated. It may be the only 
practicable way to secure more ade- 


quate rates for substandard business. } 


In any event, it meets more fully the | 
public’s concept of equity in rates. 


insurers to receive more premium in- 
come from marginal risks, the compa- 
nies will be better able to furnish un- 
derwriting capacity, Mr. 
pointed out. Reasonable 

will help insurers to take a substan- | 
tial number of the assigned risks on a 
voluntary basis. But once the full po- 
tentialities of flexible rating plans are | 
exhausted certain classes of risks 
will not be voluntarily written by in- 
surers at any “reasonable” rate levels 
likely to be approved by politically 
sensitive insurance departments or like- 


Rennie 


lic. 

So, as a third approach to voluntary 
coverage, a better solution must be 
found for distributing the cost of these 
risks equitably among insurers, he 
said. Originally, the assigned risk plans 
were designed to accomplish this pur- 
pose, but stringent financial respon- 
sibility laws, compulsory coverage and 
inadequate rates have caused the plans 
to mushroom, and to incur heavy ad- 
ministrative costs. 

Mr. Rennie said he believes there are 
better ways of distributing the costs | 
of substandard risks among the com- | 
panies than through the assigned risk , 
mechanism, but he listed five condi- | 
tions for any new arrangement: \ 

—The plan must permit private ' 
companies to compete freely in terms | 
of rates and policy forms for standard 
business. ) 

—The plan must permit companies , 
to maintain their same relative ex- 
pense differences. } 

—The plan must permit the com- 
panies to exercise complete freedom in 
the use of underwriting judgment as to, 
the acceptance, rejection, or termina-} 
tion of business. } 

—The plan must provide adequate 

(CUNTINUED ON PAGE 43) 
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Chicago Life Assn. 
Takes Strong Stand 
On Standard Oil Plan 


Standard Oil’s credit card travel ac- 
cident insurance plan has now acquired 
another severe critic in Chicago Assn. 
of Life Underwriters, which has a 
membership of more than 2,000 and 
is the second largest life association in 
the country, being exceeded in size 
only by New York. 

The primary objection by the as- 
sociation is that it feels the selling of 
insurance by mail is a disservice to the 
customer. The association contends 
that the public is being deprived of the 
professional services of the life agent; 
the buyer cannot get the proper advice 
on the cover, or the limits or what they 
mean. The buyer usually cannot tell 
without professional advice if the price 
is right or if the coverage fits in with 
what he needs or if it is coordinated 
and integrated with his other cover- 
ages. These thoughts were incorporated 
in letters to Standard Oil and Bankers 
L.&C., the underwriting company. 


Mail Reproduction 


The initial move by the association 
is in the form of a broadside type re- 
production mailed to the members con- 
taining copies of all correspondence 
between the association board, Stan- 
dard Oil and Bankers L.&C. 

Following explanatory remarks, the 
message with the broadside reads: 
“|... Frankly, we don’t feel that the 
replies have answered our questions. 
A letter has been written to Bankers 
L.&C. under date of Oct. 5, and we are 
awaiting their reply. Your association 
feels that the merchandising of travel 
accident insurance by Standard Oil is 
an unjustified and unwarranted in- 
vasion into the proper field of the life 
underwriter.” 

Two of the questions which the as- 
sociation asked the oil company and 
the insurance company are: “Who is 
the licensed agent of record in con- 
nection with each purchase of a 
policy?” and “To whom will commis- 
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Tressler, Hagerty, 
Tyas Advanced By 
American Mutual Re 


American Mutual Re has elected 
David L. Tressler executive vice-presi- 
dent, John J. Hagerty secretary, and 
Henry W. Tyas assistant secretary. 

Mr. Tressler practiced law until 1942, 
when he became associate counsel of 
Security Mutual Casualty. In 1952 he 
joined American Mutual Re as claims 
manager and counsel and was elected 
vice-president in 1955. 

Mr. Hagerty entered the business in 
1938 with John Hancock Mutual Life. 
He joined Security Mutual Casualty’s 
reinsurance department after World 
War II. Later he was with Reinsur- 
ance Agency of Chicago and in 1952 
joined American Mutual Re as a casual- 
ty reinsurance underwriter and pro- 
ducer. He was elected assistant secre- 
tary in 1957. 

Mr. Tyas after coast guard service 
in World War II was with Providence 
Washington at the home office. After 
service in the Korean War he was 
transferred to the Chicago office of 
Providence Washington. He _ joined 
American Mutual Re in 1955 as a fire 
underwriter. 


Peerless Results Good 
At Three Quarter Mark 


Peerless had an underwriting profit 
of $122,980 in the first nine months of 
1960. Premiums written were $11,854,- 
675, an increase of 10.5% over the 
same period in 1959. 

Net investment income was $578,440 
at Sept. 30. Per share earnings were 
$1.28. Although reserve requirements 
and shrinkage in portfolio valuations 
brought surplus down to $7,879,206, 
this figure is substantially higher than 
at Sept. 30, 1959. 





sions on each policy be paid?” The 
association board feels that the replies 
from Standard Oil have sidestepped a 
direct answer by referring the life 
agents to Bankers L.&C. 
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GET THE 
AWAY ON THIS ALL-RISK PLAN... 
Our Lloyd’s Department has the com- 
plete details. Call today. 


175 W. JACKSON BLVD. 


ALL-RISK 
FUR AND JEWELRY 
COVERAGE! 


A. F. Shaw & Company now has avyail- 
able a market for those difficult-to-place 
fur and jewelry risks. Here is the cover- 
age that producers urgently need today. 
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Answers Criticism Of Homeowners, 
Denies Selection Against Insured 


J. S. Chidley, with Hartford Fire’s 
southern department at Atlanta, has 
written in defense of the homeowners 
program. 


The article in your Sept. 16 issue en- 
titled ““Homeowners Prime Example of 
Selectivity” provided much food for 
thought, and left me somewhat dis- 
turbed. A number of views were ex- 
pressed in this article which, in my 
opinion, typify a rather muddled school 
of thought regarding dwelling package 
policies. I therefore advance some 
views in defense of the concept of 
homeowners with particular regard to 
the principle of the package policy. 

The argument most often  pro- 
pounded against homeowners is that 
of selectivity: Selection by the com- 
panies against insured, and the en- 
suing violation of the basic principle 
of equity. Let us analyze the home- 
owners concept in terms of equity. 

The dwelling business is class rated. 
A class is a group of reasonably homo- 
geneous risks, which through similar- 
ity can be grouped and charged the 
same rate. It is impossible to achieve 
complete equity by this method as no 
two risks are identical in this expos- 
ure to hazard. However, as a general 


rule, the smaller the class the more 
similar will the risks be within that 
class, and the more equitable the rate. 
This principle is recognized in placing 
farm dwellings in a separate class and 
charging higher rates. 

It is statistical fact that insuring 
dwellings for $5,000 or less is a losing 
game. This is true for two reasons. 
Dwellings worth $5,000 or less are 
physically sub-standard and as such 
are exposed to more inherent hazard. 
The better dwellings which are insured 
for this low amount are carrying in- 
sufficient insurance to value to con- 
tribute their share of the premium 
volume. Once this evidence of a poor 
loss ratio on low value dwellings is 
accepted, then the next logical step is 
the realization that the owners of bet- 
ter dwellings, which are insured to 
near value, are contributing a portion 
of their premium dollar to offset this 
poor loss ratio. Here is the inequity. 
The too broad class represents the 
universality of the law which needs 
correction. 

The homeowners program is an at- 
tempt to remove this inequity by di- 
viding the habitational risks into more 
clearly defined classes. At present 
owner dwelling risks are divided into 
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NERCO, employing only U.S. 
domestic capacity, specializes 
in reinsurance on a multiple- 
line basis as Underwriting Man- 
agers for a number of leading 
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National Union Fire Insurance Company 
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three broad classes: Farm, homeown- 
ers and low value, each contributing 
to its own pure premium and standing 
on its own merits. 

The second’ charge frequently 
levelled against homeowners is that 
the cost of the package decreases with 
broadening coverage, and bears no 
particular relationship to the combined 
costs of the equivalent separate cover- 
ages, the premiums for which at times 
increase. This, it is claimed, is an 
example of selectivity against insured 
trying coverage outside the package. 

In connection with this view, it is 
frequently held that the main reason 
for the premium decrease is the saving 
of expense resulting from the package. 
Nothing could be further from the 
truth, and such a misconception typi- 
fies shallow thinking in regard to mul- 
tiple line insurance. Companies un- 
doubtedly do save in the costs by 
reason of the single code. However, 
these savings represent but a small 
amount of the over-all decreased 
charge for the package. The major 
reasons for the lower rates on home- 
owners are the elimination of adverse 
selection against the company and the 
incentive for insurance to near value. 


Merits Of Package 


The first factor applies particularly 
to the casualty coverages in home- 
owners. Prior to the inception of the 
package dwelling policies, the CPL 
was bought by the relatively few in- 
sured who foresaw the need for this 
coverage. The inclusion of this cover 
in homeowners has virtually elimin- 
ated adverse selection against the com- 
panies and has resulted in a much 
broader spread of risk. Such measures 
are bound to result in a lower loss 
ratio which should rightly be rewarded 
with asmaller premium. 

The inclusion of medical payments 
coverage in homeowners has undoubt- 
edly paid for itself in the number of 
liability suits saved by payments under 
this section. Better a $250 dog bite 
than a $5,000 jury decision with its 
attendant litigation costs. The lower 
rates on the property damage sections 
of homeowners are irrevocably tied to 
the concept of insurance to a high 
percentage of value. This desirable 
state of affairs is encouraged by the 
80% requirement for replacement cost 
benefits, but it must be made clear to 
producers that the lower rates are 
directly tied to a reasonable insurance 
to value ratio and that every policy 
written in violation of this concept 
lends weight to a possible rate in- 
crease. ¥ 

Once the reasons for the lower rates 
of the package policy are known, it 
should be clearly seen that the lack of 

(CONTINUED ON PAGE 41) 
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Hanover, Mass. Bonding 
Merger Off: Hanover 
Keeps Stock Interest 


Hanover’s announcement last week 
that merger negotiations had been 
discontinued with Massachusetts 
Bonding marked the second time that 
a large block of the latter’s stock re- 
mained in the hands of other insurer 
interests after affiliation moves failed. 
Last February, Worcester Mutual Fire 
and other interests allied with State 
Mutual Life acquired 30% of Massa- 
chusetts Bonding stock in an attempt 
to acquire the company. 

After court action blocked this plan, 
the Worcester Mutual interests sold 
the block to Hanover, which subse- 
quently opened merger talks with 
Massachusetts Bonding. Although 
these parleys collapsed, Hanover re- 
tains the 30% stock interest. Any 
further affiliation moves, if contem- 
plated, would have to be by other than 
the merger route. 


Phoenix Of Hartford 


Names Three In Midwest 


Phoenix of Hartford has appointed 
James C. Aldridge special agent at 
Peoria. He was formerly special agent 
of American Surety in Nebraska and 
Council Bluffs, Ia. He will be associ- 
ated with H. Marshall Schlick, state 
agent. 

Charles R. Johnson, special agent 
at Milwaukee, has been transferred to 
Minneapolis where he will handle in- 
land marine. He is succeeded by Fran- 
cis E. Bruns, who joins the company as 
state agent at Milwaukee. Mr. Bruns 
was formerly state agents of Spring- 
field F.&M. in south and west Wiscon- 
sin. 


Sovereign Surety Change 

Sovereign Surety of Nashville has 
changed its name to Federal Security 
Ins. Co. Carmack Cochran, Nashville 
attorney and president of Nashville 
Transit Co. has been named chair- 
man. Buford Dreaden is president. 

Roy M. Niel, Nashville industrialist, 
has been named senior vice-president, 
and Jesse Saffley, farm adviser to the 
Nashville Banner, secretary-treasurer. 

Stock in the company is held by ap- 
proximately 1,500 persons throughout 
Tennessee. This distribution of stock 
will have a favorable effect on the 
company’s distribution, especially of 
homeowners, according to the presi- 
dent. A promotion campaign is being 
launched to expand business. 

South Carolina has extended the ef- 
fective date of the renewal part of the 
new assigned risk plan to Dec. 1. 
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(CONTINUED FROM PAGE 1) 
Insurance Consumers Advisory Com- 
mittee. There cannot be much doubt 
that the commissioners took heed of 
the words of these large users of the 
insurance product in a variety of in- 
dustries and businesses from many 
places across the country. A dozen or 
so of the buyers were on hand in per- 
son, all with an argument against the 
proposed bill. The cumulative effect 
was most impressive. 

Charles H. Groves, Colorado Fuel & 
Iron Co., was the guiding hand in 
organizing the buyers and producing 
their show of force. One wonders what 
some of the present insurance laws 
would be like if this had been done 
before. It is one thing to have a broker 
say what his customer wants and quite 
another to hear it from the customer 
himself. 

Mr. Groves was in England recently, 
and while he was there the subject of 
the proposed non-admitted insurers 
bill came up. What he heard con- 
cerned him enough that immediately 
upon his return he organized a com- 
mittee of opposed buyers. This group 
met all day before the Magnusson 
committee hearing, planning strategy. 
The men involved had little chance to 
study the bill, but they managed to 
pick out a number of sections they 
felt to be objectionable—and they 
made themselves articulate about 
them. 

Credit for writing the bill was being 
offered at the committee hearing to 
Julius Wikler, former New York su- 
perintendent and now a special coun- 
sel to NAIC. Mr. Wikler was at the 
head table. However, it is understood 
he had, to say the least, some outside 
help in drafting the proposal. Its spon- 
sorship was not made altogether clear. 
During the discourse of Mr. Hubbard, 
Mr. Wikler offered a few explanatory 
observations, thus placing himself in 
the position of being the sole person 
in the room who was overtly interested 
in the bill on the affirmative side. 

Mr. Hubbard was the first to be 
heard. He submitted what he described 
as a “voluminous statement” in op- 
position. He said the bill would put all 
of the companies in his organization 
out of business, this being a fact which 
Mr. Wikler “must have known.” 

Throughout Mr. Hubbard’s argu- 
ment there was carried on a running 
battle of asides between him and Mr. 
Wikler. To the statement that he 
knew he was ringing the death knell of 
the mail order A&H companies, Mr. 
Wikler said Mr. Hubbard was “seeing 
things under the bed.” Mr. Hubbard 
said he hoped he was, but his compa- 
nies would be “just as dead” whether 
it was intended they be or not. 

It is intended that A&H, life and 
annuity companies be excluded from 
this bill, Mr. Wikler explained. To this 
Mr. Hubbard replied that the state 
legislatures might very well eliminate 
such exclusions, “and if the bill is bad 
for us, it’s bad for others and bad for 
the public.” 

None of his companies are surplus 
line, Mr. Hubbard noted. 

The exclusion of the A&H compa- 
nies was “inadvertently omitted” from 
the draft of the bill, Mr. Wikler in- 
terjected, asking Mr. Hubbard why he 
continued to belabor the point. 

Because the bill is wrong in prin- 
ciple, Mr. Hubbard answered. He said 
he was speaking to the bill as it now 
is, and he would like to see all the 
objectionable material removed from it 
in addition to having an exclusion for 
A&H companies. He objected to an- 
nual reports of surplus line business 
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Model Surplus Line Bill Fails To Draw A Word Of Praise 


as “unnecessary” and particularly to 
the provision which he said prohibits 
a company from soliciting business by 
mail without a license in each state 
where the mail is sent. If this restric- 
tion can be imposed on other com- 
panies, it can happen to his companies, 
Mr. Hubbard declared. He told Mr. 
Wikler there was nothing he could do 
to guarantee that some state wouldn’t 
remove the A&H exclusion. 

There is no problem or 
requiring such legislation, 
bard argued. He said the bill is an 
unconstitutional attempt to tax or de- 
stroy interstate commerce. Passing a 
law of this kind won’t cause regula- 
tion to improve where improvement is 
needed, he added. The very states that 
won’t pass the law are the ones that 
aren’t doing the job in the first place. 

He pressed the question of constitu- 
tionality of the 3% premium tax, and 
said the bill imposes a burden on in- 
terstate commerce and sets up re- 
strictions that are discriminatory. In 


emergency 
Mr. Hub- 


the case of his companies, they are 
required to do the impossible—to be 
licensed in all states in which they do 
business when, because they are as- 
sessment insurers, they can’t get li- 
censed in most states. This is an un- 
lawful exercise of police power, Mr. 
Hubbard charged. 

During the course of his remarks, 
Mr. Hubbard sometimes raised his 
volume to a level that was more ap- 
propriate to an audience several times 
the 60 or so persons in the room. 
Once Mr. Wikler commented on it, and 
Mr. Hubbard said, “I know—I get ex- 
cited about things like this.” At an- 
other point Mr. Wikler said, “If you 
continue, you’ll wake up McKinley.” 
‘Mr. Hubbard indicated he thought 
worse things could happen. 

The opposition of the large buyers 
was led off by Mr. Groves, who read 
telegrams and letters in support of his 
position from R. L. Jacobus of Ford 
Motor Co. R. S. Jury of General 
Telephone and Electronics, and W. R. 


29 


Seaton of Ashland Oil. Those taking 
part in person began with William Os- 
man of Farm Products Co. of New York 
who said he objected to the section 
prohibiting acting for or aiding non- 
admitted insurers. To a company do- 
ing an international business, this 
could mean it could not avail itself 
of the services of a broker for its U. S. 
coverage. Bills of this kind, he added, 
have been “complete failures” when 
they were enacted in such countries 
as France, Italy, Argentina, etc. If 
passed in this country, he predicted 
there would be a notable outflow of 
premium money from the U. S. 

T. J. Byrne of Acme Steel wondered 
if the “controls as described in the 
bill . . . would not stifle competition so 
as to invite federal intervention.” The 
word “uniformity,” he observed, im- 
plies a wish to have the identical leg- 
islation enacted in all states, and if 
that is so, “wouldn’t it be better that 
it be sponsored by the federal gov- 
ernment?” 

Garrett Foley of Humble Oil urged 
that there be no hasty action. He sug- 
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gested that small buyers of non-ad- 
mitted insurance be heard, such as 
small oil contractors who, he said, 
could not exist without non-admitted 


cover. 
Suggests Additional Exclusion 


Mr. Groves interrupted his commit- 
tee’s presentation to say he had just 
heard the whispered suggestion that if 
the bill was to be amended to exclude 
life and A&H, all the problems could 
be solved by excluding fire and casu- 
alty, too. This drew a laugh or smile 
from everyone but Mr. Wikler, who 


FieNATIONAL UNDERWRITER 


refrained from commenting on 
thing once Mr. Hubbard finished. 

Casimir Z. Greenley of International 
Minerals & Chemical wondered at the 
speed with which the non-admitted 
problem is being approached. 

William Kersten of Continental Air- 
lines, noting that airlines are exempted 
from the bill, was curious whether re- 
strictive legislation on the non-ad- 
mitted market would not cause it to 
tighten up to such an extent that the 
airlines would suffer indirectly. 

C. J. Looney of Shreveport Gas Co. 
said if his company and many other 


any- 


buyers couldn’t go to the foreign mar- 
ket for insurance “they would be in a 
hell of a shape.” 

Dr. Groves summed up the buyers’ 
case by saying it is felt the bill is too 
restrictive and would do the opposite 
of what is intended. 

A 21-page statement of the position 
of National Assn. of Insurance Brokers 
was entered in the record by Barclay 
Shaw, NAIB counsel. It contained a 
number of suggested amendments. Mr. 
Shaw commented that it would be 
“most unusual” if the recommended 
draft were to be adopted at the De- 
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cember meeting in New York. y 
F. D. Crum of the Florida depart- 
ment said his state has a law similar 
to the one proposed; in fact the Flori- 
da law was a model for the present 
draft. There have heen no complaints 
from industry or the public in the year | 
the law has been in effect, he said. ( 
C. F. J. Harrington, executive vice- | 

\ 


president National Assn. of Casualty & | 
Surety Agents, said the bill is too re- 
strictive, contains too much discipline 
and would be expensive to administer 
and to those it regulates. “I urge you 
to take it easy,” he said. 

Cooper M. Cubbedge, vice-president ‘ 
National Assn. of Insurance Agents, | 
offered the comment that any law | 
should not be so restrictive as to tie 
up the agent or broker unduly in the | 
placement of coverage. There is no 
need for a uniform law if some states | 
have satisfactory | 
he added. { 

R. KK. Ritchey, representing 
American Mutual Insurance Alliance, 
came closest of any of those who spoke 
to endorsing the bill. He said any bill 
should encourage use of the domestic 
market but allow ready access to the 
foreign market. A listing of qualified } 
non-admitted companies, he observed, 
would lend an aura of regulation that 
doesn’t exist. He suggested the section | 
on diligent search for capacity should !| 
provide that the domestic companies | 

‘ 


legislation already, 


have a chance to look at the affidavit 
and see if, in fact, there isn’t a domes- 
tic source of supply the agent or broker 
might have missed. 

Herbert C. Brook of Lord, Bissell & | 
Brook, Illinois attorneys-in-fact of 
London Lloyd’s, reminded the commit- 
tee that Illinois Surplus Line Sedand’ 
Assn. has submitted a statement in op- | 
position to the bill. 

Patrick Fitzpatrick, representing In- | 
surance Service Assn., said he has 
“grave reservations” about the reer 
of the bill on interstate accounts that 
must have access to the non-admitted 
market. 

Commissioner William Hockensmith 
of Kentucky offered the observation 
that “Kentucky has enjoyed over the 
years a wonderful relationship with 
Lloyd’s of London,” Lloyd’s is licensed | 
as an admitted insurer in Kentucky | 
and Illinois. ] 

Mr. Groves had the last word. He 
said the people at Lloyd’s were most} 
reluctant to discuss the bill and thus. 
intrude themselves on the American ’ 
scene; but what comment he could get | 
indicated that those at Lloyd’s feel the | 
bill is so restrictive that it would de- 
prive them not only of non-admitted 
business in the U. S., but the direct} 
as well, leaving only reinsurance. This 
would create a serious market situa- 
tion here, he remarked. 
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Mich. Report Cites 
Expanded Activity 


Michigan’s insurance report released 
by Commissioner Blackford, reveals 
that insurance activities in the state 
are still greatly expanding. 

For the fifth consecutive year resi- 
dents paid in excess of $1 billion for 
insurance protection. Premiums paid 
for all types of coverages in 1959 alone 
totalled $1,400,591,595, an increase of 
approximately $135 million over 1958. 

The number of companies licensed 
and regulated by the department in- 
creased in 1959 from 849 to 861 at year 
end. This increase was the result of 
31 new licenses being issued, 15 mer- 
gers of licensed insurers, and four 
companies retiring from the state. From 
Jan. 1, 1960, through Oct. 19, 1960, an 
additional 18 companies were admitted 
for a current total of 879. 

The collection of taxes and fees 
showed an increase of $1,697,376 and 
for 1959 reached a new high of $21,- 
921,668, while the proportion of such 
income devoted to collection and all 
types of regulatory administration con- 
tinued to decline, moving from 1.75% in 
1958 to 1.73% in 1959. 

The forceful impact of this business 
is best illustrated by the fact that li- 
censed insurers in 1959 paid Michigan 
residents $754,031,151 in benefits. Ac- 
cording to department estimates, life 
insurance in force covering all residents 
of the state now exceeds $24,500,000,- 
000. 


Pittsburgh Club Elects 
Hankey 35th President 


Officers of Insurance Club of Pitts- 
burgh were inducted at the club’s 35th 
annual meeting and dinner by Charles 
H. Bokman, resident vice-president of 
New Amsterdam Casualty. 

Mervin H. Hankey, resident vice- 
president of American Casualty, was 
elected president, succeeding Paul K. 
Garver, America Fore Loyalty group. 
John R. Morrow of the J. G. Beck 
agency, was elected vice-president; 
Dick L. Moorhead, manager of Boston, 
secretary; and Milton M. McNeill, spe- 
cial agent of Hartford Fire group, 
treasurer. 

Directors elected are Lewis M. Eisa- 
man, manager Hartford Accident; 
Thomas J. Goodwin manager, Com- 
mercial Union group; Paul D. Hogan 
of the Kelly & Hogan agency; Thomas 
B. McNamara, branch manager Gen- 
eral Accident; Charles A. Reid Jr., 
president Wallace M. Reid Co.; and 
Joseph C. Salamon, special agent Re- 
liance. 


Md. Driver Training Scored 

Paul H. Blaisdell, p tam vo of special 
activities of Insurance Information In- 
stitute, says that efforts to reduce the 
accident toll on Maryland highways and 
streets are being dangerously ham- 
pered by an effort to eliminate driver 
education from the secondary schools’ 
curriculum. In an address to Mary- 
land Federation of Women’s Clubs, he 
noted that 20,292 of the Maryland 
drivers involved in 54,775 accidents 
during 1959 were under age 24. Dur- 
ing the school year ending last June, 
98 out of a potential 180 public sec- 
ondary schools in Maryland offered a 
driver education course. Only 70 of 
the 98 schools offered a driver educa- 
tion course up to national standards, 
Mr. Blaisdell said. 


Adjusters Hear Fishing News 

Adjusters’ Assn. of Chicago heard a 
report on fishing in Wisconsin and 
viewed a sports film at the October 
meeting. 
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Matson, Bawden 
Retire From UL 


A. F. Matson, managing engineer 
chemical department for Underwriters’ 
Laboratories at Chicago, has retired 
after 41 years in that department. 
Claude Bawden, inspector at Columbus, 
O., is also retiring after 28 years in 
the label service department. Mr. Mat- 
son is being replaced by E. N. Davis. 

Mr. Matson joined the corporation in 
1919 as assistant chemical engineer and 
was named head of the chemical de- 
partment in 1946. He is the author or 
co-author of 10 different articles or 
bulletins of research. 

Mr. Bawden began his career in 
public safety with Ohio Inspection Bu- 
reau in 1920. In 1932 he joined Under- 
writers’ Laboratories as an inspector at 
Mansfield, O. In 1936 he was trans- 
ferred to Youngstown and in 1950 to 
Columbus. In 1953 he was promoted to 
supervising inspector of the Columbus 
area. 

Mr. Davis joined the corporation in 
1937 as a rubber research chemist and 
was promoted in 1954 to inspection 
control managing engineer. 


Aetna Casualty Raises 
Rupert At New Orleans 


E. Eugene Rupert has been named 
general manager of Aetna Casualty at 
New Orleans. Appointment of Mr. Ru- 
pert, who has been manager at New 
Orleans since January, comes in con- 
nection with the unification of the 
company’s casualty, fire and marine 
insurance operations there. 

Mr. Rupert joined Aetna Casualty 
in 1947 at Philadelphia, and subse- 
quently served as superintendent of 
the agency department at Richmond, 
and manager at Reading, Pa., for four 
years prior to his assignment to New 
Orleans. 


Honsch At White Plains 


For London & Lancashire 

London & Lancashire has appointed 
Paul Honsch senior special agent and 
office manager at White Plains, N. Y. 
He succeeds William R. Manley, who 
has retired after 35 years with the 
group. 

Mr. Honsch joined the group in 1939 
and was in the underwriting depart- 
ment for 16 years before being named 
special agent five years ago. 
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Notes Lack Of Company-Agency Rapport 


(CONTINUED FROM PAGE 17) 
sociation during the past year on be- 
half of the agents: 

—NAIA recorded its apprehension of 
possible dangers involved in the pro- 
posed fire-casualty rating law for the 
District of Columbia, which if general- 
ly adopted in other states could re- 
sult, in the opinion of many, in chaotic 
conditions in the business. 

—Passed the resolution: “Resolved 
that the action of Standard Oil Com- 
pany of Indiana in soliciting accident 


insurance from its credit card holders 
is detrimental to the business of in- 
surance agents and not in the public 
interest. The National Assn. of Insur- 
ance Agents believes that the insur- 
ance policies can be better sold and 
serviced by local, independent agents 
and goes on record as being opposed 
to this program. Therefore, the Nation- 
al Assn. of Insurance Agents requests 
the Standard Oil Company of Indiana 
to discontinue this practice at once.” 

—Recognized the fact that a comp- 


rehensive survey of NAIA membership 
conducted by a special committee in- 
dicated that over 50% of NAIA mem- 
bership is using or contemplates using 
direct billed and continuous policies. 

As to the future, Mr. Mullins said 
it holds even more changes than the 
past and they will come about quickly, 
especially so if more and more com- 
panies continue to go independent, 
each with its own forms, coverages 
and rates. This, plus such changes as 
would inevitably result from general 
adoption of rating laws patterned after 
those proposed by the District of Co- 
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lumbia, would all combine to “bring 
about chaos in our business and par- 
ticularly for you and me as agents.” 

Answers to problems met and solved 
by the Illinois association have not al- 
ways been to the personal liking of 
Mr. Mullins, nor, probably, to all the 
rest of the association, he said, but 
the solution generally reflects the best 
judgment of many conscientious, hard 
working agents whose long-range ob- 
jectives “are the same as yours and 
mine.” 

“It is difficult to be objective and 
seek solutions to those problems which 
require some sacrifice on ones own 
part,’ he declared. “I believe, how- 
ever, that the agents and the agency 
companies must always be mindful of 
your partnership relation and accept 
the responsibilities as well as _ the 
fruits of that partnership. 

“In my opinion, the deterioration of 
agency-company relationships during 
the recent years eliminates all other 
aspects of our association responsibility 
as our number one problem. I sin- 
cerely feel that there has been evi- 
dence of improvment in this area. So 
far as I am able, that will continue to 
be my objective...” 


Advocates Continued Efforts 


Advocating continued efforts toward 
improvement of agency-company re- 
lationship, the speaker said, “Many of 
us who have worked hard to accom- 
plish our small bit in this respect have 
been frequently dismayed at the seem- 
ing lack of interest on the part of our 
companies in assisting us. I know of no 
other business in which those who 
plan the product pay less attention to 
seeking sales helps from their sales 
force. 

“You and I, meeting the buyer 
every day, trying to sell policies which 
all too frequently we cannot endorse 
too enthusiastically, are very rarely 
consulted before we are given the fin- 
ished product to merchandise.” 

A few years ago, two or three com- 
panies experimented with the idea of 
their top-level executives conferring 
with a _ selected few of their own 
agents, said Mr. Mullins, but to his 
knowledge none are doing it today. 
Fruitful results could also be obtained 
by conferences between committees 
from agency groups meeting with com- 
panies and bureau representativs of 
executive status. “Our own Mid-West 
Conference Committee meetings have, 
for many years, demonstrated the de- 
sirable results of such meetings, but 
there should be many more similiar 
conferences,” he said. 

On the national level, progress has 
been made in this direction through 
meetings of the chairmen of the five 
NAIA technical committees with bu- 
reau and company representatives, Mr. 
Mullins noted. He closed with a strong 
plea for all members to support the 
Big I advertising program of the na- 
tional association. 


Set Hearing On Blue Cross 


Rates In Watertown, N. Y. 


A public hearing will be held Nov. 
22 on the application of Watertown, 
N.Y., Blue Cross for rate increases 
ranging from 55.2% to 66%. Deputy Su- 
perintendent Samuel C. Cantor of New 
York will preside. 

The filing seeks to include coverage 
of children from day of birth, and to 
increase maternity benefits from $80 
to $120, and partial benefit days’ al- 
lowances from $6 to $10. 

The rate increase would be effective 
Jan. 1 on group and direct pay con- 
tracts both for individual and family 
coverage. 
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(CONTINUED FROM PAGE 8) 
tition obviously will lead to inadequate 
rates and unsound underwriting. It is 
more important that honest claims are 
paid and sound protection afforded 
than it is to devise trick forms at re- 
duced rates to attract policyholders. 
At the time of loss no policyholder is 
talking about the reduced rate or the 
fancy provisions. He wants to know if 
insurer can and will settle claim. 

Mr. Stake thinks that retention of the 
auto market by private insurers will 
depend on the industry’s ability to 
apply trend and projection factors to 
rate making. Competitive devices will 
lead to governmental operation. 


Here To Stay 


Mr. Levy said merit rating, non-can, 
and other competitive programs are 
here to stay. What he wants to know 
is what his companies are going to do 
about them. The direct writers have 
convinced the public that there is a 
reason for differences in rates, that 
one driver is better than another. 

He recommended that company of- 
ficials get to work on a national TV 
program, a public relations and ad- 
vertising plan. The agency insurers 
have suffered from lack of vision; 
they have refused even to discuss a 
national advertising promotion. 

Mr. Landis said that to keep govern- 
ment out of the auto insurance busi- 
ness, unstifled competition must be 
encouraged. He knows of no plan or 
discussion of putting a fund into the 
business. The substitution of compen- 
sation for the negligence system is 
not an effort to put the government 
into the business. 


Will Lead To Failures 


However, wide open competition in- 
evitably will lead to state funds, he 
believes. It will also-lead to bank- 
ruptcies. The public ought to be in- 
formed about these facts of life—using 
information offices to do so. Merit 
rating, non-can, and the like, “within 
reasonable limits,” are efforts to find 
the answer to competitive problems. 

2. Electronics, with policy writing 
and direct billing by the companies, 
are a necessary progress in fire and 
casualty. They need not interfere with 
the independent status of the agent 
but may affect the ownership of 
expirations. Is the ownership of ex- 
pirations essential to independence? 

Mr. Foster said electronic production 
of policies and bills need not affect 
expiration ownership. 

Mr. Kelley said ownership is essen- 
tial to independence. Every agent 
should have in his contract that the ex- 
pirations belong to him. With direct 
billing he loses some of his independ- 
ence. That is because it becomes so 
much more difficult to transfer business 
from one company to another. Today, 
with many auto plans, the agent has to 
get a signed application from the in- 
sured plus a check. 

Companies that have recognized the 
older system and that have therefore 
formed new subsidiaries to write the 
policies and do the billing have been 
realistic about the fact that some 
agents have it made and others are 
hungry, he observed. 


Lose Contacts Anyway 


A greater use of electronic equip- 
ment is inevitable, Mr. Stake said. 
Only the short-sighted would oppose 
savings by electronics. Agents say they 
lose contact with policyholders. But 
they lose a lot of contacts with policy- 
holders because they stay in their 
offices to spend time on paper work 
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Debate Sparks, But Doesn't Solve Insurance Issues 


and procedures. True ownership of 
expirations is necessary to indepen- 
dence, but that depends on the loyalty 
of policyholders and the service the 
agent has rendered. 

Mr. Foster believes that all agents 
should continue to own their expira- 
tions. Electronics, he added, do not 
constitute the cure-all of all of the 
problems in the business and should 
be approached with caution. 


Electronics Necessary 


Mr. Levy believes that electronics 
are necessary, more so for fire and 
casualty than other lines. Money is 
being wasted by poor company man- 
agement, he said. That management is 
not all wrong but is wrong in certain 
phases. In other businesses the dupli- 
cations of effort are rooted out and 
machines are used to cut costs. 

In insurance, however, he declared, 
the companies run to the departments 
and cry that rates are too low. Rates 
are too high. Expenses force insured 
to pay padded premiums. Insured are 
becoming conscious that they can get 


more insurance for the same money. 

Cutting commissions is not the way 
to save money, Mr. Levy said. Agents 
are having a tough time making a go 
of it. All policies should be written by 
the companies at the home or branch 
office. The saving of storage space 
alone in an agency would make a lot 
of difference in its costs. It would also 
save clerical costs. Direct billing should 
be installed. He said he wants to get 
out and produce—otherwise he can’t 
give the customer the benefit of his 
knowledge of the product. After all, 
the customer doesn’t want to buy the 
agent’s clerical skill. 


Homeowners 


3. The fire and allied lines dwelling 
business has become a package subject 
to mass marketing and will be sought 
as vigorously by independents as was 
automobile. Consequently, only a high- 
ly competitive product will retain a 
fair share of the market for bureau 
companies. 

There is no doubt that the competi- 
tion for dwelling business via package 
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policies has intensified, Dr. Overman 
said. 

Mr. Landis said he doesn’t believe, 
however, that the business can operate 
without some degree of stability, which 
means some regulation and control. 
Private industry simply doesn’t have 
the restraint necessary to avoid the 
excesses that lead to bankruptcy. 

Mr. Kelley said he favors the bill of 
National Assn. of Independent Insur- 
ers. However, that doesn’t mean un- 
bridled competition. It has standards 
in it. But companies can file and use 
rates and coverages at once. 

The direct writers already are after 
the dwelling business. Bureau com- 
panies are going to continue the fight 
for homeowners. However, he thinks 
that the surplus depletion that has 
been going on via the stock market 
decline may slow down the fight—but 
it will not stop it. The fight may mean 
a commission reduction. Today, he 
added, the agent almost has to be 
psychoanalytical to pick the right form 
for insured. 

4. The classic rating bureau ap- 
proach is essential to a sound and 
orderly system. To abandon it is to 
invite chaos and insolvency. A modifi- 
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cation to liberalize competitive forces 
may be in order, but a national statis- 
tical organization such as has been 
proposed would not maintain suffici- 
ent order in the business to protect 
its welfare. 

Mr. Smith said that there is great 
fear that unregulated, open competi- 
tion will eliminate the smaller com- 
panies and that only large, well heeled 
insurers can survive. Power will be- 
come more concentrated in fewer com- 
panies, which then will write the 
ticket. Agents will exert less influence. 

Mr. Foster said he believes that if a 
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mendous need for the bureaus to 
maintain a standard of coverage 
under which, in turn, case law is built 
up on which underwriters can rely. 


Vs Status Quo 


Mr. Landis said that if by “‘classic’’ is 
meant the preservation of the status 
quo ante 1944, then he is against it. 
A substantial change in rating bureau 
approach is long past due. If the real 
intent here is to seek a better way, 
there are enough brains in the busi- 
ness to find that way. The suggested 
single national statistical organization 


norm is not maintained, there can be 
no independence. If most companies 
stick to the norm, there can be minor- 
ity deviation. But if most companies 
go independent, there will be no free- 
dom left. 


Depart At Any Time 


Under the proposed bill in D. C.,, 
insurers can depart from a filing at 
any time. This is “no regulation.” He 
hopes the bill doesn’t become the 
model for the country. Smaller com- 
panies need bureaus because of cost 
and to maintain order. There is a tre- 
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is indicative of a solution that will be 
enough to meet the problem. 

To go to a net rate would be against 
the agent’s welfare, Mr. Stake said. To 
permit deviations or independent fil- 
ings based solely on expense is to the 
disadvantage of agents and the small 
companies. 

Dr. Overman said that the business 
too often sells too short the competitive 
factor in the business. If there are 
accurate statistics, companies can 
make the right decisions. The trouble 
today is that rates have been reduced 
on insufficient or improper data. It 
seems likely that competition will be 
relied upon more as a rate making 
factor, but this can work only if cor- 
rect and sufficient statistics are avail- 
able. 

Mr. Smith said that if Allstate 
makes a lot of money in Aurora, II1., 
but State Farm loses money there 
(which is not an unusual situation), 
and in a nearby city the positions are 
reversed, rates reflecting the experi- 
ence of each will leave one company 
writing all the business in one place, 
the other all of the business in the 
other community. 

Now, however, the conditions are 
changed because the one company will 
get the bad business with the good. 
The theory of a national statistical or- 
ganization to make the proper rates 
requires reliance on the law of aver- 
ages, a theory that has worked so well 
in the lite business, a single mortality 
table. 


Auto Compensation 


5. Auto rates have become acutely 
subject to political and competitive 
pressures, so much so that ultimately 
a compensation approach will be es- 
sential to sound underwriting by the 
private insurance business. 

Mr. Kelley said that before advocat- 
ing a compulsory approach, there is an 
intermediate step—to assess the value 
of contingent fees paid attorneys. 
That amounted to more than one-half 
billion dollars last year. Defense at- 
torneys got half that. Approximately 
1% of the attorneys of the country are 
running up such contingent costs. U. S. 
is one of the few countries that permit 
contingent fees. If contingency fees 
are not reduced, controlled or elimin- 
ated, then the compensation system is 
likely to come. 

Compensation is not necessary, Mr. 
Levy thinks. What is needed is public 
relations. The business should change 
the public understanding of insurance 
and the purposes of the companies and 
premiums. 

Dr. Overman said he was not as 
optimistic about educating the public 
as Mr. Levy. The jury is composed of 
private citizens with no legal back- 
ground, influenced by emotion. The 
dilemma the business faces is not 
going to be resolved by PR. He said 
he is opposed to the gross inequities in 
jury awards. 

Mr. Foster asked Dr. 
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meet payments due to accident or 
sickness.” 
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his pessimism about public education 
had anything to do with the fact that 
he was an educator, a question Dr. 
Overman refused to answer on the 
ground it might incriminate him. 

Mr. Foster is utterly opposed to the 
compensation system. All men should 
pay for their own negligence, he said. 
There are vast differences in the 
equities. The loss of a finger would be 
appalling for Arthur Rubinstein, but 
would not much affect the earnings 
of a salesman—or underwriter. 


All Purpose Adviser 


6. The agent of the future will be 
an all-purpose adviser, offering pack- 
age property and liability insurance, 
package life and A&S, and selling 
mutual funds. This means ultimately 
that the average agent. will represent 
only one large company offering all of 
these lines. 

Mr. Landis doesn’t believe that all 
insurance will be sought for in the 
same way that legal and medical ad- 
vice is sought. Perhaps the agency will 
sell all insurance needs to one account 
but the agency will have specialists. 
The trend won’t require the agent to 
represent a single company but will 
require him to represent considerably 
fewer companies than he does today. 

If he represents only one large com- 
pany, he’ll lose his independence, Mr. 
Stake said. He thinks this would be a 
loss to insured. This product is pre- 
ventive—insured can’t buy it at the 
time of loss. The agent can’t advise 
insured on a loss if he has only one 
company. 

Dr. Overman observed that the trend 
is in the direction of all lines market- 
ing. Packaging is moving the business 
and insured in this direction. Packages 
are being marketed presently that con- 
tain life. He noted that at a New York 
state agents’ seminar a year or so ago 
one man indicated he was selling mu- 
tual funds. A year later 35% of the 
agents at the seminar said they were 
doing so. Dr. Overman thinks the 
specializing will be in the direction of 
personal lines or in commercial lines. 


Doesn’t Have Time 


Mr. Levy would like to sell all these 
things but doesn’t have time enough to 
sell all the fire and casualty he could. 
The agent today has more administra- 
tive duties than the average company 
president. He has to run the office, 
handle claims, and keep up with cov- 
erages—80% of his time is spent on 
“doing the company’s work.” Unless 
the companies start doing their own 
work for a change, this question is 
silly. 

Mr. Foster commiserated with the 
single agent agency or partnership of 
two. In view of all the changes going 
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on, he doesn’t see how they do it. 

7. Commissions are essentially a 
matter of supply and demand. Ac- 
cordingly, agents and companies are 
advised to avoid concerted action such 
as the California suit, the statutory 
action taken in New York, and the 
tendency of companies to follow each 
other in fixing commissions. 

Mr. Stake said the California action 
and New York law play into the hands 
of the specialty companies. Individual 
commission negotiation is better for 
companies and agents. 

What is needeed is a better base for 
judging what agents deserve in the 
way of fair compensation, Dr. Over- 
man said. Accurate statistics are 
needed on cost and pure losses. 


Concerted Action 


Concerted action by agents is de- 
trimental to the better agent, who 
has no freedom to negotiate an indivi- 
dual contract that would mean more 
to him in the long run, Mr. Kelley said. 
The professional agent is much better 
off bargaining for his earnings. He 
recalled that 75 years ago Aetna Fire 
paid 10% on commercial fire in Iowa. 
What if agents had frozen commissions 
then? 

Commissions are not governed by 
supply and demand, Mr. Levy said. He 
said the agent doesn’t have trouble 
with fire companies because there is 
plenty of fire capacity. But there isn’t 
enough capacity in casualty so agents 
are suffering. He said Louisiana agents 
were handling workmen’s compensa- 
tion at a loss with a 5% commission. 
A five point cut in auto commissions, 
the way the auto business is distri- 
buted in Louisiana agencies, means a 


56% decrease in take home pay for 
stock agencies and more for mutual 
agents. 


Ability To ‘Get By’ 


“If the companies can’t get by on 
their take home pay, how can we?” 

Nearly anyone who is warm and 
able to sit up can talk a company into 
agency representation, Mr. Landis ob- 
served. Concerted action by agents or 
companies can only result in the dil- 
lemma labor and management find 
themselves in today. The government 
would have to step in with enforced 
restraint. Self restraint is needed by 


both sices. Eventually the consumer 
decides. 
National Industrial Conference 


Board has reelected to its governing 
body, William B. Buckman, manager 
of the research department of Assn. of 
Casualty & Surety Companies, and 
William Bernhard, deputy general at- 
torney of General Accident. 
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expressed recently, and he doubts that 
there will be a development in the 
company-agent relationship which 
“puts that shoe on the other foot.” 


Public Decides 


A great encouragement for the fu- 
ture is the companies’ determination 
to equip agents with more modern and 
competitive products, both as to cov- 
erage and price, developed as market 
needs seem to demand. This has and 
will continue to require that both the 
companies and the agents squeeze ev- 
ery possible penny out of the expense 
portion of the premium dollar without 
a material reduction in services. Both 
company expenses and commissions 
must contemplate adequate compensa- 
tions to both parties, but they must 
reflect a rate which the public—not 
the companies nor the agents—will 
recognize as reasonable compensation. 

While the structure of a rating for- 
mula requires arithmetic treatment of 
the factors of administrative and ac- 
quisition expense, there has not been 
nor will there be collaboration between 
companies in the commission to be 
paid. That is a matter of individual con- 
tract, and there is an increasing dispo- 
sition on the part of companies to dis- 
cuss individually with their “good” 
agents matters of this type before ac- 
tion is taken, Mr. Mann declared. 


Joint Failure 


Mr. Martin believes that the greatest 
omission on the part of the agency 
companies and many of their agents 
has been a failure to recognize what 
the public wants. Failure to sense the 
public’s desire for lower priced, mass- 
handled auto and other personal cov- 
erages permitted the direct writers to 
capture 40% to 50% of the more de- 
sirable auto customers. 

Failure to offer, until recently, a 
competitively priced optional auto 
product has resulted in a serious de- 
terioration in agency-company rela- 
tions. For 10 years, while many sincere 
people on both sides debated the related 
yet subordinate issues of direct billing, 
continuous policies, and lower gross 
commissions (but not necessarily lower 
“take home” pay), many millions of 
insured and hundreds of millions of 
premium and commission dollars were 
lost by the independent agency compa- 
nies and their agents. “While we 
talked and debated, the direct writers 
and their kind laughed all the way to 
the bank,” Mr. Martin said. 

Fortunately, an end to intramural 
argument and misunderstanding is in 
sight. It has been generally agreed that 
companies are not trying to take over 
the agents’ expirations, and agents now 
have a competitive auto policy to get 
back the lost business. Mr. Martin 
hopes it is not too late. 


Complaints Justified 


He conceded that there have been 
policy and rule changes which, at 
times, swamped agents. Agents’ com- 
plaints are certainly justified, as are 
the companies’. All of these misunder- 
standings, whatever the cause, seem 
to have mushroomed and reached a 
climax in the last year or so. But he 
believes the worst is over and there 
will be a lessening of tensions. This 
means that agents and companies can 
pick up the pieces and do the job that 
has to be done to make up the lost 
ground. The partnership is sound, and 
none of its problems is insurmounta- 
ble, Mr. Martin concluded. 

Mr. Kuenkler noted that companies 
and agents were pleased when market 
research studies confirmed that the 
public preferred to deal with an in- 
dependent agent. However, they un- 
derestimated the effect that price had 
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on this preference. To a large segment 
of the public, a comparatively small 
difference in dollars decided whether 
business was going to the independent 
agent or to the direct writer. Also, the 
direct writer salesman-employe was 
and is required to ring doorbells dur- 
ing the day and evening, regardless of 
previous volume produced. The “John- 
ny-Come-Latelys” have out-planned, 
out-sold and _  out-underwritten the 
agency system until they insure more 
than 10 million automobiles and write 
more than $700 million in auto lia- 
bility. 

The agency system found itself in a 
dilemma as a result of the direct writ- 
ers skimming off much of the cream, 
leaving agency companies more than 
their share of the less desirable busi- 
ness. As they felt the effect of this 
adverse selection, rates had to rise to 
offset and help correct the underwrit- 
ing losses that resulted. Because of the 
direct writers’ intensive sales program, 
each rate increase accelerated the skim- 
ming process. It was quickly apparent 
that the answer was not to be found 
in a continuing spiral of rate increases, 
or even in an ever tightening under- 


writing policy. A way had to be found 
to meet the competition head on in the 
market place. 

The first step was to develop a more 
competitively priced product. There 
was too great a difference between 
“our competitor’s overhead cost, and 
ours.” Expenses in the rate making 
formula had to be brought somewhat 
closer to those of the competitors. 
Allowance in the rate making formula 
for company expense was therefore 
reduced. 


Commission Reduction 


Similarly the allowance for total 
acquisition cost had to be cut, and was 
reduced from 25% to 20%. Since the 
rate filings included these lower ex- 
pense provisions, most companies have 
had to use less costly procedures to 
process the business in their offices, 
and have felt it necessary to reduce 
also their commission scales. This was 
a decision that each company had to 
make on its own, Mr. Kuenkler em- 
phasized. There was no collaboration. 

The independent agent is not at the 
mercy of one company. If a company 
cannot convince him that a commis- 
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sion reduction is really justified he is 
free to place his business wherever 
he chooses. 

Reduction of expense loadings was 
not enough. Mr. Kuenkler continued, 
and a new concept in auto coverage 
had to be adopted. This was achieved 
in many states through the special 
auto program and the safe driver plan 
of the bureaus. They are effective in 
the hands of aggressive agents. The 
necessary signed application enables 
the agent to reestablish personal con- 
tact with insured and opens up the 
rest of the account to the agent. 

Mr. Kuenkler warned about under- 
estimating the competition. The execu- 
tives of the direct writers are alert 
and capable men who will be able 
through their operating methods to take 
advantage of any loopholes left by the 
agency system. 

He cited the competitions’ advance 
in homeowners business and their ex- 
pansion into commercial lines where 
their presence is being felt. This in- 
vasion into fields other than auto must 
make the agency system even more 
alert to every competitive development 
in future, Mr. Kuenkler concluded. 


Liability & Workmen's Compensation 


SPECIALIZING IN LARGE, HIGH-FREQUENCY RISKS 


e TRANSPORTATION 


TRUCK FLEETS 
SUBURBAN BUSES 
TAXI CAB FLEETS 
U-DRIVE 

L.P.G. 


¢ CHAIN STORES 
e HOTEL CHAINS 
¢ CONTRACTORS 


Consideration Will Be Given To Either A Guaranteed Cost Basis Or One Of 
Several Flexible Retrospective Rating Plans. 


We Offer A Concentrated 

Service; Handled By A Team Of 
Experts—Underwriting—Claims—Engineering 
And Sold Through Brokers 


HARBOR INS. CO. 


3540 Wilshire Boulevard 


175 W. Jackson Blvd. 


DUnkirk 8-2303 
James W. Bourland, President 


Swett & Crawford, Inc. 


MIDWESTERN UNDERWRITING MANAGERS 
WaAbash 2-9580 





Los Angeles 5, Calif. 


Chicago 4, Ill. 








“Policy Selection 






YOU 
qa  BUFFALOED?” 


not with Pawtucket Mutual 


Selecting the most mutually beneficial insurance company for 
your agency setup and your customers alike, often can be per- 
plexing. Not so when you select Pawtucket Mutual. For here is 
a long established company, one of New England’s oldest, serv- 
ing the independent agent since 1848 . . . one which offers large 
line facilities, an excellent rate of dividend, favorable agency con- 
tracts with an attractive commission scale. And, too, Pawtucket 
Mutual loss payments are settled promptly and efficiently by 
independent adjusters. 


Make a note now to talk to the man from Pawtucket Mutual. 
You and your prospects will be glad you did. 


PAWTUCKET MUTUAL 
INSURANCE COMPANY 


25 MAPLE STREET, PAWTUCKET, R. I. 
Incorporated 1848 
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Standard Accident 
Wins Industry Oscar 
For Annual Report 


Standard Accident has received the 
gold “Oscar of Industry” trophy for the 
best stockholder annual report for 1959. 
The award was made at the annual 
banquet in New York sponsored by 
Financial World magazine. 

L. K. Kirk, president Standard Ac- 
cident, was presented the award by G. 
Rowland Collins, New York University. 
Standard Accident also won a silver 
award for the best report of all finan- 
cial institutions and a bronze award 
for the best report in the property in- 
surance field. 

Close to 5,000 annual reports were 
reviewed in 96 categories during the 
competition, and the award to Stand- 
ard Accident marked the first time a 
financial type institution had won the 
best of all industry award. 


GAB Advances Engstrom 
In N.Y., Bachman In Ga. 


General Adjustment Bureau has ap- 
pointed Donald Engstrom general ad- 
juster at the New York branch. He 
joined GAB in 1948 and was in the 
Brooklyn and Jamaica, N. Y., offices 
before being transferred to New 
York in 1956 to handle the larger and 
more complicated losses. 

The bureau has moved its office in 
Athens, Ga., to the Hammer Building, 
South White Street. Ernest A. Bach- 
man has been advanced from adjuster 
in charge to manager there. 


New Safeguard Director 


Safeguard of the London & Lanca- 
shire group has elected Frederick E. 
Prince, president of W. J. Roberts & 
Co., U.S. managers of Standard Marine 
and Union of Canton, a director. The 
Roberts Company also serves as mar- 
ine manager for Safeguard. 
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General Of Seattle 


Names Blodgett Ad, 


Sales Promotion Head 

Howard M. Blodgett Jr., has been 
appointed director of advertising and 
sales promotion for General of Seattle. 

Mr. Blodgett’s responsibilities in- 
clude contests, campaigns, conventions, 
visual sales aids and consumer sales 
pieces. Advertising activities will con- 
tinue to be implemented by C. M. No- 
ren, redesignated as advertising su- 
pervisor. 

Mr. Blodgett will be aided by a new 
sales promotion assistant, Kenneth L. 
Otten, who has joined the company 
after two years with a Seattle metro- 
politan insurance broker. 


IAHU Holds Ist Board 
Meeting Of Season; Hears 


Encouraging Reports 

International Assn. of Health Under- 
writers at the first board meeting of 
1960-61 heard an encouraging report 
from President Kenneth L. Stoakes, 
Loyal Protective, Los Angeles. In the 
education field, he said the advanced 
health insurance sales and underwrit- 
ing seminar held at Purdue University 
was an “unqualified success’? and the 
education committee is empowered to 
go ahead with plans for another semi- 
nar in April. 

Following this seminar, curriculum 
and texts will be further developed so 
the program can be put on in other 
schools around the country. The as- 
sociation’s educational effort hence- 
forward will be in the direction of 2% 
day advanced seminars, rather than 
along the line of 13-week basic 
courses. 


Report On October Meetings 


—Reports were made on two meet- 
ings held in October—Central Iowa as- 
sociation’s sales congress, which set an 
all-time attendance record of 650, and 
a meeting of the Oklahoma association, 
which drew a crowd of 726 to hear 
Frank Bettger. 

—Friday, Oct. 13, was selected as 
Hoodoo Day, with promotion to begin 
early in the summer so that a greater 


: segment of the business will be able 
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INSURANCE COMPANY, LTO, 
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STANDARD MARINE 
INSURANCE COMPANY, LTD. 


20 TRINITY ST. 


HARTFORD, CONN. 
NEW YORK 
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to take part. 
—New associations were formed in 


' several parts of the country, and all 


associations have been assigned a 
quota designed to bring membership 


: by next June to 6,100. 


Fay F. Cline, Travelers, Richmond, 
was named to the board. He will serve 
for one year and be the IAHU link 
between the associations in Virginia 
in his capacity as zone chairman. He 
replaces St. George Grinnan of the 
agency bearing his name, Richmond, 


. who left the board. 


Edward H. O’Connor, Insurance 
Economics Society and chairman IAHU 
legislative committee, said that so far 
only Michigan has passed legislation 
enabling the state to take advantage of 
federal matching funds provided under 
a bill that became operative Oct. 1. 
Unless the states pass legislation, ‘the 
hue and cry in early 1961 will again 
be for a Forand-type bill,’ he said. 
Already labor groups are asking for a 
“little-Forand” bill in California to 
tack on the compulsory cash sickness 
law. 

Mr. O’Connor said that health insur- 
ance people should begin to think 
about taking part in the solution of old 
age nursing home care problems. “This 
is an area government will enter in- 
creasingly if alternative solutions are 
not found.” 
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Russell R. Robbins, executive secretary of the Michigan association, at the 
annual meeting in Washington of National Assn. of Mutual Insurance Agents 
with Mrs. Robbins; Ronald W. Scott, Home Mutual of Wisconsin; Robert L. 
Geohrs of Houston; Lynn Arnold of Houston, and Morris R. DeFour of Grosse 
Pointe, vice-president of the Michigan association. 





Auto Rates Revised 
In Mich. By Bureaus 


National Automobile Underwriters 
Assn. has revised auto PHD rates in 
Michigan. The changes include the 
family policy and the special form. 

Private passenger rates for $50 de- 
ductible collision are down an average 
of 17% and for $100 deductible 14%. 
Comprehensive rates are increased 
16%. On commercial cars, fire rates 
are down 16 to 25%. Collision rates on 
commercial cars operated within a 50 
mile radius are down 7% and up 6% 
to 19% on all other commercial ve- 
hicles. 

National Bureau has transferred cer- 
tain areas to the Detroit suburban ter- 
ritory from the higher rated Pontiac 
territory. As a result, some private 
passenger drivers will receive liability 
rate reductions ranging from $3.60 to 
$10.80 on limits of 10/20/5 under the 
basic and family policy, and on the 
$25,000 single limit under the special 
policy. Changes by both bureaus are 
effective Nov. 2. 


OL&T, Farm CPL, Camp Rates 


Raised By Mutual Bureau 


Mutual Bureau has increased OL&T 
area and frontage classification rates 
20% in New Hampshire, Rhode Island 
and Vermont, 15.1% in Georgia, 15% 
in West Virginia, and 10% in Arizona. 
In these states, storekeepers liability 
rates have been raised where neces- 
sary to retain the relation with the 
corresonding OL&T classification 
rates. 

In Mississippi the rate on CPL for 
farmers residing on the premises has 
been raised from $15 to $30. In New 
Jersey OL&T rates on _ non-profit 
childrens’ camps are increased from 
$1 to $1.35 per 100 days and from $3.65 
to $4 per 100 days on other childrens’ 
camps. All rate changes are effective 
Nov. 2. 


Marine Panel For N. Y. CPCUs 

A panel discussion on marine insur- 
ance will be held at the Nov. 16 meet- 
ing of New York chapter of CPCU in 
the America Fore Building, 80 Maiden 
Lane. Panelists will be George C. Dang- 
man, vice-president of Johnson & 
Higgins; Joseph G. Romans, assistant 
marine manager of Royal-Globe; and 
Charles N. Shepard, assistant marine 
manager of Aetna Fire. 


AFIA Opens New 
Malayan Branch 


American Foreign Insurance Assn. 
has opened a new branch office at 
Kuala Lumpur, Malaya. The new office 
will service fire, marine, casualty, fi- 
delity and surety operations of Amer- 
ican, Fireman’s Fund, Great American, 
Home, and St. Paul F.&M. 

Edward N. Harriman Jr. has been 
appointed resident inspector of Kuala 
Lumpur operations which are super- 
vised by the Singapore office. All Sing- 
apore and Malaya operations are man- 
aged by William T. Krall. 

S. F. Accountants Hold Annual 

“Effects of Automation” was the 
theme of the annual Pacific Coast con- 
ference sponsored by Insurance Ac- 
countants Assn. of San Francisco. 
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Take the trend toward competitive rates in 
certain lines. 


FOR YEARS agents representing Selected 
Risks have enjoyed attractive rates with no 
sacrifice in quality or company service. 


Selected Risks offers multiple line facilities, 
devoted agency support, and experience. We 
invite your inquiry. 


SELECTED RISKS INSURANCE COMPANY 


BRANCHVILL E, NEW JERSEY 


LICENSED IN: CONNECTICUT + DELAWARE 
DISTRICT OF COLUMBIA » MARYLAND + NEW JERSEY 
PENNSYLVANIA « RHODE ISLAND + WEST VIRGINIA 
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Fire 
Fidelity and Surety 
Comprehensve General 
Automobile 


Reinsurance 


TWX + PH 1587 





Excess Limits 





EMPIRE MUTUAL 


SURPLUS LINE AGENTS 


BINDING 


Teletype unit installed in your office at our expense 
to give you instant replies to your inquiries. 
All lines of coverages—writien in 20 year old company. 


* Primary coverages in Pennsylvania 


Manufacturers and Contractors 
Garage Liability 


Liquor Liability 


(b) Auto Liability 


INSURANCE COMPANY 
220 South 16th Street 


Philadelphia, Pennsylvania 


FACILITIES— 


* Surplus lines written through licensed agents in other states which permit non-admitted carriers to write liability 


Owners, Landlords, and Tenants Liability 


Retrospective Contracts 


(a) Physical Damage 


PHONE KINGSLEY 6-0480 
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HOW T0 MEET 


REPORT DEADLINES 
Without Upsetting Office Routine 


With next year just around the 
corner, it won’t be long before 
Annual Statement time and the 
rush of reports disrupts your 
normal clerical operations. 

To avoid this work pile-up, 
it makes sense to enlist the help 
of your near-by STATISTICAL 
service bureau. 

This nationwide organiza- 
tion has worked closely with 
insurance men in every section 
of the country. Our familiarity 
with your problems, your proc- 
essing requirements and special report deadlines enables us 
to relieve you of stress and strain and avoid dislocation and 
backlogs on your regular work. 

The help available to you here includes everything from 
electronic computers through all conventional I.B.M. punched 
card equipment to the simplest calculating, typing and other 
clerical operations, so we can lend a hand on both your 
Annual Statement needs or your regular work. 

Making STATISTICAL an adjunct of your own department 
is the simple, low-cost way to avoid congestion, keep reports 
on schedule, and take the wear and tear off your nerves. 





Just call your near-by STATISTICAL office now 
to avoid trouble later! 


STATISTICAL 


TABULATING CORPORATION 


Established 1933 





GENERAL OFFICES: 
53 West Jackson Blvud., Chicago 4, Illinois 
Telephone: HArrison 7-4500 


CHICAGO « NEW YORK « ST. LOUIS * NEWARK « CLEVELAND « LOS ANGELES »* VAN NUYS 
KANSAS CITY « SAN FRANCISCO « PALO ALTO « SAN JOSE « MILWAUKEE « PHILADELPHIA 





ROBERTSON, HALL & HENSHAW, LTD. 


a ne: 


GENERAL INSURANCE 
REINSURANCE 
SAFETY ENGINEERING 
















EXCESS & SURPLUS LINES 





1210 Sherbrooke St., W. 
Victor 2-9881 


Montreal 2, P.Q. 


Enquiries from Brokers Solicited 
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Cites Problem Of CPCU Drop-Out Rate 


The drop-out rate is one of the ma- 
jor problems of CPCU study and de- 
tracts from the over-all record of ac- 
complishment of the program in the 
last 15 years, CPCUs and their guests 
were told last week at the annual all- 
industry luncheon and_ conferment 
sponsored by the Chicago chapter. 

Participating in a panel which re- 
viewed the Chicago chapter’s program, 
George M. Lewis, assistant manager of 
Travelers and an instructor of CPCU 
part II, said that passing ratios meas- 
ure only the success and failure of 
those who have taken the examina- 
tions and are not an accurate index of 
the magnitude of the failure problem. 
“Of equal importance is the index of 
those who enroll in the courses who 
give up and do not take the exam- 
inations,” he said. 

Less than half of those who enroll 
each September pass the examinations 
in June, and two obvious explanations 
for this are that the instruction is not 
adequate or that students are permit- 
ted to enroll who are not mentally 
capable or do not have the educational 
background to master the work. Be- 
ing an instructor himself, he rejected 
the first explanation and concentrated 
on the second. 

Mr. Lewis said the course material 
is of an upper-class college level, and 
the average high school graduate 
would have trouble mastering it. In- 
surance Institute of America courses 
are designed to provide a bridge be- 
tween high school preparations and 
CPCU work, and “it is my hope that 
more of our students will complete 
IIA courses before enrolling in CPCU,” 
he said. 

A certain number of students en- 
roll in part II before they have com- 
pleted part I, and this group contrib- 
utes the largest percentage of drop- 
outs. Many students simply do not 
realize how difficult the examinations 
are. “I would suggest that all pros- 
pective students be furnished with a 
copy of the previous year’s examin- 
ation before they enroll,” he said. 

Those students who do fulfill the 
CPCU requirements, however, gain an 
understanding of the whole function 
of insurance, and a point of view 
which “inspires them to put the needs 
of our customers ahead of all other 
objectives,” Mr. Lewis declared. 

Another luncheon speaker, Albert M. 
Devroye, secretary of Millers National, 
hailed CPCU education and participa- 
tion as being one of the best ways to 
bring to the forefront qualified insur- 
ance men. Thinkers are needed in this 
business, he said, and “the thinkers” 
unfinished business was never greater 
than it is today.” 

A highlight of the luncheon for 24 
CPCU candidates was the conferment 
exercise. James S. Kemper, chairman 
of Kemper companies, conferred the 
diplomas. 

A forum in the morning discussed 
the question, ‘Does Your Insured De- 
serve or Merit a Lower Automobile 
Rate?” and real and personal prop- 
erty deductibles—personal and corpo- 
rate—were studied by a forum during 
the afternoon. Participating in the au- 
tomobile forum were Thomas F. Tuc- 
ker, Continental Casualty; Daniel J. 
Kelly, Weller agency, Rockford, I11.; 


Dale C. Fry, Employers Mutual Cas- 
ualty; Robert A. Kempner, Royal- 
Globe; and James J. Levis, Kemper 
companies. 

Afternoon panelists were Carl J. 
Reutter, Alexander & Co.; Jay W. 
Gleason, Illinois R. B. Jones; R. May- 
nard Toelle, Kemper companies; and 
Richard P. White, Allstate. 

Pictures of the meeting appear on 
page 10. 


More Than 
75,000 Satisfied 
members now enjoy 
the low-cost 


accident coverage 


offered by 


MUTUAL ASSOCIATION 
DUTTON STAHL, President 


DES MOINES 


FORMERLY IOWA STATE TRAVELING 
MENS ASSOCIATION 








WHERE TO PLACE 
YOUR BUSINESS 


A guide or directory of responsible and 

d tely equipped local agents. These 

offices have nation-wide facilities for han- 
dling your out-of-state business. 











CRITCHELL-MILLER 
INSURANCE AGENCY 


Established 1868 


Insurance Exchange Building 


CHICAGO 








Moore, Case, Lyman & Hubbard 


General Agents 


175 W. JACKSON BLVD. 
CHICAGO 
WAbash 2-0400 








Chris Schroeder & Son, Inc. 
210 E. Michigan St.,. MILWAUKEE 
Engineering Services—All Lines 
The largest insurance agency in the 
State of Wisconsin 








Named In Cal. By Buffalo 


Buffalo has appointed Edgar C. Pe- 
terson special agent in northern Cal- 
ifornia. He was formerly with North 
British for 21 years and was subse- 
quently with Founders for 13 years, ad- 
vancing to fire underwriting manager. 
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Answers Criticism Of Homeowners 


(CONTINUED FROM PAGE 28) 
similarity between the package rates 
and those for similar individual cover- 
ages cannot in any way be construed 
as selection against those insured un- 
der separate covers. The homeowners 
buyer is not buying a choice of separ- 
ate coverages. He is buying a sealed 
packet of perils, tied to a minimum 
schedule of values, which by the very 
reason of its unity produces its own 
more favorable pure premium and 
expense factor and thus earns its own 
indivisible premium. Homeowners 
stands on its own merits. 


Application To Losses 


The same principle of the packet 
applies to losses as well as to premi- 
ums. If it is accepted that homeowners 
is a true package with an indivisible 
premium, then it must be accepted 
that losses must be reported as a 
single statistic upon which rate ad- 
justments will be based. If the CPL 
portion were reported separately, the 
particular statistic might warrant a 
10-cent increase in rate. This would 





Companies need good agents 
just as agents need good com- 
panies. Working together, 
agents and companies set high 
standards of service to their 
policyholders. The value of that 
kind of cooperation has been 
thoroughly demonstrated. 





An important means of further 
developing the team work of 
agents and companies has been 
provided by the State and Na- 
tional Associations of Mutual 
Insurance Agents. Recognizing 
the contributions that such 
joint effort can make toward 
the solution of many problems, 
the ‘‘Shelby Mutual’’ has 
wholeheartedly supported 
these organizations down thru 
the years. 


This opportunity to salute our 
own, and all independent mu- 
tual insurance agents, is a 
privilege we appreciate. You 
gentlemen are team-mates of 
whom we are sincerely proud. 


INSURANCE COMPANY 
o SHELBY, OHIO 


Wa NON-ASSESSABLE 
FIRE & CASUALTY 








not be very different from discovering 
that the statistic for the entire home- 
owners class warrants a 10-cent in- 
crease. Insured with $10,000 basic down 
the line is still going to have to pay an 
extra $10 on his single premium. It is 
this angle of homeowners which seems 
to be the least acceptable. 

One is reminded of the dire predic- 
tions and shaking of heads that went 
on when the extended coverage en- 
dorsement was introduced to form the 
first true fire packet. Yet one does not 
meet many people today who are bit- 
terly complaining about a lack of sta- 
tistics to show what proportion of their 
EC losses were caused by smoke dam- 
age. True, EC was not without its 
teething problems. They were event- 
ually solved by windstorm and hail 
deductibles. The homeowner is well 
protected by deductible clauses, and it 
may well be that one day a form of 
deductible or franchise will be applied 
to liability or medical payment cover- 
ages. If such a step has to be formu- 
lated, the business will again produce 
men with the judgment and wisdom 
to solve the problem. 

Criticism of homeowners by under- 
writers on the grounds of multiplicity 
of forms and confusing phraseology is 
entirely unfounded. Take a standard 
fire policy, place broad form on con- 
tents and special form on _ buildings, 
add the necessary endorsements to 
attach residence and outside theft, 
liability and medical payments. The 
resulting conglomeration of paper pro- 
vides roughly the same coverage as a 
single homeowners form. 


Study Needed 


Complaints against the confusing 
phraseology of homeowners are gen- 
erally registered by those who have 
failed to take the necessary time to 
become familiar with it. Forms and 
endorsements in this program repre- 
sent a great step forward because they 
are the clearest and most concise yet 
produced. But they must be studied to 
be understood. Any person who holds 
the position of underwriter or producer 
and who is still bewildered after a 
conscientious study of the homeowners 
manual, forms and _ endorsements, 
should not be in either position, and is 
not the type of individual qualified to 
hold a responsible post in a progressive 
business. 

The package policy is here to stay. 
Homeowners is an innovation of great 
benefit to the business and to the 
public it serves. Criticism of the basic 
principle of packaging is retrogressive 
thinking. Conversely, support of these 
principles can hardly be called radical 
thought. After all, multiple perils cov- 
erage was written by the merchants 
of Lombardy who in turn learned the 
principle from the Phoenicians. 


Peerless Appoints Crone 


Peerless has appointed Thomas W. 
Crone multiple line special agent at 
Syracuse. He will assist Frank M. 
Hause, resident vice-president. 


Boss's Night At Milwaukee 

Insurance Women of Milwaukee 
held its annual boss’s night with John 
A. O’Connor, of Leedom, O’Connor, 
Noyes general agency, acting as toast- 
master. John L. Doyne, official of 
Milwaukee County, spoke on “County 
Government.” 


Norfolk & Dedham Mutual Fire has 


appointed Frederick G. Nugent Jr. 
special representative in Florida. 
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KANSAS CITY .. 
A city with its roots in the agricul- 
tural richness of the Mid-West, but 
one that continues to gain more and 
more national importance in both 
science and industry... 
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Teamwork in Action’ 


Lumbermens of Mansfield wholeheartedly endorses and sup- 
ports the National Association of Mutual Insurance Agents 
and the high standards which it upholds. The “Mounted 
Warrior” is truly an emblem of integrity for mutual agents 
everywhere. 
Traditionally, Mutual Insurance has always dedicated itself 
to the needs and interests of the policyholder. Lumbermens 
through the local independent agent, with his personal services, 
expert counsel, and technical know-how have made broader, 
; more economical coverages available to a constantly expanding 
market. 


This “Teamwork In Action” is our answer to the challenges 


we face today. 
LUMBERMENS MUTUAL 
INSURANCE COMPANY 


A MULTIPLE LINE COMPANY 
General Offices, Lumbermens Heights, Mansfield, Ohio 


Branch Offices — St. Louis, Dallas, San Francisco and Los Angeles 


Established 1895 











CUSTOMERS DEPEND ON 
THE BIG “U”... AND YOU! 


For over half a century, National Union—the big 
““U”—has dealt only with independent agents. 
It continually reminds its policyholders: 

You are wise to place your insurance through an 
independent agent . . . Your policy includes, at 
no extra cost, all the invaluable services that only 
an independent can provide. 


NATIONAL 
INSURANCE 
Pittsburgh 13 


NION 
COMPANIES 


Pennsylvania 
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George McDowell and Leonard Schmieder, both of America Fore Loyalty 
group, with J. F. Follmann, HIA; Donald G. Parker, General Reinsurance, and 
Irving G. Wessman, America Fore Loyalty at Health Insurance Assn.’s individ- 
ual insurance meeting in Chicago. 





Boston Party Held For 
Humphrey, Watson Of 
Boit, Dalton & Church 


More than 100 friends and associates 
of Frank W. Humphrey and Myron E. 
Watson, partners of the Boit, Dalton 
& Church general agency of Boston, 
attended a joint anniversary and re- 
tirement party in their honor. 

Mr. Humphrey was feted on his 50th 
year with the firm, while Mr. Watson 
was honored upon his retirement after 
30 years with the firm. 

Hosts at the party were the other 
partners in the agency, Frederic C. 
Church, C. Colby Hewitt, Collins Gra- 
ham, Robert W. Harding, Colby Hewitt 
Jr., Maurice B. Rothrock, and Ellis H. 
Carson. 

Maurice H. Saval, president of Amer- 
ican Universal, presented a continuing 
$100 prize to be known as the Frank 
W. Humphrey award, to be given an- 
nually to the outstanding student in 
the fire course at the school sponsored 
by Insurance Library Assn. of Boston. 

Mr. Humphrey is known as an au- 
thority on fire underwriting and Mr. 
Watson for his adaptation of life sales 
techniques to the selling of fire insur- 
ance. 

In addition to employes of the agen- 
cy who have been with the firm at 
least ten years, the dinner guests in- 
cluded Frank W. Boyle, deputy man- 
ager Employers Liability; John P. Cal- 
lahan, assistant vice-president National 
Union; Robert C. Bielaski, vice-presi- 
dent Aetna Fire; William S. King, res- 
ident manager Employers Liability at 
Los Angeles; Fred Morasch, vice-pres- 
ident Fireman’s Fund; E. J. Martin, 
vice-president Phoenix of Hartford; and 
James Wyper Jr., vice-president Hart- 
ford Fire. 
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Springfield-Monarch 
Opens New Regional 
Office At Kansas City 


Springfield-Monarch has established 
a new southwest regional office in a 
temporary location at 4141 and 4143 
Broadway, Kansas City. Deane S. Jae- 
ger has been named manager of Spring- 
field F.&M. administrative sales, un- 
derwriting and claims _ operations. 
Leonard B. Clark was appointed re- 
gional manager of Monarch Life oper- 
ations last February. 

The new office will supervise pro- 
duction, property and casualty under- 
writing, accounting, claims and engi- 
neering service for agents in Missouri, 
Kansas, Oklahoma, Arkansas and Tex- 
as. It is the first of eight new regional 
offices, which the group recently re- 
ported it would open this year. 

Mr. Jaeger was special agent of Rain 
& Hail Insurance Bureau for 10 years 
before joining Springfield F.&M. in 
1947 as special agent at Great Bend, 
state agent, superintendent and man- 
ager at Wichita. 

Mr. Clark represented Monarch in 
Nebraska prior to being named general 
agent at Kansas City in 1941. 


AiU Aids UNICEF Xmas Card Drive 
Christmas cards of United Nations 
International Children’s Emergency 


Fund were displayed in 12 windows 


of the New York office of American 
International Underwriters. Wives of 
top executives of AIU participated in 
the public display and sale of the 
cards. Costs of the project were borne 
by AIU. The cards which are designed 
free by famous artists, are available 
at the U. N. Building, New York. Pro- 
ceeds go to aid needy children around 
the world. 





Posters like this... 

and other selling aids... 
are part of our complete 
promotional program 
available to you (and our 
Fieldmen will always be 

at hand to help you 
on-the-spot). If you're 
looking for sound, all-around 
service .. . from a forward- 
thinking “Old Line 
Company” .. . write today ! 


She Camden 


FIRE INSURANCE ASSOCIATION 
CAMDEN 1, NEW JERSEY, 
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Approach To Voluntary Insurance Offered 


(CONTINUED FROM PAGE 26) 
coverage to protect the public for all 
persons licensed to operate an auto- 
mobile. 

—The plan must be self-liquidating, 
in the sense that as more adequate 
rates are secured for substandard risks, 
they can readily be insured in the vol- 
untary market. 

Two proposals have been made to 
solve the rating, expense and volume 
problems of the present assigned risk 
plans, he noted. They are the plan for 
an assigned risk company advanced by 
William Searl of Auto-Owners, and 
the idea of an underwriting pool 
functioning on the reinsurance princi- 
ple, proposed by Edgar E. Isaacs of At- 
lantic Mutual. 


Prefers Pool Arrangement 


Mr. Rennie prefers the pool arrange- 
ment. He said a separate assigned risk 
company seems to violate his self 
liquidation condition. Nor will a sep- 
arate company solve either the pub- 
lic relations or the rating problems. 
The stigma will still be felt by anyone 
who is shunted into the assigned risk 
company. Under this kind of pressure, 
the ability to secure rate differentials 
sufficient to pay losses and expenses 
of the substandard risks may continue 
to be difficult, although the legal posi- 
tion of the company to request ade- 
quate rates may be impeccable. And 
politicians might try to gain control 
of such a separate corporation and 
convert it into a state operated fund. 

The pool method of operation has 
many advantages, he said. It would re- 
move the stigma assigned risks feel 
under the present system. It would 
eliminate many of the expenses of the 
assigned risk plan, and would avoid 
most of the costs of a separate com- 
pany. It would use the existing agency, 
underwriting, and claim facilities of 
each insurer. 


Would Eliminate Reinsurance 


However, Mr. Rennie would elimi- 
nate the reinsurance features from the 
pool and convert it into a _ simple 
clearing account. Thus each company 
would write all business presented to 
it by its agents. Underwriters, using 
free exercise of judgment, would de- 
cide whether the risk was one which 
the company would insure, or whether 
it was a clearing account risk. If the 
latter, they would forward the details 
to the clearing account office. Similar- 
ly, if at a later time a particular risk 
in the insurer’s own portfolio fell be- 
low its underwriting standards, it 
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would be transferred to the clearing 
account portfolio, or vice versa. 

Each company would be allowed 
permissible loss and expense ratios to 
administer the clearing account bus- 
iness. The companies would thus build 
up credits or deficits in the clearing 
account business. Credits or penalties 
would be levied to offset any vari- 
ations in the percentage of clearing 
account business on its books which 
was above or below the average. Any 
over-all deficits in the clearing ac- 
count would be raised through an as- 
sessment levied against each partici- 
pating member of the clearing account 
in proportion to its total writings of 
automobile liability business. 

Would Eliminate Delay 

Such a clearing account would, Mr. 

Rennie explained, permit every licen- 


sed driver to obtain coverage without 
delay. It would generally eliminate the 





problem of cancellations, rejections, 
and assigned risk involvement. No 
burdensome administrative 


expenses 
would be encountered because each 


company’s regular underwriting and |} 


claims facilities would be used. No 
separate corporate entity would be 
needed to handle the clearing account. 
The clearing account could be gradu- 
ally self-liquidating because each in- 
surer would be gathering experience 
on its substandard account risks and 
would have an incentive to devise rat- 
ing plans to incorporate them profit- | 
ably into its own portfolio. And fi- | 
nally, it would be consistent with the | 
principle of private, competitive in- | 
surance by encouraging insurers to | 
expand their voluntary markets. 


Have Made Breakthrough 


The independent companies, Mr. 
Rennie said, have made a_ break- 
through in measuring loss producing 
potential of drivers, and in classifying 
them accurately according to their ex- 
pected costs. Some of the most con- 
spicuously successful indepencents owe 
their rise to the technique of finding 
and reclassifying preferred risks who 
formerly were lumped together with 
others in higher premium classes. Con- 
versely, they have also identified un- 
desirable risks within preferred groups | 
and reclassified them at rate levels 
which more accurately reflect their 
true experience. 

Sound and objective underwriting 
standards have been prepared which 
take into account the human and en- 
vironmental risk factors producing 
loss, Mr. Rennie declared, adding that 
a measure of their accuracy is found 
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HXCHANGE 
GROUP 


ROYAL EXCHANGE ASSURANCE - PROVIDENT INSURANCE COMPANY OF NEW YORK 


55 Fifth Avenue, New York, New York 


Associated with 
SUN INSURANCE OFFICE, LTD. AND ATLAS ASSURANCE COMPANY, LTD. 
Representatives in Principal Cities and Towns of the United States 
and in Most Countries Throughout the World. 
FIRE, MARINE, CASUALTY, FIDELITY & SURETY 
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DAVENOBINGHNEWACONCERITS 


...our Agents and 
Phoenix of London Group— 
* * a time-tested 


profit-making 
partnership. 





Build your future with... 


PHOENIX OF LONDON GROUP 
55 Fifth Avenue New York 3,N.Y. 
Phoenix Assurance Company of New York 


London Guarantee & Accident Company, Ltd. 
The Union Marine & General Insurance Company, Ltd. 





providing protection for more tran seven quarter centuries 





‘To Actual Cash 
Value? 


Against Inadequate 
Proof of Loss? 


ARE 

YOUR 
CLIENTS 
INSURED... 


Against Inequitable 
Premiums? 


Marshall and Stevens’ brochure, What Every Property Owner 
Should Know About Appraisals, will help you show your clients 
how appraisals can assist in setting up an effective insurance pro- 
gram. It is yours for the asking. Write Marshall and Stevens, 


Department 45, 6 Church Street, New York 6, New York. 
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in the loss experience of the so-called 
“clean risks” in the assigned risk plans 
—the group with no record of traffic 
violations, accident involvement, or 
convictions for certain traffic viola- 
tions. The loss ratios of these “clean 
risks” in most states have been con- 
siderably worse than for the sur- 
charged or “unclean risks,” and much 
worse than for insured who secured 
coverage in the voluntary market. The 
same holds for claim frequency. 

Mr. Rennie commented that the fac- 
tors which form the basis of an un- 
derwriter’s decision on any particular 
risk can be measured with increasing 
precision. The underwriting depart- 
ment of Nationwide Mutual has identi- 
fied those risk factors among the at- 
tributes, background, and experience 
of insured which are significantly re- 
lated to accident frequency. A study 
of. 2,666 cancelled policyholders (for 
other than non-payment) show they 
had more than their relative share of 
both major and minor traffic viola- 
tions. However, they had significantly 
fewer accidents, relatively, than the 
average in-force policyholders, whether 
counting those with only one accident, 
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or those with three or more. This fac- 
tor, Mr. Rennie noted, is probably 
highly correlated with the high inci- 
dence of young drivers and the higher 
proportion of motorists having less 
than two years of driving experience 
among the cancelled group. 

Relatively fewer people over 60 
years of age are cancelled than there 
are in the average policyholder group, 
he reported. In fact, cancellation rate 
for those over 70 is insignificant even 
on a relative basis. This refutes some 
of the recent complaints made to Sen. 
Condon’s joint committee on insur- 
ance rates and regulation in New York 
and to the results of a survey on mar- 
ket restrictions made by the New York 
department in 1959. 

Older cars tend to be associated with 
cancellations, but they seem to be re- 
lated more significantly to other ad- 
verse factors, such as age of driver, 
driving reputation, job instability, and 
poor car condition. Nationwide Mu- 
tual found in another study that older 
cars are associated with initial rejec- 
tions less frequently than the average. 

Mr. Rennie said the study indicates 
that underwriters give more consid- 
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same for you. 


330 S. Wells St. 


Michigan 





Me 


WE ARE GROWING! 


WE PROUDLY ANNOUNCE A NEW ADDITION TO OUR 
SERVICE. WE CAN NOW GIVE THE SAME HIGH QUALITY 
REPORTS TO LIFE AND ACCIDENT AND SICKNESS COM- 
PANIES THAT WE HAVE BEEN GIVING CASUALTY COMPA- 
NIES IN THE PAST AND AT THE SAME REASONABLE RATE. . . . 


Since June 1, 1960, we have been giving this service to many 
of the Nation’s leading insurance companies and can do the 


We also make full claim reports on death, disability, loss of 
income, accident and health and all allied lines. 


The manager of this new department has 13 years experience 
in this field and asks only that you give him a trial. We are 
sure you will be highly pleased with this service. 


ILLINOIS SERVICE BUREAU, INC. 


Chicago, Illinois 


UNIVERSAL SERVICE BUREAU 


Wisconsin 


~ 


WAbash 2-3743 


Indiana 
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eration to the individual loss-gener- 
ating attributes of the insured rather 
than simply to his role as a member 
of a_ statistically undesirable group. 
Thus, poor home environment is a more 
significant factor than poor neigh- 
borhood environment. Similarly, ad- 
verse personal attributes which are 
known to be highly related to at-fault 
accidents, such as poor driving repu- 
tation, job instability, and adverse fi- 
reputation, are significantly 
correlated with cancellations. 

The study shows conclusively, in 
Mr. Rennie’s opinion, that this group 
of 2,666 cancellations constituted a 
class of drivers who, in terms of ar- 
rests and convictions, car condition, 
driving reputation, financial reputa- 
tion, and personal responsibility, rank 
much lower than average Nationwide 
Mutual policyholders on any objective 
scale of measurement. 

“If auto liability insurance were a 
voluntary coverage, and if insurers 
were free to set rates on each class of 
drivers according to its expected cost 
of protection, I am sure,” said Mr. 
Rennie, “that the independent com- 
panies could expand their capacity to 
serve all segments of the market want- 
ing to buy protection to the indicated 
premium levels.” 

But auto liability insurance is no 
longer a voluntary coverage, he av- 
erred. Nor are companies free to 
charge higher premiums on _ substan- 
tial risks, even though the loss ex- 
perience justifies increasing rate dif- 
ferentials. “The outstanding fact re- 
lating to automobile liability insur- 
ance today is that it has now ac- 
quired many of the aspects of social 
insurance. It is looked upon primarily 
as protection to the public rather than 
to the policyholder.” 


42 CPCU Teachers Attend 


Conference In Cleveland 


A total of 42 CPCU teachers from 
north central states attended a con- 
ference conducted in Cleveland by 
American Institute. It was the first 
of the 1960-61 series of conferences 
which have as their theme current 
CPCU developments. 

Teaching techniques for CPCU study 
classes conducted at universities and 
colleges were discussed in an idea- 
sharing session by college professors, 
attorneys and CPUs who teach the 
courses. 

Also discussed at the Cleveland ga- 
thering were CPCU curriculum revi- 
sions, use of the new CPCU study 
guide, insurance survey teaching, and 
teacher contact bulletins. 


In Ia. For New Hampshire 


New Hampshire has appointed Wil- 
liam P. Prescott, a graduate of the 
company’s advanced training program, 
special agent at Cedar Rapids. He 
will work with Harry W. Dunker, state 
agent. 
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National Union 
Names William Hood 


Indiana Manager 


William S. Hood has been appointed 
Indiana manager by National Union 
companies. He will maintain head- 
quarters at company offices in Indian- 
apolis. 

Mr. Hood was formerly with Hart- 
ford Accident at Indianapolis. 


Finnegan President Of 
Wisconsin Health Assn. 


Wisconsin Assn. of Health Under- 
writers, at its annual meeting in Mil- 
waukee, elected Robert J. Finnegan, 
Mutual Benefit H.&A., Milwaukee, 
president to succeed Thomas J. Calla- 
han, Time, Milwaukee. Mr. Callahan 
advanced to chairman. 

Edward L. Dunn, Time, Milwaukee, 
is the new president-elect, and vice- 
presidents are Gibson Wright, Eau 
Claire, and John McGinnis, American 
Casualty, Milwaukee. Donovan Mor- 
rissey, Milwaukee, was elected secre- 
tary to replace Leo E. Packard, Mil- 
waukee, who declined reelection for a 
16th term. Robert Stafford, Milwau- 
kee, became treasurer. 

V. J. Skutt, president of Mutual of 
Omaha and past president of Health 
Insurance Assn., in his talk, “The Wel- 
fare State vs The Free State,” em- 
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phasized the advantages of the volun- | 


tary way of insuring the public and 
danger of continual 
government coverages, except for the 
needy. 

Also appearing on the program were 
Howard Clarke, insurance instructor at 
Loyola University, who described 
“How To Cash in on Today’s Best In- 


expansion of | 


surance Market,” and Chester Elson, | 


Mutual ef Omaha, Des Moines. 


Mr. Wright won the S. L. Horman 


man-of-the-year award for 1960. The 
award was presented by Mr. Horman, 
vice-president of Time of Milwaukee 
and winner of the international assoc- 
iation’s Harold R. Gordon award for 
this year. 


Stringfellow, Gaines To 
Dixie Auto Claims Posts 


Dixie Auto has advanced Ben M. | 


Stringfellow Jr. from assistant secre- 
tary-treasurer to claims manager. 


E. J. Gaines Jr. has joined the com- | 


pany as casualty claims supervisor. He 
was manager of Clement & Co., ad- 
justers. 


50 Cent Extra Dividend 
For Continental Casualty 


Directors of Continental Casualty 
have declared the regular dividend of 
25 cents and an extra of 50 cents. Stock- 
holders will receive their regular quar- 
terly dividend and the extra Dec. 1 
to stock of record Nov. 16. 








TREATY- FACULTATIVE 
EXCESS - CATASTROPHE 
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‘Reinsurance only 
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UNDERWRITERS REINSURANCE SERVICE, INC. | 
1371 PEACHTREE STREET, N. E., ATLANTA 9, GA. 


TELEPHONE 
TRINITY 2-4737 


CABLE ADDRESS 
REINSURE-ATLANTA 


GEORGE W. CAMPBELL JR., PRESIDENT 
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Kefauver Discusses 
D. C. Rate Bill At 
NAII St. Louis Meet 


(CONTINUED FROM PAGE 9) 


' insurance is, of course, clearly inter- 


state commerce, there has been no 


| showing that a comprehensive system 
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of federal regulation is needed. Nor 
has it been demonstrated that such a 
system would be superior to state reg- 
ulation.” 

Remarking that it is often contended 
that a principal advantage of state 
regulation is its “closer awareness of 
problems at the grass roots,” the Sen- 
ator said he was “very disturbed” to 
learn during the hearings last year 
that many state and regional advisory 
organizations in the fire field had been 
abolished and their functions merged 
into “a national organization operating 
out of New York City.” 

Sen. Kefauver said he has previous- 
ly voiced “alarm” at the trend to con- 
centrate all contro] in one place with 
the “operations of people and com- 
panies all over the United States run 
by a handful of people in New York. 
I foresaw in this development further 








Rough 
estimates 
are 


hazardous 


It’s like buying stocks on tips. Some- 
times they are right, but much more 
often rough estimates are wrong. 

Your clients could lose heavily when 
property values are based on “‘guessti- 
mates.”” When a loss occurs, the adjuster 
wants facts—not guesses. “I think’’ 
raises doubts; “I know” instil!s confi- 
dence, but “I know” backed by support- 
ing evidence carries conviction. 

The safest step is to recommend an 
American Appraisal. It is thorough and 
detailed, based on facts that are 
convincing, and is backed by an organi- 
zation with more than 60 years of 
leadership in the field. The methods and 
procedures of The American Appraisal 
Company have stood the test and have 
won approval in hundreds of fire loss 
adjustments. 

American Appraisal reports are good 
protection for your clients and good 
protection for you. 


LEADER IN PROPERTY VALUATION 
The 

AMERICAN 
APPRAISAL 


Company 


Home Office: Milwaukee 1, Wisconsin 
Offices in 18 Cities Coast-to-Coast 
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opportunity for the dominant compa- 
nies to tighten their grip on the rating 
structure. I see no reason to alter this 
view.” 

The answer, he declared, must lie 
in greater regulation of the national 
advisory organizations by the states, 
and the O’Mahoney rate bill for the 
District of Columbia provides such a 
remedy. “It would subject national 
and local advisory organizations to the 
kind of surveillance which would en- 
able local regulatory authorities to 
keep their power and influence in 
check.” 

The Senator also touched on the 
need for prompt action by the states 
in acting on requests for admission, 
saying he feels it is significant that 
many of the applications “accumulat- 
ing dust” are those of independent, 
lower rate insurers. He said he does 
not believe that state laws which re- 
quire all companies to adhere to the 
same rates are consistent with the 
purpose and spirit of the McCarran 
act. “Such laws make a mockery of 
competition.” 

Prior approval by the commissioner 
before rates become effective “has 
seriously deterred competitive proc- 
esses,” Sen. Kefauver said. The D. C. 
bill, with rates effective automatically 
upon filing, allows rates to achieve 
their proper level as a result of the 
natural working of the market place. 
“IT firmly believe the bill proposed for 
the District of Columbia represents 
the inevitable progression of your in- 
dustry in the direction of more com- 
petition,” he declared. 


Aetna Casualty Opens 
New Baltimore Office 


Aetna Casualty has opened a new 
Baltimore office and has appointed E. 
J. Notley manager. The office will be 
responsible for developing casualty, 
fire, marine and bonding business in 
the Baltimore area and most of north 
and east Maryland. 

Mr. Notley joined the company 25 
years ago in the claim department at 
Syracuse. He advanced to zone claim 
superintendent at Cleveland in 1953 
and was named superintendent of the 
claim department at Washington, D. C., 
in 1957. 


Bowdring Heads Fund's 
Disability Unit In West 


C. Joseph Bowdring has joined Fire- 
man’s Fund as manager of the west- 
ern department disability division at 
Chicago. He has been manager of the 
Chicago A&S department of Conti- 
nental Casualty 


Richards In Mass.. R.I. 
For Employers Liability 


Employers Liability has appointed 
Robert T. Richards inland marine spe- 
cial agent in Massachusetts and Rhode 
Island. He was with Boston as an in- 
land marine underwriter for eight 
years before joining Employers Lia- 
bility in 1959. 


Boston Advances Hunter 


Boston has appointed John B. Hun- 
ter loss superintendent of the new 
claims office in Manchester, N. H. He 
has been an adjuster at Boston. 

Aetna Casualty has prepared an il- 
lustrated folder detailing procedures 
of the mouth-to-mouth rescue breath- 
ing techniques of artificial respira- 
tion. The folders, titled “The Breath 
of Life,’ are being distributed na- 
tionally. 


Illinois Agents Study 
Sate Driver Plan 
At Annual Meeting 


(CONTINUED FROM PAGE 19) 
effort on the part of company field 
forces and their producers is necessary 
to make these tools regain the mass 
market risks which our companies 
have steadily been losing to deviating 
and specialty companies. 

The stock agency companies not 
only intend to stay in the private 
passenger automobile market, but they 
intend to regain their previous posi- 
tion of pre-eminence. The first step 
forward, therefore, is to have com- 
petitive rates as well as adequate 
classification systems, together with 
energetic sales efforts.” 

Stetson Ward of New Haven, pres- 
ident Connecticut Assn. of Insurance 
Agents, described the Connecticut safe 
driver plan and the methods used by 
the state association to familiarize the 
agents with the ramifications of the 
plan, as well as the new special auto- 
mobile policy. 

Donald W. Perin, Chicago, chairman 
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of the Illinois association’s automobile 
committee, said that officially the as- 
sociation is “in the dark” as to what 
new automobile coverage forms or rat- 
ing plans may become available in 
Illinois or exactly when, “but by ob- 
serving the approval of new optional 
plans in other states and by piecing 
together bits of information we have 
gathered during the past 12 months, 
we believe we have a rather complete 
picture of the automobile changes 
which will probably occur, and we be- 
lieve that they will be officially an- 
nounced in the very near future.” 

He stressed that National Bureau 
had actually come up with a new ap- 
proach, since it is a refinement of the 
classification plan and not to be con- 
fused with earlier attempts back in 
the ’30s which were forms of exper- 
ience rating. The bureau companies 
hope by the new plan to “overcome 
the position they have been forced in- 
to of screening the screenings,” he 
said. 

Joseph F. Prola, Springfield, chair- 
man of the legislative committee, was 
moderator. A great deal of interest 
was evidenced by the number of ques- 
tions from the audience. 





C. F. W. Burns 


President 
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The Crown Life Insurance Company 
of Toronto, Canada 


on August 20th, 1960 
passed 


ONE BILLION OF INSURANCE 
| IN FORCE 
IN THE UNITED STATES 


For this outstanding growth, the Directors 
and Officers congratulate our General Agents 
and their associates who serve the 
needs of the American people in the 46 states 
in which Crown Life is licensed. 


The Crown Life is proud to have achieved 
this growth on the merits of the 
Company’s portfolio and to warrant the 
recommendation of so many 
Underwriters throughout the United States. 


A. F. Williams 
Vice-President 
and Managing Director 
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Editorial Comment 
It Depends On Who Pays The Bill 


In a chance remark at the recent 
annual conference of Council on Em- 
ployee Benefit Plans in New York, 
Melvin A Hansen of Cleveland Twist 
Drill Co. pin-pointed a problem which, 
if it isn’t already, should be of growing 
concern to insurance companies en- 
gaged in selling group A&S coverages 
to American industry. This is the 
growing tendency among labor unions 
at bargaining tables to demand and 
win non-contributory plans for work- 
ers. 

Mr. Hansen, general chairman of the 
conference, in his closing remarks to 
this group of employe benefit plan 
administrators from some 60 large 
companies representing a cross-section 
of U. S. industry, said that when his 
company’s Blue Cross plan was avail- 
able to workers on a_ contributory 
basis, whenever rates increased or 
threatened to rise, workers set up a 
hue and cry that could be heard from 
one end of the plant to the other. 
Recently, however, Cleveland Twist 
Drill’s plan became non-contributory, 
and now when the local Blue Cross 
has asked for another rate increase, 
Mr. Hansen declared, “The place is 
as quiet as a tomb.” 

In other words, and this would apply 
to the plans of private insurers, when 
employes share the cost of a plan, a 
boost in rates hurts them and they 
react. When someone else is paying 
the bill, however, they are not in- 
clined to do anything about it—wheth- 
er to protest the increase or to pre- 
clude the necessity of a rate rise by 
keeping utilization to a minimum. 

Although A&S insurers can and do 
adjust their rates upwards when over- 
utilization increases their costs of car- 
rying a group plan on the _ books, 
generally speaking, they prefer the 
contributory plan. One insurance com- 
pany cites as proof of this the fact 
that the plan for its own employes is 
contributory. Moreover, they say, work- 
ers have a greater appreciation for 
those things that they pay for them- 
selves or have a part in paying for and 
cooperate better with an employer on 
claim control measures. They are 
quicker to learn what the plans offer 





and what they don’t offer, and are not 
quite so ready to demand more and 
more benefits when they are helping 
to foot the bills. 

Over the long haul, of course, insur- 
ance companies, using the rate adjust- 
ment device, will come out about 
even, whether the A&S group plan is 
contributory or non-contributory. But 
a contributory plan, or so some mem- 
bers of the industry feel, lends itself 
to a greater stability in rates. Then, 
too, one company’s experience has 
shown, it is sometimes easier to nego- 
tiate a rate change when two parties 





Personals 


W. A. Brooks, president Oregon Auto 
and Mrs. Brooks flew to Europe after 
attending the meeting of National Assn. 
of Independent Insurers at St. Louis. 
They will spend three weeks abroad 
on a combined business and vacation 
trip. 


Richard E. Haefer Sr., St. Louis 
agent, has been presented the Alumni 
Falcon award by Quincy College for 
rendering ‘outstanding personal serv- 
ice to the college.” 


S. H. Warner, vice-president of 
E. H. Crump & Co., Memphis, was 
honored as Insuror of the Year by 
members of Insurors of Tennessee at 
the annual convention in Nashville. A 
past president of Insurors of Tennessee 
and long an active leader in insurance 
circles, Mr. Warner was elected to the 
executive committee of NAIA at its 
annual meeting in September. For the 
past year he has been chairman of the 
NAIA property committee. 


Frederick J. Orth, vice-president and 
assistant general counsel of North- 
western Mutual, has been elected to the 
American College of Trial Lawyers. 
Only 15 attorneys from the state of 
Washington have been selected for 
the honor. 


G. A. O’Sullivan, vice-president of 
the Landis, Pelletier & Parrish agency 
of Seattle, has been released from the 
hospital following a heart attack and 
will resume work shortly. 


(management and labor) are involved 
and are sharing the cost of any rate 
increase. 

Unfortunately, the tendency in col- 
lective bargaining agreements these 
days is towards the non-contributory 
plans. A union that is negotiating for 
a wage increase for its members will, 
for example, take part of it in A&S 
insurance, because at least that portion 
of the raise represents a non-taxable 
net gain. At the same time, manage- 
ment sees little difference between 
having to lay out more money for 
wages or the same amount for health 
insurance. 

A few large companies are aware 
that the chances for over-utilization 
are greater in non-contribut y plans 
than in contributory plans cnd that 
the dollar they spend today on A&S 
coverage may become $1.10 much 
sooner than they anticipated when 
they signed their bargaining agree- 
ments. But these holdouts are rapidly 
becoming fewer in number with each 
passing year, as labor unions become 
more and more insistent upon having 
management assume the full cost of 
the plans.—William Macfarlane, assist- 
ant editor Life Insurance Edition. 





Deaths 


CLIFF C. JONES Sr., 81, who until 
last July was chairman of Kansas City 
F.&M. and presi- 
dent of R. B. Jones 
& Sons agency of 
Kansas City, died. 
He entered insur- 
ance in 1900 and 
became president 
of Kansas City 
F.&M. in 1929. 
From its incorpor- 
ation in 1933 until 
last July, he head- 
ed the Jones agen- 
cy, which, since its 
founding in 1889 
by his father, Richard B. Jones, has 
engaged in extensive international bus- 
iness and has become a leading broker 
of London Lloyds. In 1925, he was pres- 
ident of National Assn. of Insurance 
Agents, and he had been president of 
the Kansas City, and Missouri associa- 
tions. He was also president in 1937-39 
of National Assn. of Casualty & Surety 
Agents. 

Interested in music, Mr. Jones was 
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active in launching the Kansas City , 
Philharmonic orchestra and was al 
trustee of the Philharmonic Assn. and | 
Kansas City Conservatory of Music. | ' 
In 1929, he was the first Kansas City 
passenger of the Western Air Express 
(now Trans-World Airlines) inaugural | 
flight from Kansas City to Los Angeles. \ 
Last year he was a passenger aboard 
the first TWA jet flight from San Fran- } 
cisco to New York. 

A son, Cliff C. Jr., is chairman of | 
R. B. Jones & Sons, and a brother, 
Morton T., is president of both the 
agency and Kansas City F.&M. 


F. ALBERT ROLOSON, 175, chair- 
man of the Baltimore agency of Riggs- | 
Warfield-Roloson, died there. He en- 
tered the business in 1901 with the 
old Central Fire of Baltimore and 
worked there until 1919 when he went 
into the agency business with the firm 
of Riggs, Rossman & Hunter. In 1925 
he became a partner in the firm * 
Henry W. Warfield-Roloson Co. and 
continued that association until 1946 
when the Henry M. Warfield-Rolo- 
son Co. consolidated with his for- 
mer employer, Riggs, Rossman & 
Hunter to become Riggs-Warfield-Rol- 
oson. He had been chairman since 
1949. He was long active in the state 
agents’ association and served 10 years 
as a director of National Assn. of Cas- 
ualty & Surety Agents. 


SAMUEL CARLILES, 46, secretary- 
treasurer of Rochdale Ins. Co. and a 
member of the executive staff of Booth, | 
Potter, Seal & Co., Philadelphia broker, 
died after a brief illness. 


FRANK J. HANSON, 67, local agent 
at Paterson and a New Jersey legisla- 
tor from 1926-29, died at his home in 
Totowa, N. J. 


WILLIAM G. LUPTON Jr., 54, local | 
agent at Short Hills, N. J., died at Nor- 
ristown, Pa., after suffering a heart 
attack while driving on the Pennsyl- 
vania Turnpike. 


ARTHUR F. DETROW, 71, retired 
vice-president of Maryland General 
Agency, Hagerstown, died. 


JAMES M. RYAN, 76, retired vice- | 
president of Marsh & McLennan and 
thereafter an independent fire ad- 
juster in San Francisco, died. He was 
one of the last of the old veterans of , 
the early days in fire insurance on the 
Pacific Coast, having served actively 
more than 50 years. For many years 
he had been an executive with the 
J. B. F. Davis & Sons general agency. 
He went with Marsh & McLennan 
when his firm was merged following 
the death of the senior partners. 


THOMAS P. ZANELLA, 67, former | 
western department manager of Joseph ' 
Froggatt & Co., insurance accountants, 
died at Fort Lauderdale after a brief 
illness. Mr. Zanella was with Froggatt 


— 


& Co. at Chicago, for 35 years. He 
retired in 1958. 
SIDNEY B. SABANS, 62, fire and 


inland marine underwriter at Chicago 
of Northern of London, died of a heart , 
attack. He had been with the com- 
pany since 1925. 


Mrs. LILLIAN WALLACE, 32, wife 
of Harry Wallace, secretary of LaSalle | 
Casualty, died at her home in Wilmette, 
Ill. ' 





Tifft-Layer & Co., Philadelphia 
agency, is marking its 40th anniver-| 
sary in business. The firm was founded | 
by John A. Tifft, who served as secre- 
tary-treasurer for many years of Inde- 
pendent Agents & Brokers Assn. of 


Philadelphia & Suburbs. 
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Merit Rating Plan 
Approved In Ark. 


LITTLE ROCK—A merit rating or 
“safe driver” plan has been approved 
in Arkansas by Commissioner Combs 
effective Nov. 1. Arkansas is now the 
16th state to approve a form of merit 
rating for private passenger automo- 
bile insurance. 

The new safe driver plan may be 
applied to the family automobile policy 
or may be used in connection with the 
new special automobile policy of Na- 
tional Bureau and National Automo- 
bile Underwriters Assn., which Com- 
missioner Combs also approved. The 
special policy is a single limit, all- 
inclusive package policy written on a 
sx months’ basis and billed directly by 
the company. 

Although the new filing is effective 
Nov. 1, its use will probably not be 
mandatory until Jan. 1, 1961 by which 
time, according to the department, 
companies will have to exercise an 
option of (1) refusing the safe driver 
plan altogether and continuing to write 
the family auto policy at manual rates; 
(2) accepting the safe driver plan and 
applying it to the family auto policy, 
in which case they cannot write the 
family policy at manual rates; or (3) 
accepting the special policy which can 
be used only with the safe driver plan. 

While approving the safe driver plan, 
the department also approved rate in- 
creases of 7% for commercial auto- 
mobiles and 15.7% for garage liability 
risks. 

Announcement was made by Arkan- 
sas Assn. of Insurance Agents that it 
plans a series of regional educational 
meetings, probably during the week of 
Nov. 14th, to acquaint agents with the 
safe driver rating plan and the new 
special policy. The schools will be 
staffed by home office company men. 


Hold Open House At 
Policywriting Office Of 


Alexander & Co. Agency 


Alexander & Co. agency of Chicago 
held an open house at its new policy- 
writing office in suburban Downers 
Grove recently, with more than 100 
company men and members of the 
families of the employes attending. 

This office has been in operation 
since 1952 when it started with three 
girls. Now there are 28 divided into 
two groups, one doing the policy rating 
and writing for casualty and the other 
for property. 

Alexander & Co. was the first major 
agency in Chicago to take advantage 
of the suburban labor force by moving 
a part of the operations out of the 
downtown area. The venture has been 
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successful. The new office provides 
3,600 feet of working space plus room 
for storage. Mrs. Jane Haliday, director 
of female personnel, is manager of the 
Downers Grove office. She is assisted 
by Dorothy Cowart, in charge of pro- 
perty policies, and Stephanie Riva, in 
charge of casualty. 


Western Loss Asan. Elects 
W. J. McCarren President 


W. J. McCarren, Hartford Fire, is 
the newly elected president of Western 
Loss Assn. He was named to succeed 
R. C. Schoewe, Sun-Atlas-Royal Ex- 
change group, at the annual meeting 
recently at Delavan, Wis. The vice- 
president is James J. Fegan, Travelers: 
secretary, F. E. Woodman, North Brit- 
ish, and treasurer, Howard E. Stein, 
Glens Falls. 

The meeting drew representatives 
from 29 member companies, and guests 
included representatives of two insur- 
ance law firms, General Adjustment 
Bureau, Underwriters Adjusting and 
Underwriters Salvage. 

E. W. Gielow, Phoenix of Hartford, 
program chairman, arranged panel 
discussions of collapse, mysterious dis- 
appearance, structural damage, ocean 
cargo, and expenses. 


Insurer Stock Bid 
Prices Are Listed 


(CONTINUED FROM PAGE 7%) 





































Company 12-31-59 6-30-60 10-31-60 
Globe & Rep. ..........0 2014 19% 21% 
Govt. Employees ........ 88 78 72 
Govt. Empl. Life ........ 5934 58 52 
Great American ........ 43 43% 44%, 
Gr. Am. Life Und....... 680 640 690 
Great Southern Life 83 68 67 
Great-West Life . 344 345 360 
Gulf Life 20% 185% 165% 
Hanover ........... 3912 421% 42 
Hartford Fire 50% 48%, 49 
Hart. Steam Boil. . 8612 75 8314 
BI scctintelciaitinaniacicitinints 53 54% 59%, 
Ins. Co. of No. Am... 65 64 62 
Interstate F.&C. ........ 15% 12% 144% 
Jeff. Standard Life Vi 38% 39% 
. ae 3142 32 
K. C. F.&M 2812 31 
K. C. Life 1220 1210 
Lamar Life 30 
Liberty Natl. Life .... 56% 56 
Life Companies 9% 
Life & Cas. .... 16% 155% 
Life of Va. .. 50% 52 
Lincoln Natl 237 199 
Maryland Cas. .. 35% 34% 
Mass. Bonding .. 41 35 
Mass. Indemnity ........ 40 34% 
Mass. Protective ......... 71 68 
Merchants Fire ........... 31 33% 
Merch. & Mfrs. .... 12% 13% 
Midwest United .......... 35% 34 
Monumental Life 52 52% 
National Fire .............. 142 110 
Natl. Life & Acc. ...... 115 98 107% 
Natl. Old Line ....... . 15% 15% 12% 
National Reserve 158 155 150 
National Union 3634 35% 3634 
Nationwide Corp 37% 3242 26% 
New Amst. Cas. .. 4834, 50% 52% 
New Hampshire ......... 51 52 52 
ee ee 14 13% 12% 
Northern of N. Y. . 41% 39% 38% 
Northern Life .............. 136 136 132 
Sf EE 93 83 
N. W. Natl. Life ......... 97 93 93 
GI I  seisscctcncccsenenns . 28% 2312 23% 
Ohio State Life .......... 62 43% 3642 
Old Line Life ............... 72 60 60 
Old Republic Life ...... 15% 19 17 
Old Republic Ins. ...... 14 15% 1342 
Pacific of N. Y. .......... 58 55 54 
Pacific Indem. ............ 2158 25 25% 
IE cecsabininnintinesacenses 22 21% 20 
Philadelphia Life ...... 435% 49% 49 
Phoenix of Hartford 82% 78 79% 
(, St a 15 16% 
Prov. Life & Acc. ...... 99 81 80 
te ek 20% 20% 18 
Quaker City Life ...... 4634 50% 47% 
Reinsurance Corp. ... 19 21% 22 
eee 49 5342 55 
Republic, Dallas ..... 603% 55 52 
Republic Natl. Life . 33 35% 30 
St. Paul F.&M. ........... 603% 5642 55% 
Seaboard Surety ........ 43 33 3212 
CS Ee 51% 57 
Southland Life ............ 98 88 81 
Southwestern Life 60 52 50 
Springfield F.&M 305 32% 30% 
Standard Acc. .. 58% 49% 45 
Standard Life ..... 60 50 49 
yn ET 85% 8342 8742 
United, Chicago ......... 33% 35% 30 
United Services Life... 49 46 54 
G. b 4042 383% 
oo to 
V2 
Var. Annuity Life ... 812 
i. 5642 461 43 
Wis. Natl. Life ............ 40% 31 281 
Westchester ........ 29% 293%, 31 
Western Cas. ..... 39 39 38 
West Coast Life 31% 31 29 





New officers of 
New Mexico In- 
surors—R o bert 
Beckett, Deming, 
v ic e-president; 
Herbert C. Dick- 
inson, Farmington, 
president, and Paul 
Rubincam, Albu- 
querque, state na- 
tional director. 
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New Mexico Agents Name Dickinson 


(CONTINUED FROM PAGE 7) 

long look being given to gross income 
from all sources, Mr. Herndon pre- 
dicted. This will obviously benefit such 
companies as Allstate, the dominating 
influence in the National Committee 
for Insurance Taxation, and the mov- 
ing force behind a revived interest in 
insurance company tax structure, he 
said. 

New Mexico agents were warned 
that the Dec. 19, 1959 ruling of the 
Internal Revenue Bureau places in 
jeopardy the tax deductibility of dues 
paid those state and national associa- 
tions which engage in lobbying activ- 
ities as a part of their over-all opera- 
tion. 

Mr. Herndon said NAIA will seek 
the cooperation of its state associations 
in an effort to obtain legislative relief 
in the next congress from this very ad- 
verse ruling. If the American agency 
system is to continue to grow, agents 
must be free to advocate legislation in 
the public interest and to oppose legis- 
lation that would impose undue and 
restrictive hardships upon them. 

Ingram B. Pickett of the New Mex- 
ico department spoke very emphatic- 
ally on the duties of the department 
and some of the inadequacies it now 
contends with; namely, a lack of suf- 
ficient funds to staff it. Mr. Pickett 
said his department was not, however, 
unique in this matter since the O’Ma- 
honey report stated thtere is a lack of 
funds in most state insurance depart- 
ments. 

Harold G. Evans, president Amer- 
ican Casualty, said he felt automation 
would be one of the key factors in the 
future. It would allow companies to 
establish rates much more accurately 
and to do so faster than in the past— 
since the data could be processed al- 
most immediately on the new EDP 
machines being installed almost daily 
in many of the larger companies. 

Mr. Evans predicted that rates in 
the future would no longer be based on 
last year’s experience, but on current 
experience, due to automation’s almost 
instantaneous results. 

In his president’s message, Mr. Oh- 
linger noted that the “new-new,” or 
1959 homeowners had not been ap- 
proved in New Mexico and said he 
would be opposed to its filing since 
adequate statistics on the 1958 home- 
owners have not been available. Fur- 
thermore, many companies are com- 
plaining about 1959 being a bad loss 
year, at least in regards to fire expe- 
rience. 

Mr. Ohlinger said he thought ap- 
proval of such a policy now would only 
create a much worse situation when 
the companies finally hit bottom in 
this “so-called competitive rate war.” 

Of the two panels, the one on “In- 
surance Law” provided agents with an 
idea of how in the past 15 years there 


have been some very severe changes 
in public opinion and in judicial law 
pertaining to agency agreements and 
contracts. The other panel, “Perpetu- 
ation of an Agency,” suggested that 
perpetuation will be a major problem 
during the 1960s for many state agents 
unless there are adequate arrangements 
made immediately to cover the crisis 
of the loss of the major principal in 

The panel further suggested that 
many agencies will be sold on court- 
order, or operated with a lack of ade- 
quate personnel due to a lack of plan- 
ning, although this situation will main- 
ly be seen in the small one and two 
man operations. Today, many arrange- 
ments can be made by the small agent 
to perpetuate the life of his agency 
through various insurance plans being 
offered to the business man. 

A new award was initiated this year: 
The outstanding company award, 
which went to U.S.F.&G. Russell L. 
Smalley, manager at Albuquerque, re- 
ceived the award, based upon advance- 
ment of the American agency system, 
complete facilities, etc. John Schnedar, 
Roswell, president of his local board, 
was awarded the president’s cup for 
the second time. Robert Watson, spe- 
cial agent for Whyburn & Co., El Paso, 
was named field man of the year. 
John Chilcote, Clayton, was granted a 
distinguished service award for his 
work on the Big-I campaign. 


Stocks 


By H. W. Cornelius of Bacon, Whipple & Co. 
135 S. La Salle St., Chicago, November 7, 1960 








Bid Asked 

$ $ 
Aetna Casualty .. ionibl 87 90 
PR  eaiailiniicctibinanssannininicasstion 86 87 
American Equitable .. 42 44 
American, Newark . snkcteeced 25% 26% 
American Motorists .... lee 15 1642 
I Si sccsicsiesicninininatineidinioncaissilicely 31% 32% 
Continental Casualty ... : 76 772 
Crum & Forster ............. : 68 70 
Federal .. si hateaatiiad , 64% 66 
Fireman's Fund ....... : 47 48 
General Re. ...... . 110 114 
Glens Falls ........ ; 324% 33% 
Great AMETICAN .....0...2000...cc.c0-ccesseee 44% 4542 
TONNE, TRUE © dinsecsercccnssnaneiecienntane 48 49 
Hanover sndociecbdtdddeesdibiaidaanas 42% 43% 
Home Of N.Y. ocecsecceseeee 60 614% 
Ins. Co. of No. America ..... 61 63 
Jersey Ins. ..... ; 32%. 33% 
Maryland Casualty ........ 3542 362 
Mass. Bonding ..... 36% 38 
National Fire 2.0.0... 106 112 
National Union. ................. 3642 37% 
New Amsterdam Cas. ... 53% 55% 
New Hampshire .... ; ia 51% 53 
North River . Jatdedbitenluenees ; 39 41 
Ohio Casualty ............... 2 23 24 
Phoenix, Conn. .. aiesid 79 81 
a. Wis eientitcorenercianiccnnionee 17% 18% 
Reins. Corp. Of N.Y. .cccccccccccccceees 22 23 
TROMIICD  ceeecccscecsstscnccorccnsecccesscesceesecese 5542 56% 
St. Paul F. 8 MM. occ. 554% 56% 
Springfield F. & M. ...... 30 31 
Standard Accident 4% 45% 
Travelers sa 8642 88 
WS. Go ‘ 3742 = 38! 
a , asia 2742 «28% 
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Editorial Comment 
It Depends On Who Pays The Bill 


In a chance remark at the recent 
annual conference of Council on Em- 
ployee Benefit Plans in New York, 
Melvin A Hansen of Cleveland Twist 
Drill Co. pin-pointed a problem which, 
if it isn’t already, should be of growing 
concern to insurance cOmpanies en- 
gaged in selling group A&S coverages 
to American industry. This is the 
growing tendency among labor unions 
at bargaining tables to demand and 
win non-contributory plans for work- 
ers. 

Mr. Hansen, general chairman of the 
conference, in his closing remarks to 
this group of emp!oye benefit plan 
administrators from some 60 large 
companies representing a cross-section 
of U. S. industry, said that when his 
company’s Blue Cross plan was avail- 
able to workers on a_ contributory 
basis, whenever rates increased or 
threatened to rise, workers set up a 
hue and cry that could be heard from 
one end of the plant to the other. 
Recently, however, Cleveland Twist 
Drill’s plan became non-contributory, 
and now when the local Blue Cross 
has asked for another rate increase, 
Mr. Hansen declared, “The place is 
as quiet as a tomb.” 

In other words, and this would apply 
to the plans of private insurers, when 
employes share the cost of a plan, a 
boost in rates hurts them and they 
react. When someone else is paying 
the bill, however, they are not in- 
clined to do anything about it—wheth- 
er to protest the increase or to pre- 
clude the necessity of a rate rise by 
keeping utilization to a minimum. 

Although A&S insurers can and do 
adjust their rates upwards when over- 
utilization increases their costs of car- 
rying a group plan on the _ books, 
generally speaking, they prefer the 
contributory plan. One insurance com- 
pany cites as proof of this the fact 
that the plan for its own employes is 
contributory. Moreover, they say, work- 
ers have a greater appreciation for 
those things that they pay for them- 
selves or have a part in paying for and 
cooperate better with an employer on 
claim control measures. They are 
quicker to learn what the plans offer 


and what they don’t offer, and are not 
quite so ready to demand more and 
more benefits when they are helping 
to foot the bills. 

Over the long haul, of course, insur- 
ance companies, using the rate adjust- 
ment device, will come out about 
even, whether the A&S group plan is 
contributory or non-contributory. But 
a contributory plan, or so some mem- 
bers of the industry feel, lends itself 
to a greater stability in rates. Then, 
too, one company’s experience has 
shown, it is sometimes easier to nego- 
tiate a rate change when two parties 





W. A. Brooks, president Oregon Auto 
and Mrs. Brooks flew to Europe after 
attending the meeting of National Assn. 
of Independent Insurers at St. Louis. 
They will spend three weeks abroad 
on a combined business and vacation 
trip. 


Richard E. Haefer Sr., St. Louis 
agent, has been presented the Alumni 
Falcon award by Quincy College for 
rendering “outstanding personal serv- 
ice to the college.” 


S. H. Warner, vice-president of 
E. H. Crump & Co., Memphis, was 
honored as Insuror of the Year by 
members of Insurors of Tennessee at 
the annual convention in Nashville. A 
past president of Insurors of Tennessee 
and long an active leader in insurance 
circles, Mr. Warner was elected to the 
executive committee of NAIA at its 
annual meeting in September. For the 
past year he has been chairman of the 
NAIA property committee. 


Frederick J. Orth, vice-president and 
assistant general counsel of North- 
western Mutual, has been elected to the 
American College of Trial Lawyers. 
Only 15 attorneys from the state of 
Washington have been selected for 
the honor. 


G. A. O’Sullivan, vice-president of 
the Landis, Pelletier & Parrish agency 
of Seattle, has been released from the 
hospital following a heart attack and 
will resume work shortly. 


(management and labor) are involved 
and are sharing the cost of any rate 
increase. 

Unfortunately, the tendency in col- 
lective bargaining agreements these 
days is towards the non-contributory 
plans. A union that is negotiating for 
a wage increase for its members will, 
for example, take part of it in A&S 
insurance, because at least that portion 
of the raise represents a non-taxable 
net gain. At the same time, manage- 
ment sees little difference between 
having to lay out more money for 
wages or the same amount for health 
insurance. 

A few large companies are aware 
that the chances for over-utilization 
are greater in non-contribut y plans 
than in contributory plans cand that 
the dollar they spend today on A&S 
coverage may become $1.10 much 
sooner than they anticipated when 
they signed their bargaining agree- 
ments. But these holdouts are rapidly 
becoming fewer in number with each 
passing year, as labor unions become 
more and more insistent upon having 
management assume the full cost of 
the plans.—William Macfarlane, assist- 
ant editor Life Insurance Edition. 





Deaths 


CLIFF C. JONES Sr., 81, who until 
last July was chairman of Kansas City 
F.&M. and presi- 
dent of R. B. Jones 
& Sons agency of 
Kansas City, died. 
He entered insur- 
ance in 1900 and 
became president 
of Kansas City 
F.&M. in 1929. 
From its incorpor- 
ation in 1933 until 
last July, he head- 
ed the Jones agen- 
cy, which, since its 
founding in 1889 
by his father, Richard B. Jones, has 
engaged in extensive international bus- 
iness and has become a leading broker 
of London Lloyds. In 1925, he was pres- 
ident of National Assn. of Insurance 
Agents, and he had been president of 
the Kansas City. and Missouri associa- 
tions. He was also president in 1937-39 
of National Assn. of Casualty & Surety 
Agents. 

Interested in music, Mr. Jones was 
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active in launching the Kansas City, 
Philharmonic orchestra and was a 
trustee of the Philharmonic Assn. and 
Kansas City Conservatory of Music. | 
In 1929, he was the first Kansas City 
passenger of the Western Air Peconall 
(now Trans-World Airlines) inaugural | 
flight from Kansas City to Los Angeles, \ 
Last year he was a passenger aboard 
the first TWA jet flight from San Fran- 
cisco to New York. 

A son, Cliff C. Jr., is chairman of 
R. B. Jones & Sons, and a brother, 
Morton T., is president of both the 
agency and Kansas City F.&M. 


F. ALBERT ROLOSON, 1%5, chair- 
man of the Baltimore agency of Riggs- 
Warfield-Roloson, died there. He en- 
tered the business in 1901 with the 
old Central Fire of Baltimore and 
worked there until 1919 when he went 
into the agency business with the firm 
of Riggs, Rossman & Hunter. In 1925 | 
he became a partner in the firm of 
Henry W. Warfield-Roloson Co. and 
continued that association until 1946 
when the Henry M. Warfield-Rolo- | 
son Co. consolidated with his for- 
mer employer, Riggs, Rossman & 
Hunter to become Riggs-Warfield-Rol- ; 
oson. He had been chairman since 
1949. He was long active in the state 
agents’ association and served 10 years | 
as a director of National Assn. of Cas- 
ualty & Surety Agents. | 


SAMUEL CARLILES, 46, secretary- | 
treasurer of Rochdale Ins. Co. and a 
member of the executive staff of Booth, | 
Potter, Seal & Co., Philadelphia broker, 
died after a brief illness. | 


FRANK J. HANSON, 67, local agent | 
at Paterson and a New Jersey legisla- 
tor from 1926-29, died at his home in 
Totowa, N. J. j 


WILLIAM G. LUPTON Jr., 54, loca 
agent at Short Hills, N. J., died at Nor- 
ristown, Pa., after suffering a heart 
attack while driving on the Pennsyl- 
vania Turnpike. 


ARTHUR F. DETROW, 71, _— 
vice-president of Maryland General | 
Agency, Hagerstown, died. 


JAMES M. RYAN, 76, retired vice- | 
president of Marsh & McLennan and 

thereafter an independent fire ad- 
juster in San Francisco, died. He was 
one of the last of the old veterans of 
the early days in fire insurance on the 
Pacific Coast, having served actively 
more than 50 years. For many years ° 
he had been an executive with the 

J. B. F. Davis & Sons general agency. 

He went with Marsh & McLennan 

when his firm was merged following | 
the death of the senior partners. 


THOMAS P. ZANELLA, 67, former 
western department manager of Joseph ‘ 
Froggatt & Co., insurance accountants, 
died at Fort Lauderdale after a brief 
illness. Mr. Zanella was with Froggatt 





& Co. at Chicago, for 35 years. He 
retired in 1958. 
SIDNEY B. SABANS, 62, fire and 


inland marine underwriter at Chicago 

of Northern of London, died of a heart , 
attack. He had been with the com- 

pany since 1925. 


Mrs. LILLIAN WALLACE, 32, wife 
of Harry Wallace, secretary of LaSalle | 
Casualty, died at her home in Wilmette, 
Ill. ) 





Tifft-Layer & Co., Philadelphia 
agency, is marking its 40th anniver- 
sary in business. The firm was founded | 
by John A. Tifft, who served as secre- 
tary-treasurer for many years of Inde- 
pendent Agents & Brokers Assn. of 
Philadelphia & Suburbs. 
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Merit Rating Plan 
Approved In Ark. 


LITTLE ROCK—A merit rating or 
“safe driver” plan has been approved 
in Arkansas by Commissioner Combs 
effective Nov. 1. Arkansas is now the 
16th state to approve a form of merit 
rating for private passenger automo- 
bile insurance. 

The new safe driver plan may be 
applied to the family automobile policy 
or may be used in connection with the 
new special automobile policy of Na- 
tional Bureau and National Automo- 
bile Underwriters Assn., which Com- 
missioner Combs also approved. The 
special policy is a single limit, all- 
inclusive package policy written on a 
sx months’ basis and billed directly by 
the company. 

Although the new filing is effective 
Nov. 1, its use will probably not be 
mandatory until Jan. 1, 1961 by which 
time, according to the department, 
companies will have to exercise an 
option of (1) refusing the safe driver 
plan altogether and continuing to write 
the family auto policy at manual rates; 
(2) accepting the safe driver plan and 
applying it to the family auto policy, 
in which case they cannot write the 
family policy at manual rates; or (3) 
accepting the special policy which can 
be used only with the safe driver plan. 

While approving the safe driver plan, 
the department also approved rate in- 
creases of 7% for commercial auto- 
mobiles and 15.7% for garage liability 
risks. 

Announcement was made by Arkan- 
sas Assn. of Insurance Agents that it 
plans a series of regional educational 
meetings, probably during the week of 
Nov. 14th, to acquaint agents with the 
safe driver rating plan and the new 
special policy. The schools will be 
staffed by home office company men. 


Hold Open House At 
Policywriting Office Of 


Alexander & Co. Agency 

Alexander & Co. agency of Chicago 
held an open house at its new policy- 
writing office in suburban Downers 
Grove recently, with more than 100 
company men and members of the 
families of the employes attending. 

This office has been in operation 
since 1952 when it started with three 
girls. Now there are 28 divided into 
two groups, one doing the policy rating 
and writing for casualty and the other 
for property. 

Alexander & Co. was the first major 
agency in Chicago to take advantage 
of the suburban labor force by moving 
a part of the operations out of the 
downtown area. The venture has been 
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successful. The new office provides 
3,600 feet of working space plus room 
for storage. Mrs. Jane Haliday, director 
of female personnel, is manager of the 
Downers Grove office. She is assisted 
by Dorothy Cowart, in charge of pro- 
perty policies, and Stephanie Riva, in 
charge of casualty. 


Western Loss Assn. Elects 


W. J. McCarren President 


W. J. McCarren, Hartford Fire, is 
the newly elected president of Western 
Loss Assn. He was named to succeed 
R. C. Schoewe, Sun-Atlas-Royal Ex- 
change group, at the annual meeting 
recently at Delavan, Wis. The vice- 
president is James J. Fegan, Travelers; 
secretary, F. E. Woodman, North Brit- 
ish, and treasurer, Howard E. Stein, 
Glens Falls. 

The meeting drew representatives 
from 29 member companies, and guests 
included representatives of two insur- 
ance law firms, General Adjustment 
Bureau, Underwriters Adjusting and 
Underwriters Salvage. 

E. W. Gielow, Phoenix of Hartford, 
program chairman, arranged panel 
discussions of collapse, mysterious dis- 
appearance, structural damage, ocean 
cargo, and expenses. 


Insurer Stock Bid 
Prices Are Listed 


(CONTINUED FROM PAGE 7) 







































Company 12-31-59 6-30-60 10-31-60 
Globe & Rep. .............. 2012 19% 21% 
Govt. Employees ........ 88 78 72 
Govt. Empl. Life ........ 5934 58 52 
Great American ......... 43 43% 44% 
Gr. Am. Life Und....... 680 640 690 
Great Southern Life 83 68 67 
Great-West Life ........ 344 345 360 
CU ee 20% 1858 165% 
IE ciiaecieniinintinains 3912 42'% 42 
Hartford Fire .............. 5012 48% 49 
Hart. Steam Boil 8614 15 8314 
TE - cicinandenitactitnaincenscs 53 54% 59% 
Ins. Co. of No. Am... 65 64 62 
Interstate F.&C. ......... 15% 12% 141%2 
Jeff. Standard Life .. Y/ 38% 39% 
SONS | sctistnndines sed 3142 32 
K. C. F.&M. 2812 31 
K. C. Life 1220 1210 
Lamar Life —— 30 
Liberty Natl. Life ... 62% 56% 56 
Life Companies ........... — —_ 9% 
Life & Cas. ..... 22 16% 1558 
Life of Va. 50 50% 52 
Lincoln Natl. Life. .... 245 237 199 
Maryland Cas. ............ 36 352 34% 
Mass. Bonding .... 41 35 
Mass, Indemnity 40 3434 
Mass. Protective 71 68 
Merchants Fire . 31 33% 
Merch. & Mfrs. . 12% 1342 
Midwest United 3542 34 
Monumental Life ....... 57 52 52% 
National Fire .............. 142 142 110 
Natl. Life & Acc. ...... 115 98 107% 
Natl. Old Line ............. 153% 1542 12% 
National Reserve ...... 158 155 150 
National Union ........... 3634 35% 3634 
Nationwide Corp. ...... 373% 3212 26% 
New Amst. Cas. ........ 4834 50% 52% 
New Hampshire ......... 1 52 52 
No. Am. Life .... 14 13% 12% 
Northern of N. 41'2 39% 38% 
Northern Life 136 136 132 
N. W. Natl. 98 93 83 
N. W. Natl. Life ........ 97 93 93 
Ohio Cas. ....... 284 23% 23% 
Ohio State Life .......... 62 43% 3642 
Old Line Life ............... 72 60 60 
Old Republic Life ...... 15% 19 17 
Old Republic Ins. ...... 14 15% 1342 
Pacific of N. Y. .......... 58 55 54 
Pacific Indem. ............. 2158 25 25% 
POG sssississeniatnisiorsice 22 21% 20 
Philadelphia Life ..... 43% 492 49 
Phoenix of Hartford 8242 78 79% 
UGE BI kinins Ee 15 16% 
Prov. Life & Acc. 81 80 
oe 2042 18 
Quaker City Life : 50% 47% 
Reinsurance Corp. 21% 22 
PIII -scrinnsacictncncinnssece - 5342 55 
Republic, Dallas ..... 6038 55 52 
Republic Natl. Life. 33 35% 30 
St. Paul F.&M. .......... 60% 5642 55% 
Seaboard Surety ........ 43 33 324 
Security .... a 51% 57 
Southland Re, 98 88 81 
Southwestern Life ... 60 52 50 
Springfield F.&M. ... 305 32% 30% 
Standard Acc. ............. 584 49% 45 
Standard Life . 60 50 49 
Travelers _ ............ 8554 8312 8742 
United, Chicago ... 33% 35% 30 
i 46 54 
40% 38% 
29% 27% 
39% 39 
Var. ” Annuity Life .. 842 
se 5642 461 43 
Wis. Natl. Life 40% 31 281 
Westchester .......... 293% 293, 31 
Western Cas. 39% 39% 38 
West Coast Life ....... 31% 31 29 


New officers of 
New Mexico In- 
surors—R o bert 
Beckett, Deming, 
v i c e-president; 
Herbert C. Dick- 
inson, Farmington, 
president, and Paul 
Rubincam, Albu- 
querque, state na- 
tional director. 
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New Mexico Agents Name Dickinson 


(CONTINUED FROM PAGE 7) 

long look being given to gross income 
from all sources, Mr. Herndon pre- 
dicted. This will obviously benefit such 
companies as Allstate, the dominating 
influence in the National Committee 
for Insurance Taxation, and the mov- 
ing force behind a revived interest in 
insurance company tax structure, he 
said. 

New Mexico agents were warned 
that the Dec. 19, 1959 ruling of the 
Internal Revenue Bureau places in 
jeopardy the tax deductibility of dues 
paid those state and national associa- 
tions which engage in lobbying activ- 
ities as a part of their over-all opera- 
tion. 

Mr. Herndon said NAIA will seek 
the cooperation of its state associations 
in an effort to obtain legislative relief 
in the next congress from this very ad- 
verse ruling. If the American agency 
system is to continue to grow, agents 
must be free to advocate legislation in 
the public interest and to oppose legis- 
lation that would impose undue and 
restrictive hardships upon them. 

Ingram B. Pickett of the New Mex- 
ico department spoke very emphatic- 
ally on the duties of the department 
and some of the inadequacies it now 
contends with; namely, a lack of suf- 
ficient funds to staff it. Mr. Pickett 
said his department was not, however, 
unique in this matter since the O’Ma- 
honey report stated thtere is a lack of 
funds in most state insurance depart- 
ments. 

Harold G. Evans, president Amer- 
ican Casualty, said he felt automation 
would be one of the key factors in the 
future. It would allow companies to 
establish rates much more accurately 
and to do so faster than in the past— 
since the data could be processed al- 
most immediately on the new EDP 
machines being installed almost daily 
in many of the larger companies. 

Mr. Evans predicted that rates in 
the future would no longer be based on 
last year’s experience, but on current 
experience, due to automation’s almost 
instantaneous results. 

In his president’s message, Mr. Oh- 
linger noted that the “new-new,” or 
1959 homeowners had not been ap- 
proved in New Mexico and said he 
would be opposed to its filing since 
adequate statistics on the 1958 home- 
owners have not been available. Fur- 
thermore, many companies are com- 
plaining about 1959 being a bad loss 
year, at least in regards to fire expe- 
rience. 

Mr. Ohlinger said he thought ap- 
proval of such a policy now would only 
create a much worse situation when 
the companies finally hit bottom in 
this “so-called competitive rate war.” 

Of the two panels, the one on “In- 
surance Law” provided agents with an 
idea of how in the past 15 years there 


have been some very severe changes 
in public opinion and in judicial law 
pertaining to agency agreements and 
contracts. The other panel, “Perpetu- 
ation of an Agency,” suggested that 
perpetuation will be a major problem 
during the 1960s for many state agents 
unless there are adequate arrangements 
made immediately to cover the crisis 
of the loss of the major principal in 

The panel further suggested that 
many agencies will be sold on court- 
order, or operated with a lack of ade- 
quate personnel due to a lack of plan- 
ning, although this situation will main- 
ly be seen in the small one and two 
man operations. Today, many arrange- 
ments can be made by the small agent 
to perpetuate the life of his agency 
through various insurance plans being 
offered to the business man. 

A new award was initiated this year: 
The outstanding company award, 
which went to U.S.F.&G. Russell L. 
Smalley, manager at Albuquerque, re- 
ceived the award, based upon advance- 
ment of the American agency system, 
complete facilities, etc. John Schnedar, 
Roswell, president of his local board, 
was awarded the president’s cup for 
the second time. Robert Watson, spe- 
cial agent for Whyburn & Co., El Paso, 
was named field man of the year. 
John Chilcote, Clayton, was granted a 
distinguished service award for his 
work on the Big-I campaign. 


Stocks 


By H. W. Cornelius of Bacon, Whipple & Co. 





135 S. La Salle St., Chicago, November 7, 1960 
Bid Asked 
$ $ 
Aetna Casualty .. 87 90 
Aetna Fire ..... 86 87 
American Equitable .. 42 44 
American, Newark . 25% 26% 
American Motorists ... 15 16% 
IN aiiccncntietittiniitinicn 31% 32% 
Continental Casualty 76 IT 
Crum & Forster 68 70 
Federal .. eee 6442 66 
Fireman’s Fund ....... 47 48 
General Re. ...... 110 114 
Glens Falls ....... ’ Pili. a7. 32% 33% 
Great American .................. mere 44% 4512 
Hartford Fire 48 49 
IUD siccccsrnssictirataninnns 424% 43% 
Wiese OF Whe We tina 2 60 61% 
Ins. Co. of No. America ....... 61 63 
Jersey Ins. .... 32% 33% 
Maryland Casualty ....... 35% 36% 
Mass. Bonding .. 36% 38 
National Fire ..... 106 112 
National Union. ................. 36% 37% 
New Amsterdam Cas. ... 53% 55% 
New Hampshire ....... 51% 53 
North River . 39 41 
Ohio Casualty ......... 23 24 
Phoenix, Comm, ......ccc000 79 81 
I a is screscstncccecccccsesiens 17% 18% 
Reins. Corp. of N. Y. ........ 22 23 
IO wicieintieritierettcinsne 5542 56% 
St. Paul F. & M. 5542 56% 
Springfield F. & M. ...... 30 31 
Standard Accident 44% 4542 
Travelers wae 864% 388 
Wa Fv. & G. .. 37% 38% 
We FW ecco 2742 28% 





48 


FeNATIONAL UNDERWRITER 


Considerable Disagreement As To The Value Of Deductibles 


(CONTINUED FROM PAGE 6) 

rate. Thus deductibles are of value in 
keeping cost reasonable only where 
losses are relatively frequent and 
tend to be small rather than large. 
One field in which the deductible has 
not been used to effect, he said, is in 
parcel post insurance. It seems ridic- 
ulous to have so many claims for very 
small amounts. Here a deductible as 
small as $5 would be mutually advan- 
tageous for insured and insurer. 

The small property deductible aims 


to eliminate nuisance claims, cut down 
on adjustment expense, and encour- 
age loss prevention, Mr. Rodda com- 
mented. The deductible helps deal with 
the troublesome policyholder who is 
looking for ways to recover his pre- 
mium each year. The man who is sat- 
isfied with a deductible may be the 
one who is not so likely to put in a 
claim unless it is of real size. Conse- 
quently, the deductible probably has 
some desirable influence with respect 
to risk selection. 


It has been suggested that a $50 or 
$100 deductible be applied under fire 
insurance on dwellings, Mr. O’Brien 
said. This would, in the opinion of 
some underwriters, eliminate approxi- 
mately 75% of the number of claims 
with a correspondingly significant re- 
duction in claim expense. Other un- 
derwriters oppose the idea for many 
reasons. 

Without taking sides in the argu- 
ment, Mr. O’Brien said, there are no 
over-riding legal principles that would 
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A sound and profitable insurance 
program cannot possibly be standardized 
and still properly serve the needs of every 
Financial Institution. Rather, it must be 
carefully surveyed and balanced to meet 
individual requirements. 

The American Plan Corporation, spe- 
cialists in the field of Consumer Credit 
Insurance, has pioneered in the creation of 
simple insurance packages constructed to 
fit the dimensions of the particular Finan- 
cial Institution. 

Our package plans include Physical 


Damage coverages and Credit Life and 
Disability Insurance related te the financ- 
ing of automobiles, mobile homes and small 
boats, and our program includes all of the 
protective coverages so necessary to sound 
lending practices— Errors and Omissions, 
Single Interest and Dealer Wholesale 
Insurance. 

Our varied programs, each of which is 
supported by our technical skills and sta- 
tistical services, have been installed and 
acclaimed by Lenders throughout the 
United States and Canada. 


Without any obligation whatsoever on your part, we will be 
pleased, upon request, to analyze your insurance program. 
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The World’s Largest Management Corporation 
Specializing in Consumer Credit Insurance for Financial Institutions 
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prevent the use of small deductibles | 
on dwellings. However, regulatory au- } 
thorities might be hard to convince. 

The standard fire policy lends itself ’ 
to the use of a deductible provision, | 
and the insertion of a deductible would 
not contravene its provisions. Lines 42 | 
and 48 of the policy, with their refer- 
ence to the “contribution to be made 
by” the company, support the deduc- 
tible provision, he pointed out. 


Situation Might Differ 


In valued policy law states the situ- 
ation might be different, he said. These 
laws provide that in case of total loss 
the policy amount shall be paid in 
full. At least one department, in ap- 
proving a catastrophe deductible of 
$100,000 required a provision in the 
policy that the deductible is not appli- 
cable in event of a total loss—in order 
to avoid conflict with the state’s val- 
ued policy law. 

Mr. O’Brien believes that rates, rules, 
and supporting data would have to be 
filed in connection with a fire deduc- 
tible though commissioners generally | 
suspended the filing requirements for | 
the catastrophe deductible plans. How- 
ever, in connection with the latter, ap- 
provals were subject to certain con- 
ditions. These included that the deduc- 
tible as to each loss could not be less | 
than $100,000, insured could not insure 
his retention elsewhere, the plan must 
relate to special situations where sta- | 
tistical information was not available, 
and the insurer must keep experience | 
for subsequent evaluation. 

On lower deductibles, say $5,000 and 
up, there has not been a general sus- 
pension of filing requirements. How- 
ever, neither bureaus nor departments 
have insisted upon detailed statistical 
support. 

The court decision in Massachusetts | 
holding that the optional $100 wind | 
deductible was a deviation from the , 
rating bureau rules should smooth the 
path in that state, Mr. O’Brien said. 


Economic Considerations 


| 


The economic considerations involved | 
for the buyer and the insurer probably | 
are more pertinent to the question of 
deductibles than the technical legal 
considerations, he said. 

Mr. Hawkins expressed hope that 
some time the production, underwrit- 
ing, engineering and loss adjusting | 
sectors of the business will get suffi- 
ciently close together for each to ap- 


preciate the inner workings and prob- ' 


lems of the other. Most of the internal 
disjointure and misunderstandings in 
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) the business are created by the failure 


of these segments to meet jointly oc- 
casionally to discuss common problems. 

Mr. Ripley’s conclusions necessarily 
must have been based on the pre- 
sumption that all the losses he studied 
which resulted from hurricanes Carol, 
Edna and Hazel were accurately ad- 
justed and that the loss files truly re- 
flected the actual damages sustained. 
Most experienced loss men say that 
this is far from the fact. Under pres- 
ent day conditions, losses by and large 
represent a gross overpayment of 20% 
or more. Further, loss men routinely 
feel that any loss which is concluded 
within 5% to 10% of the true loss is 
reasonably well adjusted. 


No Help In Hurricanes 


The idea that deductibles eliminate 
small claims is only partially true, Mr. 
Hawkins said. He divided claims into 
two categories: (a) Isolated claims 
such as water escape, freezing, falling 
objects, etc., and damages which re- 
sult from low velocity windstorms, 
whether embracing large territories or 
not; and (b) claims which arise from 
a catastrophic occurrence such as hur- 
ricanes, tornadoes, or severe hailstorms. 

In (a), the $50 or $100 deductible 
will immediately eliminate practically 
all small claims. Insured with a few 
tabs off his asphalt shingle roof and 
no interior damage likely will not trou- 
ble even to report a claim after he re- 
alizes the existence of his deductible. 
Also, deductibles go a long way toward 
excluding the so-called maintenance 
type losses. However, outside of this 
rather limited area, the effectiveness 
of deductibles diminishes with startling 
rapidity. 

As for (b), Mr. Hawkins and his as- 
sociate, R. L. Lusk, spent several weeks 
in Florida after Donna. In fringe areas 
which the hurricane brushed lightly, 
such as Tampa, Orlando and some com- 
munities around Daytona Beach, early 
inspections by adjusters of reported 
losses revealed they were running into 
“no claims” on 80% to 90% of their 
inspections. In the Lakeland area and 
in others sustaining a comparable wind 
velocity, “no claims” were encoun- 
tered about 40% of the time. In the 
Miami area, about 20% of the reported 
losses appeared to be under the de- 
ductible. To say the deductible per- 


' mitted adjusters to concentrate their 


time and efforts on more serious losses 
is not altogether true. 


' Work Hard To Make It Stick 


Insured routinely claim ignorance of 
a deductible. It is not unusual for an 
adjuster to spend more time securing 
a “withdrawal” than is used to adjust 


. aloss of several hundred dollars. There 


exists a substantial public distaste for 
deductibles, particularly in the dwell- 
ing field, which prompts the inclusion 
of unwarranted items to build up some 
sort of a claim in excess of the deduc- 
tible. 

Furthermore, losses originally agreed 
between the adjuster and insured as 
being below the deductible have an un- 
canny way of cropping up the second 


‘ time. This is particularly true where 


the original adjuster was from out of 
town and working in the area tempo- 
rarily. The local adjuster usually has 
no alternative but to make a second 
inspection, since the producer frequent- 


. ly insists upon it. 


The value of the deductible de- 
creases proportionately to the increase 


| in the size of the loss. Loss overpay- 


' percentages. 


ments have reached unconscionable 


Consequently, a loss of 


$500 under a $50 deductible or a loss of 
$1,000 under a $100 deductible fre- 
quently results in the complete oblit- 
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eration of the deductible. It may be 
there on paper, but does it exist in 
fact? If such losses are given much 
consideration in rate making, it is wish- 
ful thinking. To a large extent, this 
position is sustained by the disappear- 
ing deductible now found in the new 
homeowners series. He believes it more 
palatable to the insuring public. 

The replacement cost coverage has, 
in some measure, emasculated deduc- 
tibles, Mr. Hawkins stated. Many pro- 
ducers and adjusters interpret it as 
meaning the replacement cost of the 
property instead of replacement cost 


of the loss. He does not believe re- 
placement cost coverage was meant to 
change the basic measurement used to 
establish the loss. It simply eliminates 
depreciation under varying conditions. 
Therefore, when the basic measure- 
ment is changed, the deductible be- 
comes buried. 

On small claims under (a), loss ad- 
justment expense is avoided almost 
100%, he said. But that is not true 
with claims under (b). Adjusters’ min- 
imum bills on catastrophe work now 
range from $15 to $20. The average 
“no claim” fee is around $17. This 
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charge added to the cost of processing 
the file through the loss department 
(disregarding entirely the agents’ ex- 
pense) takes a good bite from even a 
$100 deductible. 

Also, he said, an adjuster’s bread 
and butter comes mainly from smaller 
losses. The more these are eliminated 
the greater the charge on the remain- 
der. So, in effect, what is presumed as 
an escaped service bill on a small loss 
ends up as a transferred charge to 
larger losses. 

Mr. Hawkins doubts that deductibles 
encourage loss prevention. After more 
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than 32 years of firing-line contact with 

‘losses, he has yet to observe, or hear 
a single remark, which would indicate 
that any insured has ever done a sol- 
itary thing by way of maintenance 
with the deductible as his motivation. 
Quite to the contrary, he has heard of 
thousands who have postponed the 
replacement of an old roof, for exam- 
ple, in the hope a timely windstorm, 
followed by a benevolent insurer, will 
materially ease the strain on the outlay 
for a new roof. 

The change in deductible wording 
has created a problem, he said. Older 
deductible forms usually stated, “From 
each loss the sum of $ will be de- 
ducted This wording, coupled 
with the pro rata clause, resulted in a 
deductible policy paying its proportion 
of the net claim while the full cov- 
erage policy paid pro rata on the full 
loss. This has been the basic principle 
used in the “temporary agreement-loss 
deductible clause” for 10 years. 

Many deductibles in vogue today use 
phraseology to the effect that “... 
this company shall be liable only when 
such loss exceeds $— in any one 
occurrence and then only for its pro- 
portion of such excess.” This wording 
changes the deductible, he believes. 
This means that any full coverage pol- 
icy could be assessed the entire deduc- 
tible because no other insurance exists 
with which it can pro rate. Conse- 
quently, he warned, a company with 
full coverage policies may be insuring 
other companies’ deductibles. 
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Ill. Agents Study Direct Billing, Forms 


(CONTINUED FROM PAGE 20) 

and if direct billing and continuous 
policies will make him lose contact, 
“he is actually losing them by de- 
fault.” He repeated the thought that 
many agents at first felt the five-year 
installment plan would put them out 
of touch. 

“There is not one iota of service we 
would have to forfeit with direct bill- 
ing,” he said. “We, in all justice, can- 
not obstruct progress because in some 
hypothetical way it endangers us. If 
the grocery business or any other busi- 
ness can adapt to change, so can the 
agency system.” 

Mr. Osenberg said he was opposed 
to direct billing but not to progress, 
such as electronic operations. He said 
he was against direct billing because, 
“We as insurance agents don’t want 
the companies to deal with our cus- 
tomers on a responsible basis.” The 
agent should be a buffer between the 
two, he said. 

Mr. Osenberg feels that the inde- 
pendent agent is much more than just 
a salesman—the kind who offers no 
service, who simply sells, delivers, 
takes the money and goes away. He 
said he did not want to put himself 
on the level of the 3,600 people who 
work for Allstate, but he said he cer- 
tainly was not disparaging them. 

“We must approach the problem on 
the level that we want to serve the 
public,” he declared. He is in favor of 
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dealing with the customer personally 
in all matters. He mentioned paying 
the premium if someone happened to 
be out of town or happened to forget 
it, etc. He feels that a big, impersonal 
electronic operation might slip up and 
this, then, still necessitates the check- 
ing of all billings by the agent any- 
how. 

“We’re having something imposed 
upon us by the companies for a prob- 
lem that is theirs,’ he declared. Mr. 
Osenberg also expressed his disap- 
pointment that the agency companies’ 
only solution seems to be “in aping 
Allstate and State Farm.” 


Perhaps Agent’s Fault 


In a way, however, the speaker said 
the present situation is the fault of 
the agents because they allowed them- 
selves to sell cheaper with less resist- 
ance. ‘We failed to come up with the 
solution among our own ranks.” Also, 
the current bureau rate is somewhat 
off because the agents did not furnish 
the proper information. As to price, 
he asked the agents to look at their 
books and answer honestly how many 
clients they really lost to price alone. 
His agency has not lost auto business 
“where it has done a job, and for 
every customer we have lost to direct 
writers, we have gained 14.” 

Mr. Osenberg agreed that in some 
areas the agents are being overpaid, 
while in others they are underpaid, 
but he wondered how agents could be 
willing to do the job today for a 40% 
income cut. He suggested using every 
method the companies offer electroni- 
cally and otherwise to improve the 
situation just so none of these inter- 
fered in any way with agent’s posi- 
tion as a buffer. 

It is time for the agents as indi- 
viduals to stop and think about what 
they want, he said. “If we don’t, we’ll 
have this system elaborated upon and 
pushed on us and we will be in danger 
of losing our independence.” 


Warns Of Too Much Credit 


Mr. Mullins added a few words on 
care and feeding of customers, saying 
that one of the evils of the insurance 
business today is the “unnecessary and 
unwarranted credit given our clients. 
The companies are losing a lot of 
money on policies kept for 30 days and 
then cancelled, for instance.” 

During the question period from the 
floor, Herman Bartholomay Jr., Barth- 
olomay & Clarkson, and _ president 
Chicago Board of Underwriters, made 
a statement that he agreed in certain 
respects with both speakers, but that 
sooner or later direct billing, contin- 
uous policies and the like would be an 
accomplished fact. Not speaking as 


president of the Chicago board, he 
opined that this situation will possibly 
present dangers in loss of expiration 
control. He advocated that the Illinois 
association set up some kind of stand- 
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ards so at all times the agent will 
know the status of his expirations. To 
this he pledged the support of the 
Chicago Board. 

Mr. Mullins suggested that perhaps 
the agents’ expirations could be pro- 
tected with an amended agency con- 
tract but pointed out that NAIA coun- 
sel feels that the present contract of- 
fers adequate control. Mr. Mullins 


goes along with the NAIA thinking | 
and that the companies are not trying | 


to take over the expirations. 
Page Of Life Agents’ Book 


It was also suggested from the floor 
that the agents might take a page out 
of the life agents’ book. Theirs is all 
direct billing, but none of them are 
losing any customers over it. To this 
Mr. Osenberg replied that he feels the 
life agents are “subservient and we 
don’t want to put ourselves in their 
place. We must retain our independ- 
ence! 

Mr. Mullins concluded on the note 
that not many people from the floor 
had given their thinking on the sub- 
ject, since he knew a lot of the agents 
were using direct billing and continu- 
ous policies very successfully and 
should express their opinions at the 
meeting. None did. 


Health Insurance Just 
Starting To Accelerate, 
Chicago A&H Men Told 


Health insurance is just beginning 
to move, members of Chicago A&H 
Assn. were told at their October meet- 


ing. In his sales talk, W. Harold Pe- | 





F 
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NA 





tersen, executive vice-president Under- | © 


writers National, said statisticians pre- 
dict that by 1967 health insurance 
premium volume will exceed that of 
life insurance. The business has been 
sluggish, but it is on the move. 





It is strange, Mr. Petersen said, that | 
a man may realize he needs one type’ 


of coverage but does not see the nec- 


essity for complete protection. He may | 


buy homeowners to insure against fire 
but will do nothing to protect himself 
when disability strikes. 

If he gets caught without liability 
coverage, he always has recourse to 
bankruptcy and can at least get a clean 
start. However, without disability in- 
come protection, he may be wiped out. 

Rather than buy a $50,000 life pol- 
icy with a waiver of premium, in- 
sured would be better off by purchas- 
ing $50,000 of protection with half or- 
dinary and half term and putting the 
money he saved into disability, Mr. 
Petersen declared. 

He cited men recently graduated 
from college as making a good market 
for disability coverage. For only $7 a 
month, they can obtain a non-can, ac- 
cident only policy, which will provide 
an income to age 65 and $1,000 med- 
ical payments. This is a good starter, 
and eventually the agent can move 
this client to a policy which will dove- 
tail into his retirement benefits. 
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NAII Annual Offers Steady Series Of Talks, Panels, Comment 


(CONTINUED FROM PAGE 7%) 
ver, who heads the Senate subcommit- 
, tee on antitrust and monopoly. Two 
| years ago NAII had a sour experience 
with a U.S. Senator when Joseph 
O’Mahoney of Wyoming, who headed 
up the insurance investigation of Sen. 
| Kefauver’s subcommittee, was billed 
as a main attraction and flopped by 
talking in generalizations about the 
menace of communism. Sen. Kefauver 
was more to the point, however, and 
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biggest buyers of insurance. You can 
| make this a whale of a year by edu- 
cating your prospects and assureds in 
new forms of insurance not presently 
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' Surance-to-value. Important, too, is 
the sales support Millers National and 
Illinois Insurance Companies can pro- 


be a whale of a year when you use 
these tools effectively. 
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his comments are reported separately. 

This was a good meeting, with a big 
crowd. Quite a number of headquar- 
ters rooms were to be found in the 
Chase Hotel, with the reinsurance 
companies and intermediaries out in 
force. NAII has more than 400 com- 
pany members, making its convention 
a prime opportunity for reinsurance 
and suchlike transactions to be dis- 
cussed. 

C. Lawrence Leggett, Missouri su- 
perintendent, who ranks high in pop- 
ularity among commissioners, gave the 
address of welcome. E. B. Rust, presi- 
dent State Farm Mutual Auto, re- 
sponded, remarking that NAII likes to 
meet in Missouri because the state has 
a casualty rate law that is in the spirit 
of NAII thinking. 

The first general session included 
the report of the outgoing president, 
C. W. Leftwich of Nationwide Mutual, 
and the general manager, Vestal Lem- 
mon. Their remarks were reported last 
week. 

Commissioners should not permit 
preoccupation with the rumblings in 
Washington to cause them “to fall in- 
to the error of thinking of our regula- 
tory responsibilities simply in terms 
of getting the federal phantom off our 
backs,’”’ Sam Beery of Colorado, presi- 
dent of NAIC, said in his talk on 
“State Regulation in Perspective.” 

Although the states must pay “care- 
ful heed” to constructive criticisms of 
the Senate subcommittee, “we should 
as in the past demonstrate by word 
and deed that we are not dependent 
on their proddings as a primary source 
of initiative and inspiration,” he added. 

Mr. Beery commented on three fac- 
tors which “cause or at least aggra- 
vate” any shortcomings in state su- 
pervision. 

One is the phenomenal upsurge over 
the past decade in the number and the 
complexity of responsibilities thrust 
upon the insurance commissioner from 
every direction; such things as entry 
of new enterprises into the insurance 
business; the birth of new rating and 


coverage concepts; inflation, expan- 
sion, changes in the economy. 
A second factor, he said, is the fact 


that most department budgets have 
nowhere near kept pace with soaring 
departmental workloads. 

Thirdly is the growing difficulty in 
attracting and keeping competent staff 
personnel. This is caused by the lack 
of funds, by the competition of the 
industry itself in wooing away good 
men, and by the fact that many de- 
partments cannot offer lasting career 
opportunities either for staff men or 
the commissioner himself. 

“All these problems add up to the 
unvarnished truth that many insur- 
ance departments must now run 16- 
cylinder enterprises on 4 cylinders,” 
Mr. Beery observed. 

He said two basic approaches suggest 
themselves: Make additional qualified 
manpower available to devote to the 
workload, or cut down on the work- 
load itself or develop more efficient 
ways to handle it. 


Bringing understaffed departments 
up to reasonable levels is a step in 
the right direction, but the complete 
solution of the problem cannot rest 
solely on hiring more people, he ad- 
mitted. Many pressures on the de- 
partments could be eased if the com- 
panies would consider the commis- 
sioner’s problems when making filings 
of new policy forms or requests for 
rate increases. 

The first of four social functions in- 
cluded in the registration fee followed 


the opening session, this being a 
luncheon at which the members were 
threatened with a talk on statistics 
that turned out to be a humorous in- 
terlude. That evening there was a 
banquet for members and guests, and 
the next day there was another lunch- 
eon at which the speaker was Sen. 
Estes Kefauver. The final planned so- 
cial event was a reception Wednesday 
evening. 

Two special plaques, not given on a 
regular basis, were awarded at the ban- 
quet to Henry S. Mosher, retiring senior 
vice-president Allstate, and John Car- 
ton, president Wolverine, who was re- 
sponsible for getting the industry 
together to work on the uninsured 
motorist problem. C. W. Leftwich, Na- 
tionwide Mutual, outgoing president, 
was recognized for his services during 
the year. 

The first of the two big panel dis- 
cussions was on auto accident compen- 
sation systems. Prof. Harry Kalven of 
the University of Chicago acted as 
moderator. There were three prepared 
talks and a discussion afterwards, the 
“discussants” being George Menefee, 
insurance consultant of Baton Rouge, 
and Clarence Kenney, senior vice-pres- 
ident Allstate. 

Those giving prepared papers, which 
will be reported separately, were Prof. 
A. A. Ehrenzweig of the University of 
California, on “Towards an Auto Acci- 
dent Compensation Plan;” Prof. Her- 
bert Kuvin of the University of Miami, 
on “A Critique of Auto Accident Com- 
pensation Plans,” and Leo Selinger, 
general manager Civil Service Em- 
ployees, on “The California Story.” 


Second Day Speakers 


On the second day the opening 
speaker was Harry A. Pratt of Shat- 
terproof Glass Corp., who showed a 
movie entitled on “Reducing Wind- 
shield Worries.” Ben D. Cooke, presi- 
dent Agency Managers of New York, 
talked on surplus line business, and 
Paul Jones of the National Safety 
Council spoke on accident prevention. 

A recommendation that there be 
fewer federal controls over agricul- 
ture was advanced by Charles B. Shu- 
man, president American Farm Bu- 
reau Federation, in his address. He 
said the agricultural surplus problem 
can be overcome when Congress adopts 
the policy that the market place, not 
government, should be the determin- 
ing factor in farm prices. The farm 
bureau federation has proposed that 
price supports, when used, be related 
to a percentage of the average market 
price of a commodity, Mr. Shuman 
said. “With less interference from gov- 
ernment, the marketing system will 
be freer to operate effectively and ef- 
ficiently,” he declared. 

Participating in the forum on auto- 
mobile cancellations that was moder- 





Henn To Retire, 
Kesselring Will 
Head Mich. Bureau 


O. M. Henn, manager Michigan In- 
spection Bureau, will retire Jan. 1 and 
Paul H. Kesselring, assistant manager, 
will take his place. 

Mr. Henn has been with the bureau 
for 37 years. He began his career in 
1912 with Missouri Inspection Bureau. 
He was St. Joseph manager for three 
years and later switched to Kansas 
City before going to Michigan in 1923. 

Mr. Kesselring has been with the 
Michigan bureau since 1931. 
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ated by P. N. Snodgrass, president 
General Casualty of Madison and a 
former president of NAII, were Nor- 
man Reuter, secretary Emmco; Fenton 
A. S. Gentry, president Southern Fire 
& Casualty and new president of NAII; 
and Robert Rennie, vice-president Na- 
tionwide Mutual. Taking part in the 
discussion which followed were Irving 
J. Maurer, president Farmers Mutual 
Auto of Madison; J. J. Mallon, secre- 
tary-treasurer Preferred Risk Mutual 
of Des Moines, and C. V. Wildt, assist- 
ant vice-president Retail Credit Co. 
This panel also is reported separately. 
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FeNATIONAL UNDERWRITER 


Illinois Agents Are Not Being Swayed By Current Events 


(CONTINUED FROM PAGE 17) 
act in concert through their associa- 
tion to make themselves heard from 
and to protect their way of economic 
life. 

And from the general attitude, from 
hospitality suite to speakers’ rostrum, 
this feeling was very much in evidence 
from beginning to end—not in mass 
jingoism for the agency system, but in 
the realistic facing of facts without 
rending the garments and tearing the 
hair. 


List New Officers 


New officers were reported in last 
week’s issue. They include Harry C. 
Parrish of Paris, who stepped up from 
the executive vice-presidential spot to 
succeed Fred O. Waller of Galva, who 
was named chairman. James S. Wood- 
worth Jr., Robinson, was named ex- 
ecutive vice-president, and three offi- 
cials were reelected: Benjamin A. 
Jones, Decatur, vice-president farm af- 
fairs; H. W. Mullins, Rockford, state 
national director, and George J. Nicoud, 
Springfield, executive secretary and 
manager. Other officials named (pos- 
sibly the largest list in any association 
anywhere) are named elsewhere in this 
issue. 

At the Monday morning session, 
Fred O. Waller of Galva, association 
president, summed up his activities in 
office in the heartfelt way in which he 
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ON INDEPENDENCE SQUARE 





conducted his tenure and was able to 
report concrete progress. Both his man- 
ner of presentation and the results he 
reported received considerable acclaim 
—at the time and later in “bull ses- 
sion” discussions. 

Mr. Waller noted that the associa- 
tion now has 60 local boards (not in- 
cluding a new board being formed in 
Henry County) and a membership of 
1,623. This represents a 16% increase 
in the past fiscal year and a 33% gain 
for the past two years. Also, there 
was a little matter that no one is re- 
ally concerned about in association 
activities—a $10,000 surplus. He also 
commented on the educational activ- 
ities of the association and its legisla- 
tive aims, one of the chief aims of the 
latter being the passage of an agents’ 
licensing bill. 

Above all else, Mr. Waller stressed, 
“the eventual piece of the size of our 
commission pie will be made in the 
market place. We are all in the same 
boat, and, if it leaks, we’ll all get wet.” 
He also advanced as a thought for 
those involved that if the companies 
continue to cut commissions, the law 
of diminishing returns will set in. 

Returning to the agent affairs, he 
said an agents’ qualification bill is 
needed for the benefit of the public, 
but, on the other hand, legislation 
alone “won’t” give us stature. We must 
earn our place in the sun.” The state 
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association should do everything in its 
power to encourage CPCU and like 
activities, he stressed. 

Mr. Waller advocates formation 
committee to restudy the structure 
the Illinois association in the light 
changing times. Not for the sake of 
making a change for the sake of 
change, he made very clear, but be- 
cause it is needed. “Wishful thinking 
and griping will not sell our product. 
You put out and the public will de- 
cide.” 

Among the other reports made was 
that of the legislative committee, which 
is putting all of its efforts behind a 
qualification bill. This passed the Il- 
linois senate last year but went down 
in the house. Full compliance has been 
reached with the Illinois life agents’ 
association, as well as that of the brok- 
ers and mutual agents associations. 


of 
of 
of 


Lack Of Agent Response 

Joseph F. Prola, Springfield, chair- 
man of the legislative committee, said 
that a contributing factor to the bill’s 
failure in the house was lack of re- 
sponse by the agents, who failed to re- 
ply to an association questionnaire as 
to their contacts with members of the 
house. Another questionnaire is go- 
ing forward this year. 

At the Monday luncheon, Kenneth 
McFarland, educational consultant and 
guest lecturer General Motors, in his 
usual fashion, completely captivated 
his audience with an inspirational talk. 
He pointed out that for the first time 
in 30 years the American economy is 
now operating by the rules of supply 
and demand and that the only lesson 
for insurance salesman or any other 
salesmen is to remember all of the 
“elements of prosperity” are at hand 
and it takes confidence to keep them 
that way. Their job is to sell confi- 
dence in the fact that “the rule book 
of free enterprise is working again.” 

Another thought he drove home is 
that salesmen must realize that people 
want the results of successful living 
but are not willing to live successfully 
—that these results are not to be pos- 
essed for long without the sacrifices 
necessary: such as a sense of financial 
responsibility, paying insurance premi- 
ums, and other ways of looking toward 
the future. The insurance salesmans’ 
job is to change this attitude into a 
well rounded responsible financial pic- 
ture, he said. 

Wittig Given Plaque 

Also at the luncheon, a Peoria agent, 
recently retired and only 100 years old 
was recognized. William A. Wittig was 
presented with a plaque by Allan I. 
Wolff, president Associated Agencies, 
Chicago, and Terry D. Burns, presi- 
dent of the Peoria association. 

Monday night, the G. A. Mavon agen- 
cy of Chicago came up with another 
sensational party for everyone attend- 
ing the convention. Under Phil Mavon, 
president, the agency has each year for 
some time sponsored a program guar- 
anteed to keep the agents off the 
streets (even if they were out looking 
for business). This is not its purpose, 
but it always works out that way. This 
year it was a “Western Roundup Par- 
ty” where everyone was provided with 
red bandannas, hats, music and some 
really choice cold-boiled ham and Swiss 
cheese. 

At the closing of the formal pro- 
gram Tuesday afternoon of an annual 
meeting that featured door prizes at 
every session which were good enough 
to make a man strike his papa down, 
the Don R. Jensen agency of Chicago 
came up with a portable TV set for the 
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lucky guesser of how many coins were ; 
in a large glass containing about 15 | 
pounds of coins. (Second place winner {| 
carried off the hard money, glass and 
all.) 
At 


the banquet there were no | 


speeches and an apparently standard | 


floor show on the theme of an old \ 
riverboat night of entertainment, until 
about 10 of the top (male) members of | 
the association flipped out on the stage 
next to the riverboat girl dancers and, 
variously garbed as seductively clad 
females, performed a burlesque dance 
which will remain in the minds of those 
attending the meeting as long as the 
association meets. (Some of the “girls” 
were pretty winded at the end of their 
routine, by the way.) 

The overwhelming successful con- 
vention came off, of course, without 
any help at all from James H. Hawk, 
Peoria, general chairman, and his wife, 
who was responsible for a ladies’ pro- 
gram, which drew eulogistic comment | 
all hands around, officially and unof- 
ficially. 


Textile Field Changes 


J. B. Gibson has been named state 
agent for North Carolina and Virginia 
by Textile of High Point, N. C. He 
has been special agent of the compa- 
ny, covering the eastern half of North | 
Carolina. Before that he was a pay- 
roll auditor for Textile. 

Joseph Teague, who was transferred 
from casualty underwriting to produc- 
tion earlier this year, will continue as 
special agent under Mr. Gibson, and 
will cover western North Carolina and | 
part of Virginia. 
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HeNATIONAL UNDERWRITER 


NAII Panel Studies Causes Of Cancellations 


(CONTINUED FROM PAGE 1) 
prepared papers were discussed by Ir- 
ving J. Maurer, president Farmers Mu- 
tual Auto of Madison; J. J. Mallon, 
secretary-treasurer Preferred Risk Mu- 
tual of Des Moines, and C. V. Wildt, 
assistant vice-president Retail Credit. 

The panel, agreeing that companies 
do not and cannot afford to cancel 
capriciously, concluded that one of the 
paramount issues is obtaining a rate 
to carry substandard (assigned risk) 
business. If any discretion is to be left 
the underwriter on the company’s book 
of auto business, he must have the 
power of discretion to choose the good 
from the bad. But once identifying the 
bad, the panelists pointed out that the 
problem is he can’t do much about it. 
The assigned risk portfolio is a loser, 
and compulsory tends to compound the 
problem. The need, it was stated, is 
for an adequate rate for substandard 
business and the chance to use a rating 
plan that will cause the classes of 
business to reflect their experience in 
the price they pay. 


Much Higher Loss Ratio 


One needs only to look at the expe- 
rience of assigned risk plans with re- 
gard to so-called ‘‘clean risks” to learn 
that this class, which is not acceptable 
to any underwriter on a_ voluntary 
basis, produces a loss ratio much high- 
er than the over-all mass of busi- 
ness, Mr. Reuter said in his prepared 
paper. Assigned risk experience offers 
substantial vindication of the judgment 
of underwriters. 

The matter of cancelling either be- 
cause of accident frequency or unfa- 
vorable information brought to light 
as a result of a loss adjustment fol- 
lowing an accident is a major problem, 
Mr. Reuter said. Underwriters gener- 
ally agree that cancellation following a 
loss is brought about only because the 
circumstances indicate future likeli- 
hood of losses greater than the loss 
expectancy of the average risk. Some 
companies have followed the policy of 
cancelling following any loss indicating 
negligence on the part of the insured, 
and sometimes cancellation has oc- 
curred even when no negligence was 
indicated on the theory that statistics 
show the possibility of a second acci- 
dent is greater than that of the first. 


' “lm sure that this theory of under- 
, writing 


is completely discredited to- 


day,” he declared. 


Clean House Later 


Over a long period of years, a num- 
ber of companies have engaged in the 
indiscriminate acceptance of business 
in order to get volume, and later have 
cleaned house by wholesale cancella- 
tions and non-renewals, Mr. Reuter 
said. Calculated losses have been taken 
as a matter of investment in the 
growth of the company by this means, 
and he said the practice was common 
not only to direct producers but was 
used “periodically and methodically” 
by some of the old line agency compa- 
nies. 

Mass cancellations have been prac- 


| ticed in the finance field “to the point 


that now finance companies watch very 
carefully that not too much business 
is placed in any one carrier without 
obtaining an agreement that there will 
be no mass cancellation but that if the 


» experience develops unfavorably, only 


those risks which have already pro- 
duced losses will be cancelled. There 
is no protection against non-renewal 
of short term policies. . .” 

Mr. Reuter said that probably the 
biggest complaint from the public is 


the unwillingness of many companies 
to accept class 2 business “in the light 
of continued proof that the premium 
income from this class of business does 
not carry the losses incurred.” 

Every underwriter daily faces the 
fact that each cancellation and every 
refusal to issue a policy is a public 
relations problem. It is a slap in the 
face to any person, Mr. Reuter ob- 
served, to find that his business is not 
wanted. “Any of the reasons for failing 
to meet the standards of an average 
risk within any given classification, 
which are perfectly sound from the 
standpoint of the science of insurance, 
are completely incomprehensible to 
most customers.” 

When the legislature enters the pic- 
ture by way of compulsory insurance, 
the problems become more acute. Mr. 
Reuter described the conditions under 
the Massachusetts law, where cancel- 
lation is virtually impossible, and un- 
der the New York law, where an in- 
adequate rate level has forced an as- 
tonishing amount of business into the 
assigned risk plan, and even so, the 
losses under AR “raise serious ques- 
tion of confiscation of company assets 
without due process of law. Limitation 
of the ability to accept and reject busi- 
ness in accordance with sound prin- 
ciples will be but another step towards 
socialization of insurance.” 


Informed Public Is Key 


Mr. Reuter said the key to the prob- 
lem is to get across to the public in 
general the idea that interference with 
the free application of basic under- 
writing principles is not in the public 
interest. He said there may be a vari- 


ety of opinions about the so-called 
non-cancellable policy of one of the 
NAII members, but he asked if the 


company hasn’t done the rest of the 
business a good turn from a _ public 
relations standpoint. “Wouldn’t we all 
be better off if we gave a little for the 
sake of the more important principles?” 
he asked. “We could avoid mass mid- 
term cancellations and non-renewals 
and still have substantial control over 
our business without offending the 
public opinion. I am afraid if we don’t 
give a little now, we may be forced 
later on to give up more than we would 
have needed to at this time.” 

The theme of F. A. S. Gentry of 
Southern Fire & Casualty was that the 
market place will solve most of the 
problems of auto insurance if the bus- 
iness is not over-regulated and over- 
legislated. Mr. Gentry quoted from re- 
cent talks given by C. W. Leftwich of 
Nationwide Mutual at a hearing in 
New York on auto cancellations; by 
Franklin J. Marryott of Liberty Mu- 
tual and Joseph S. Gerber, Illinois di- 
rector, at the Symposium on _ Insur- 


ance & Government at the University 
of Wisconsin, and by Sen. Estes Kef- 
auver at the NAII luncheon. 

All of these quotations supported the 
Gentry argument that competition be- 
tween companies is an adequate safe- 
guard against excessive rates and that 
more attention should be paid to this 
aspect of the auto problem. 

Auto insurance is a private business 
undertaking that over the long run 
must be operated at a profit, he said. 
The primary cause of bad experience 
is inadequate rates. If the companies 
cannot get the rate they need, other 
means have to be tried to contro] the 
loss ratio—this being the area in which 
cancellations or market restrictions 
enter the picture and cause distress. 

Mr. Gentry said a rate is needed for 
assigned risks that won’t continue to 
reduce deficits. If so much money 
were not lost on the assigned risk side 
of auto insurance, he declared, the 
companies would be more willing to 
take on a wider range of insured. 

Mr. Rennie urged a three-way attack 
on the assigned risk problem. (Details 
of his talk are reported on page 26.) 
He suggested stronger driver licensing 
laws and better enforcement of them; 
permission in all states for comianies 
to use flexible rating plans, and a new 
way of handling assigned risks. 

A summarization of the problem was 
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advanced by J. J. Mallon, Preferred 
Risk Mutual, who said it consists of 
pressure of a top ceiling on rates com- 
bined with a lack of flexibility to the 
companies. In New York state, where 
there is compulsory, 10% of the driv- 
ers are in the assigned risk plan, but 
in California, where there are more 
drivers, with many of the same prob- 
lems, only 3% are AR risks. The free- 
dom of action under the California rat- 
ing laws is largely the anwser to this, 
he said. 

Mr. Mallon asked the panel if New 
York would permit a 20% rate in- 
crease and allow flexible rating plans 
what they thought would happen to 
the assigned risk plan, and all three 
members agreed that the effect would 
be beneficial. 

Mr. Reuter said by natural economics 
the plan would be depopulated, be- 
cause Mr. Mallon’s suggestion provides 
the basic answer. Mr. Gentry agreed 
there would be a substantial reduction 
in the number of AR insured. 

Mr. Rennie, however, remarked that 
the magnitude of the problem is some- 
times underestimated. It is the rate of 
growth in the AR plans which is sig- 
nificant and serious, he said. There is 
involved the social problem of how 
much differential the public will allow 
in a rating system, how much sur- 
charge can be applied before a legis- 
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lative reaction sets in. He said the com- 
panies have to communicate to the 
people what equity means in terms 
of rate differential. 

Mr. Snodgrass agreed that selling the 
insurance story and needs of the com- 
panies is a paramount problem. 

But there is value in “price disci- 
pline,” Messrs. Gentry and Maurer 
agreed. The differences in rate called 
for in class plans and the surcharges 
applied under some assigned risk plans 
are a means of causing the public to 
recognize the connection between the 
driving record and the rate. 


FieNATIONAL UNDERWRITER 


Scott McIntyre of United Fire & 
Casualty of Des Moines asked the pan- 
el, in view of a suggestion in one of 
the tradepapers that the companies are 
afraid to take their problems to the 
courts, why are not more court battles 
fought. It was the consensus that the 
judicial appeal route is a lengthy one, 
and that winning frequently comes 
too late to be of any assistance. In the 
meantime, the companies have to con- 
tinue to deal with a department that 
may be unhappy at being sued. Com- 
panies could be in a position of meet- 
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Says Compulsory In N. C. Has Been Flop 


(CONTINUED FROM PAGE 1) 
24% of traffic fatalities. A child can- 
not collect from a negligent parent, as 
this is contrary to public policy in 
North Carolina and most other states. 


Compulsory Failures 


Another claim of compulsory pro- 
ponents is that this law alleviates the 
social ills caused by the accidents, Mr. 
Webb observed. On this point, the 
North Carolina act calls for only 5/10/5 
coverage. Thus, $5,000 is the most that 
can be collected by the father of a fam- 
ily, and more frequently this figure is 
reduced some 40% by legal expense. 
The claims for compulsory are redicu- 
lous, particularly when individuals can 
purchase $10,000 accidental death bene- 
fit coverage for $4 premium, or unin- 
sured motorist protection in Tennessee 
for $9. Compulsory has already raised 
insurance rates more than this without 
improving the coverage. 

The next claim is that compulsory 
would remove from the highway the 
financially irresponsible driver and 
thus promote highway safety. The re- 
verse has been true in North Carolina 
which has an FR law almost identical 
with that in Tennessee. Compulsory in 
North Carolina has nullified the intent 
and purpose of this law as effectively 
as outright repeal by the legislature. 
The courts have time and time again 
tended to put the irresponsible motor- 
ist back on the highway to continue 
his maiming and killing when he 
should have been denied a license. 

With regard to enforcement in North 
Carolina, Mr. Webb noted that the state 
has one of the best commissioners of 
motor vehicles in the country and a 
fine highway patrol. In North Carolina, 
84,696 license plate revocation orders 
were issued (3,529 per month) in the 
first two years of compulsory. To look 
for all these people took a lot of time 
—the equivalent of 50 highway patrol- 
men full time, or one out of twelve. 
Disregarding the cost of highway pa- 
trolmen, the administration of this law 
costs the department of motor vehi- 
cles about $180,000 a year. 


Other Detail Burdens 


Other administrative details have 
bogged down the efficient motor ve- 
hicle department. With some 1,656,893 
registered vehicles, the financial se- 
curity section received 852,631 cancel- 
lation notices, or an average of 35,526 
per month. They issued 466,851 (or 
19,452 per mogth) FS-5S—notice for 
insured to file proof of insurance or 
surrender his plates. 

All of this still does not mean that 
North Carolina is 100% insured. Com- 
missioner Gold’s opinion is that only 
95% of motorists are insured and this 
does not include the many out-of-state 
cars. In contrast, in Tennessee, Captain 
Brown of the financial responsibility 
division took a recent survey of some 
700 of those who had to show financial 
responsibility and found that 622 or 
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89% were adequately insured. This is } 
remarkable to Mr. Webb since the FR | 
law became effective only 15 months 
ago in Tennessee. This fact alone 
should indicate the value of a good, 
well administered FR act. 

Automobile liability insurance has 
become a “dirty word” in North Car- } 
olina, Mr. Webb declared. When he | 
reads about all of the safe —" 

| 


| 


plans, the merit rating plans, the 
point plans in other states, he is sick, 
for he cannot offer any such plan to 
his insured. The plans are not avail- 
able in the other compulsory states of , 
Massachusetts and New York. In the } 
first two compulsory years in North 
Carolina, 4,082,393 FS-1s or certificates 
of coverage were issued. Insurers issue 
them and the department of motor ve- 
hicles tries to match them up. | 


Public Relations Affected 


Mr. Webb has read with interest the 
recent agency cost survey in Tennessee | 
and the effect on the income of agents 
of reductions in commission. North | 


Carolina had those same reductions 
and more, and has had the additional 
administrative cost of compulsory. At 
last reports, there were 189,000 in the 
assigned risk pool, or 11% of the total 
registration of 1,656,000 vehicles. In 
Tennessee, with 1,176,013 registered 
vehicles, there are 23,804 risks in the | 
pool or about 2%. 

Much has been said in the past about | 
the political pressure that has been 
imposed on rate making authorities, 
Mr. Webb noted. In North Carolina, a 
rate filing immediately brings a rash 
of newspaper editorials. These editori- 
als are generally in the same vein— 
that insurance companies are trying to 
rob the people. This, of course, brings § 
discredit upon everyone in the busi- | 
ness, not only with regard to automo- 
bile but in all lines. For the first time 
in his memory the automobile insurers 
are appealing to the courts for rate re- | 








lief. This is an old story in Massachu- 
setts and he never thought that it could 
happen in North Carolina. 


Plans Proposed 


Other political repercussions have al- 
so been felt. During the last legislature 
a large part of the resources of the 
North Carolina association was utilized 
in an effort to defeat a bill prohibiting 
cancellation of automobile policies. Al- ; 
ready, the philosophy of compulsory } 
has produced several problems for the | 
next legislature. A security fund to be 
financed by a tax on all automobile 
premiums has been proposed. A sug-! 
gestion has been made that a separate 
company be established or designated , 
to handle all assigned risk business, 
with reinsurance or losses divided 
among all companies. 

There can be only one result if this) 
philosophy is permitted to obtain, Mr. 
Webb believes. North Carolina will end 
up with a state fund, and the busi- 
ness will no longer operate under a free 
enterprise system. Another possibility 
is a compensation system regulated 
by the state, Mr. Webb concluded. 


Montana Board of Hail Insurance | 
reports a state record of $8,174,038 of 
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Agenda Given For 
NAIC N. Y. C. Meet 


(CONTINUED FROM PAGE 1) 
problems in connection with installment sales 
and loans subcommittee report; credit life and 
credit A&H Model bill legislation subcommit- 
tee report. 

10:30-12: First 
Colorado presiding. 
2:30-3:30 p.m.: Non-profit hospital and medi- 
cal service associations committee, Smith of 
Pennsylvania—Problems of reimbursement 
formula between hospitals and service associa- 
tions subcommittee report; subcommittee to 
study greater standardization of Blue Cross- 
Blue Shield regulations report; uniform in- 
dividual A&S policy law-other insurance 
provision and overlapping benefits; standardi- 
zation of benefits between states (Mississippi). 
2:30-3:30: Rates and rating organizations 
committee, McConnell of California—subcom- 
mittee to review fire and casualty rating laws 
and regulations report; subcommittee to study 
safe driving or merit rating plans and insure 
the driver plans report; insurance expense 
exhibit—workmen’s compensation insurance 
(National Council on Compensation Insurance). 
3:30-4:30: Blanks committee, Howell of New 
Jersey—New form of statement for hospital, 
medical and dental service or indemnity cor- 


plenary session, Beery of 


porations. 
3:30-4:30: Laws and legislation committee, 
Gerber of Illinois—Organization, ownership 


and certification of insurance laws subcom- 
mittee report; subcommittee to study and re- 
view state insurance laws report; compilation 
of NAIC model bills as a legislative guide or 
aid (executive committee). 


Wednesday, November 30 


9-10:15 a.m.: Accident and health committee, 
Cravey of Georgia—Regulation of advertising 
subcommittee report; subcommittee to study 
rentals paid at terminals by insurance com- 
panies report; elimination of speculation in 
multiple hospital coverage (Georgia); defini- 
tion of guaranteed renewable (Wisconsin). 

9-10:15: Unauthorized insurance committee, 
Magnusson of Minnesota—Model non-admitted 
insurance act (third revision). 

10:30-12: Federal liaison committee, McCon- 
nell of California—Report on conference with 
U. S. Secretary of Defense; report on con- 
ference with Federal Trade Commission; re- 
port on conference with U. S. Department of 
Health, Education and Welfare. 

1:30-2:45 p.m.: Fire, marine, casualty and 
surety committee, Mahoney of Maine—Work- 
men’s compensation small policy economies 
subcommittee report; automobile mechanical 
breakdown insurance; sonic boom—need for 
clarification (report of meeting 10/12/60); the 
catastrophe factor contained in the rating 
formula for extended coverage and the treating 
of losses resulting from such catastrophe, and 
a definition of catastrophe (Louisiana). 

1:30-2:45: Preservation of state regulation 
committee, Knowlton of New Hampshire, and 
federal liaison committee, joint meeting—re- 
view of status of Senate investigation; con- 
sideration of future activities. 

2:45-3:45: Zone 6 meeting, Sullivan of Wash- 
ington 

2:45-4:45: Valuation of securities committee, 
Thacher of New York—Valuation of securities 
subcommittee report. 


Thursday, December 1 


9-10:15 a.m.: Executive committee, Hayes of 
Louisiana—Report of special meeting 10/10/60; 
subcommittee to study future sites for NAIC 
meetings report; subcommittee to study oper- 
ations and financing of executive secretary’s 
office report; subcommittee to study the 
advisability of a nominating committee for 
nominating candidates for NAIC offices report; 
subcommittee to study the Pansing and Binn- 
ing memorandum report; blanks committee 
report; preservation of state regulation com- 
mittee report; executive secretary’s report. 

2:30-4:30 p.m.: Second plenary session, Beery 
of Colorado presiding. 


Friday, December 2 
9:30-11:30 a.m.: Third plenary session, Beery 
vf Colorado presiding. 


Metropolitan Of Chicago 
Changes Name To Highway 


Metropolitan of Chicago, which was 
incorporated as Highway Casualty in 
1950 and changed its name to Metro- 
Politan in 1958 has resumed the name 
Highway, and henceforth will be 
known as Highway Ins. Co. Metropol- 
itan Life brought suit against Metro- 
politan, charging there was a confusion 
of names and won that point in the 
Chicago courts. 

John Fahrenbach is president of 
Highway and its affiliated Marquette 
Casualty of New Orleans. 


FeNATIONAL UNDERWRITER 


Can't Use Ohio WC 
Fund To Pay Expenses, 
State High Court Holds 


Ohio supreme court in an unani- 
mous opinion has upheld a lower court 
ruling that declared an attempt by a 
legislature to use $3 million from the 
workmen’s compensation fund to pay 
administrative costs was invalid. 


The legislature had appropriated 
33% of the $9 million administration 


cost of the state bureau of workmen’s 
compensation and industrial commis- 
sion from the insurance fund. The su- 
preme court said “no part of the state 
insurance fund may be used for ad- 
ministrative costs. . .” 

Corrugated Container Co. brought 
suit to prevent diversion of insurance 
fund monies. Employers are assessed 
four cents per $100 of payroll for 66% 
of the cost of administering the bu- 
reau and the commission, and the state 
has been paying the remaining 33% 
from the general revenue funds. This 
time the legislature provided for the 
insurance fund to reimburse the state 
for its one-third of the cost, and the 
industrial commission agreed, by reso- 
lution, to do so about a year ago. 


R. I. Agents Elect 
Rathbun President 


Herbert W. Rathbun Jr., president 
of the C. A. Watson agency, Westerly, 
was elected presi- 
dent of Rhode Is- 
land Assn. of In- 
surance Agents at 
its annual meeting 
in Providence. El- 
win T. Gammons, 
Providence, the 
out-going presi- 
dent, was elected 
state national di- 
rector, to succeed 
Frank J. Lowery 
of Pawtucket. Ed- 
ward H. Quillan, 
of the E. L. Watson agency, and James 
Goldsmith of Kagan & Shawcross, both 
of Providence, were named vice-pres- 
idents. George .C Hughes was reelect- 
ed secretary-treasurer. 

Regional vice-presidents elected were 
Alfred N. Nunes, Bristol county, Wal- 
ter L. Cronin, Kent, Roger P. Braman, 
Newport, Leo A. Warburton, Provi 
dence, and Francis C. Lathrop, Wash- 
ington. Margaret Wall was elected to 
represent the Bristol County board, the 
first woman named to the state board 
of directors. 

Discussing how to be a better agent, 
Roy A. Duffus of Rochester, N. Y., sug- 
gested agents should work rather than 
bemoan their problems. He hopes the 
business never becomes so simple that 
“any dumb cluck can get into it.” 
Though complimenting company men 
for generously speaking at agents’ 
meetings and flippantly suggesting that 
agents might be invited to speak at 
company meetings, Mr. Duffus empha- 
sized that agents need the companies 
and vice versa. It is essential, he said, 
that agents work to reduce expenses. 
He disapproved of agents delivering 
renewals personally as this only wastes 
valuable time. Mailed renewals allow 
the client time to consider the matter, 
he asserted, and allow the agent time 
to solicit new business. 

In his presidential report, Mr. Gam- 
mons noted that the Rhode Island as- 
sociation has 342 member agencies, 
which ranks it among the first 10. 

The 1959 homeowners policy was 
introduced in the state last February 
with what Mr. Gammons described as 
the usual confusion and embarassment 





H. W. Rathbun Jr. 


Winser Out, Warren 
In At International 
Aviation Underwriters 


Apparently as the result of insolva- 
ble internal conflict, C. Anthony Win- 
ser has resigned as president of Inter- 





C. Anthony Winser J. P. Warren 


national Aviation Underwriters and 
James P. Warren Jr. has been named 
his successor. William W. Brown, not- 
ing in a letter to Mr. Winser that he is 
in “complete accord” with his views, 
has resigned as vice-president. 

In a letter to the principal stock- 
holder of IAU, Ralph H. Shaw Jr., and 
forwarded to the various companies 
forming the pool, Mr. Winser terms the 
situation “intolerable” and tenders his 
resignation. 

Mr. Shaw, in his letter, states that 
Mr. Warren becomes president as of 
Nov. 1 and notes that the latter has 
been senior vice-president and chief 
underwriter of American Mercury and 
prior to that senior underwriter and 
home office department manager for 
U.S. Insurance Underwriters. 

Mr. Shaw also notes that “New Zea- 
land, which has the smallest domestic 
participation” in the pool, desires to 
withdraw as of June 30, 1961. Mr. 
Winser, however, points out that New 
Zealand’s agents are “responsible for 
approximately 25% of IAU’s total 
production.” 
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Bid Prices Of 175 
(CONTINUED FROM PAGE 4) 

Company 12-31-59 6-30-60 11-3-60 
Natl. Security Life, Ind. 4% 3% 3¥%* 
Natl. Western Life .... 6 6% 6% 
Natl. Security, Ala. 6Y% 4% 558 
Nebr. Natl. Life ........ 1% 33% 3% 
No. Am. Life & Cas. 120 130 130 
North Central Co. .... ...... oe Te 
Occidental Life, N. C. 7% 4% 434 
Oil Industries Life . 18 5 12 
Old National, Tex. .... 612 9%, 8 
Oxford Life ................. 1% Ve % 
Pacific Mutual Life 11% 11 12 
Pacific National Life 18 1834 1634 
Peninsular Life ........ 6 334 3% 
Peoples Life, D. C..... 40 35% 3042 
Pioneer Life & Cas., Ala. 6% 7 Ste 
Preferred Ins., Mich. 1342 1442 12% 
|) TS ee ll 
Postal Life ........... . 17% 15 16% 
Protective Life ............ 52 44 43 
Provident Life, N. D. 75 77 77 
Quaker City Ins. ........ 1034 11 104% 
Pyramid Life, N. C. 4% + 3% 
Rockford Life .......... 30 33 33 
Seaboard Life ............ 7M% 6 4 
Reliance Life, Tex. .. 1% 2% 2 
State Life, II. ............ Sle 6 
State F. & C., Fila. .... 1% 15g 1% 
S. W. Indem. & Life - 3% 358 
Security Life & Acc. 51 42 42 


Southern Union Life Wy Ya Yq 





Security Life & Trust 59 45142 49 
South. Natl. Life, Tex. 4 4 434 
Security Life, Ga. .... 13 10 10 
Service Life, Tex. ... 18 13 842 
South Coast Life 4% 3% 3% 
Stonewall, Ala. . 43 43 43 
South. F. & C., 4% 412 5M 
S. W. Am. Life ........ 23% 1% 1% 
Standard Security Life 7 TM 6% 
Southern States Life 9 9 9% 
Standard Union Life 3% 342 242 
Truck Und. Assn. ... 30 28 2812 
Union Trust Life, Wis. 7 612 5% 
United Fdrs. L. Okla. 90c 85c 90c 
United Services Life 49 46 53 
Supreme Lib. Life ... 27% 28 2742 
University Natl. Life 25% 25% 2% 
Union Trust Life, Wis. 7 5% 542 
Volunteer State Life 55 56 53 
United Bankers Life 10 7 7 
United Federal Life .... —...... 2 
United Fidelity Life 70 70 70 
United Fire, N. Y. .... 40 4612 
Univ. Guar. Life, La. 3 3 3% 
Victory Life ................ 90 80 85 
Vulcan Life & Acc. 204 16 15% 
West. States Life, N. D. 12% 13 14 


*Offering price. 


Allstate has applied for a 15% de- 
viation on fire and allied lines on 
commercial classes in North Carolina, 
A hearing on the filing has been set 
for Dec. 13. 
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New official family of Nebraska Assn. of Insurance Agents poses after con- 
clusion of convention at Omaha. From left are Richard C. Allgood, executive 
secretary; Don F. Newville, Lincoln, 2nd vice-president; Kenneth F. Schenck; 
Omaha, president; Jesse Benson, Wymore, Ist vice-president; Robert C. Crowl, 
Omaha, secretary-treasurer; and Daniel Loring, Omaha, state national director. 
Steering wheel Mr. Allgood clutches is Big Wheel award presented to him for 


steering association to new successes. 





due to the fact that agents have 
been unable to penetrate the “iron 
curtain” surrounding the release of 
proposed changes. However, some prog- 
ress has been made, he said. Commis- 
sioner Roberts has assured agents he 
will help try to work out an arrange- 
ment whereby the buisness will be in- 
formed in advance of any public an- 
nouncement of changes. 


Reports On Bill 


Mr. Gammons reported that during 
the 1960 legislative session a bill was 
passed requiring the state to carry in- 
surance on motor vehicles owned by 
the state and operated by state em- 


ployes. This business is placed through 
the Rhode Island association. 

The association has urged the com- 
panies to introduce the safe driver 
plan in the state. A bill was passed by 
the state assembly which would reduce 
the charge for the state registry pro- 
viding copies of the information from 
$1.50 to 50 cents if and when the safe 
driver plan is introduced and approved. 

Mr. Gammons reported that Com- 
missioner Roberts has indicated that 
in his opinion agents should receive 
renumeration for servicing workmen’s 
compensation assigned risks and has 
promised to investigate the matter 
further. 





























ZA...first insurer with tape-oriented IBM 7070! 


“Tt’s in the bag!” says Mr. Za, slipping a roll of 


IBM tape into his famous case. Now Z-A Insuremen 
will get even faster payments on new business and 
renewals, even faster client service. 
Zurich-American is first insurance company 
to have a tape-oriented IBM 7070 instal- 
lation. Five hundred and fifty six char- 
acters are electronically imprinted on 
each inch of tape. The tape, in turn, 
performs all punched-card operations. 
Just another example of how Z-A backs 


bookkeeping . . . lets them spend almost full time on 

selling and servicing. Z-A agents own all renewals. 

Be an Insureman. Details? Ask us. This is one 

answer you'll get from us personally, and not 
from 7070! 


ZURICH - AMERICAN 


its agents on service... frees them from INSURANCE COMPANIES 
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